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This Oiler Is Simple 
and Accessible 


The Detroit Force Feed Oiler Model JTS pro- 
vides automatic, positive and dependable lubrica- 
tion for all types of steam engines, gas engines, 
pumps and air compressors. 


An extra large filler, exact oil delivery, accurate 
regulation, simple mechanism, positive adjust- 
ment, better sight feed and a convenient flushing device are 
some of the distinctive features incorporated in its design. 


This oiler is a standardized product stocked in one, two, 
three and four feed sizes, and on special order can be fur- 
nished in sizes up to 12-feeds and is furnished complete with 
necessary fittings for easy and substantial installation 

A heating coil is mounted inside of the tank with connec- 
tions provided for circulation of steam, exhaust gases, etc. 
This keeps the oil warm and fluid, permitting the oiler to be 
used on all classes of work and under the most severe 





weather conditions. 


Write for Bulletin No. 100 


DETROIT L[UBRICATOR (OMPANY. 





DETROIT, U.S. A. 
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Specialties 


Backed by years of successful manufacture. The 
experience we have had in designing and manufac- 
turing steam specialties has given us an enviable 
reputation among engineers for making reliable, 
durable and efficient equipment. 


Write for complete information about the- Anderson line. 


The V.D. Anderson Co. 


Cleveland, Ohio 


366 3rd Ave., New York City 
434 Plymouth Court, Chicago 


242 Race St., Philadelphia 


Model 

« A trap of the highest efficiency. Can be 

100 Pearl St., Boston used on steam pressures varying from 25) 
lbs. to gravity by simply changing valve and 





Model “O” Air 
Tray 


Removes accumulated 
air from water under 
pressure. For street 
mains, water mains 
and brine pipes in 
large buildings, heat- 
ing systems and 
closed water receiy- 
ers. Simple and au- 
tomatic. Works at 
pressures from 0 to 
150 Ibs. 





Steam Trap 


” Wt: ° seat. Fitted with removable strainer and 
207 Union Trust Bldg., Baltimore 


gauge glass. 


Boxed for shipment, 
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Push “RED CAPS” in 1926 


Centering your selling effort on the CAPITAL “Red Cap” Line in 
1926 will make your sales of industrial brooms and brushes show 
greater volume and larger profits than ever before. CAPITAL “Red 
Cap” Brooms and Brushes meet practically every industrial need. 
On superior quality and service they have won enthusiastic endorse- 


“koe ke ment from thousands of users. 
Bn a a 


wereres® America’s Leading Jobbers Sell “RED CAPS” 


"RR py y ¥" % 

: The biggest and best jobbers in America handle the CAPITAL 
“Red Cap” Line exclusively. They have found that this line sells 
faster and repeats better than any other. Why not join them and 
get your share of this business? 


Write today for details of our business-build- 
ing sales co-operation. Catalog 17 sent on request. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Indianapolis, Ind. 


CAPITAL Brushes Brooms 
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Snap Into the Market with 
Portable Sawsand Jointers 


» Ready for Service DEALERS: Meet the growing demand for the H&A 
Any Where-Any Time line of Portable Bench Saws and Jointers. They offer 

= big selling possibilities to you. A line that fits in with 
your regular stock and sells readily to your regular cus- 
tomers. 
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You can sell this line to factories, foundries, pattern rooms, stores, 
manual training schools, carpenters, contractors, storage houses. 
Built on a quality basis, these machines will handle the 
most accurate cabinet work, or the roughest crating job. 
Hundreds are in use giving entire satisfaction. 





The prices are low to the consumer, and the deal- 
ers’ margin liberal. Send for descriptive circulars 
and prices on each of these machines, and for 
dealers’ discounts. Some of the best territories in 
the United States are still open. 


Heston & Anderson 
611 So. Depot Ave. 
Fairfield, Iowa 
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sap Every Model Complete 
4 Every One Guaranteed 


23 3 <a Portable Saws 
NO.6 JOINTER & 
Jointers 
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NO.8 SAW TABLE 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


HEWITT RUB 
BUFFALO, 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


BER COMPANY 
NEW YORK 
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THE NEW “TOLEDO” 
NO. 1000 P. D. PIPE MACHINE 


It Threads, Cuts and Reams !/.” to 2” Pipe 
Faster and Easier 


This new “TOLEDO” product is the most highly efficient machine for 
cutting, threading and reaming 1% to 2-inch pipe. It meets every require- 
ment of the trade and will prove the most productive machine in the shop 
or on the job. 

It is operated by the “TOLEDO” Power Drive and reams the pipe 
while cutting the thread, and chamfers it as it cuts it off without extra 
operation. Instant change of die heads. Extremely easy to operate. 
Weighs but 325 lbs. 

This small, compact, portable ““‘TOLEDO” machine you may recom- 
mend to your trade, knowing it will more than make good. ne 

We will gladly furnish further information and quote the low net price. TOLE 


THE TOLEDO PIPE THREADING MACHINE wy 
COMPANY TOLEDO, OHIO 


If They Buy by Compari- 
son They’ll Buy a 


— 





EU Pull Heavy Trade too! 


Quick, heavy pulls to the very overload limit without faltering 
are a specialty with the Wright Improved High Speed Hoist, 
and as a trade puller it is just as quick and just as strong. Note 
just a few of its features below: 


Ball Bearing Spindle New Process Chain 


Zo 
Steel Safety Straps Improved Ball Bearing De- a 
Tube Oiling tachable Coupling gf 
eo 
Let us tell you why its 21 ae 
points of engineering su- SP 
premacy—many of them ex- Ps 
clusive features — make the Le 
Wright the heavy puller it af 
is. Better yet, ask the man oF 
who uses one. gr 





COMPANY 
LISEONO0I0O 


IMPROVED_HIGH SPEED HOIST 
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The third great 
improvement 


“MOLY-D” 





The 
second great ' 
improvement / 
The Step 
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The first great 
improvement 
Mo-lyb-den-um 
Steel 
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A shattered wall—but 
an undented shovel! 


Brow after blow impelled by great, 
writhing muscles in powerful arms. 
Hunks of concrete flew in all direc- 
tions. Then he quit. Panting with 
exhaustion he said, ““You can’t even 
dent it.” 

Why? It was a Wood’s Mo-/lyb- 
den-um Shovel. This actual test 
was undertaken by, a company which 
wanted to prove to themselves the 
claims of The Wood Shovel & Tool 
Company. When the test was over, 
the blade of the shovel was neither 
bent nor dented. 

The fact that Wood’s Mo-lyb- 
den-um Shovels will outlast from two 
to six ordinary shovels has made them 
popular with contractors. That’s the 
economical side. The step or turned 
over edge makes them comfortable 


THE WOOD SHOVEL 


for the feet. The Moly-D handle, 
which is non-cracking, makes them 
easy on workmen’s hands. ‘That is 
why they are so popular with the 
men. ‘They are from six ounces to a 
pound lighter than ordinary shovels, 
too. A big point which means more 
work per man and happier workmen. 


You cannot ask more from shovels 
than this. Strength proved by ac- 
tual tests. Durability proved by use 
—300,000 in active work and not 
a broken blade. Popularity with 
workmen. Write for folder telling 
how this strong, well-balanced shovel 
fits in with your workmen’s require- 
ments. We are also makers of the 
best carbon steel shovels under the 
following brands: Wood, Stuart, 
Wilson and Piqua. 


& TOOL COMPANY 


Piqua, Ohio 





Wood’ 


Mo-lyb-den-um 


eae The American Super Steel 








Shovels 
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Simpler Buying Easier Selling 


one | The Entire | 

mes, jj§GTDLine | 
a4 of 

Small Tools 

under 

One Cover 














382 Pages 
Thumb Indexed 


A Handbook of Simplified 
Merchangsing 





You need only pick up this new GYD handbook to realize that here is a real 
improvement in a manufacturer's catalog. The @YD line, covering a wide 
range of small tools, is grouped in nine divisions, and the open cut thumb index 
provides instant reference to each division. 





With all tools amply described, ful! specifications and price lists, this catalog is 
both a guide to the buyer of tools and an indispensable textbook for the sales- 
man. It is a time-saving combination of nine distinct catalogs. Section 10 has 
more than 50 tables of information valuable to the user of small tools, as well 
as to jobbers’ salesmen. 


Buying from this new catalog means one order to place instead of many sepa- 
rate orders, one shipment to check, one invoice to O. K. and one responsibility 
for results. 

We want to send this book to every supply house that is selling small 

tools, with additional copies for any of your salesmen who specialize 


in tools. State whether standard size with thumb index or pocket 
size is desired. 


Screw Plates 











Screw Slotting 


- 














Taps Cutters 
‘ Gages 
Dies CORPORATION ag 
Twist Drills “GREENFIELD, ~@ MASS. U.S & Pipe Tools 
Chicago Store: 13 So. Clinton St. New York Store: 15 Warren St. chine 
Reamers Canadian Plant: Greenfield Tap & Die Corporation of Canada, Limited, Galt, Ont. Tools 
London Office: Greenfield Tap & Die Corp., 139 Queen Victoria St., London, E. C. 4 P 
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WOOD SPLIT 
PULLEY 


Se 


has, for more than 35 years stood for the 
highest ideals in pulley design and con- 
struction. For the very heaviest and most 
grilling duty the standard REEVES never 
disappoints. It performs with the utmost 


satisfaction. 
MOTOR 


“OFF 
He PULLEY 


with interchangeable cone centers, is of the same 
sturdy, dependable construction as all REEVES 
products and can be carried in stock same as 
split pulleys. To fill an order, merely get off 
the shelf a pulley of the desired diameter and 
face and fit into it a cone center with the correct 
bore. No reboring, no delay and no trouble— 
which means a satisfied customer. 


a? 


Get dealer’s and jobber’s proposition. 





REEVES PULLEY CO. 
Columbus, Ind. 


Reeves-Bond Sales Co., 39 So. Clinton St., Chicago 
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The 


SLIP PROOF 


NEW 


BADGER 


No. 5 


AR mover users are quick to see 


the advantages of the slip proof 
New Badger. 


It avoids accidents. It lightens work. 
Its firm grip on the edge of the rail makes 
This enables the 
farther 


a better leverage basis. 


user to move heavier 


cars per 
stroke with less effort. 

The slip proof Safety Spurs make this 
possible. The drawings below show 


graphically the advantage of this patented 
New Badger Feature. 


The good will that this mover has won 
for itself, backed by our substantial serv- 
ice guarantee, makes this a “blue figure” 
item for dealers to sell. It's a car mover 
that can be sold with confidence. 


Write for our dealers’ proposition. 


THE ADVANCE CAR MOVER CO. 


Appleton, Wisconsin 


‘ V 
the left. They grip 











edge of the rail in 
id of the hardened 
it smoot! ly pol 
ed by the passage of 
wheel 
t —<je 
The or 1 nar pur 1s 
shown on the right. Note 
that there is only one 
point of contact and 
- that is on the smooth- 
<.. est part of the rail. at 
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The New Badger 
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NIVERSA . 
The U GIANT L Line 





r. Dealer: 
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The general appearance of your Transmission Department 
will take on an added tone of refinement when you carry the 
UNIVERSAL GIANT line of Power Transmission Appliances. 


The finish alone will command attention, yet finish is just one 


of the many features that make the UNIVERSAL GIANT line 
so desirable. 


The design is all that 68 years of studied experience could 
produce. This experience together with the service of our Spe- 
cialized Engineers will stand you in good stead when you have 
difficult Transmission problems put up to you. 


T.B. Woods Sons (.C hambersburg. Pa. 


MANUFACTURERS OF SHAFTING, COUPLINGS, SET COLLARS, HANGERS 
PILLOW BLOCKS, PULLEYS, ROPE SHEAVES, FRICTION CLUTCHES, BELT TIGHTENERS 
New England Branch and Warehouse, 624 Main St., Cambridge, Mass. 

Southern Office, 312 Masonic Temple, Greenville, S. C. 
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Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 
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Send today for catalog giving complete description of our band 
saws, saw tables, jointers, shapers, planers, borers, planer and 
matchers, swing saws, disk grinder, cut off table, hollow chisel 
mortiser, variety wood worker, universal wood workers. 


Ge 
Crescent Machine Co. 
96 Columbia Street 
LEETONIA OHIO 


Here’s an actual photograph of the 
Victor Special Flexible Blade under test. 






This blade will meet your demands for 
tough cutting and hard usage, elimina- 
ting great waste in breakage. 





| Every user of Victor blades has bought 
and found these blades to be superior to 
any other make. 


“4 Wonder Blade” 
VICTOR SAW WORKS, Inc. 


MIDDLETOWN, N. Y. 


pSeeesesessssses: Pessesesi PESESSESSSSSSS SSS SESE SESS SesesscSsesssesssseesesbess 





Write Us for Free Sample Blades 
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| 0 TRANSMISSION Hf Sell Moncrieff Gauge Glasses 
1 oa PROBLEM / to Jenkins Valve Users 










OLVED Those customers of yours (PERTH 9 
: : rm = ” i for steam pres- 
Ss E who appreciate the value ek ae ae ta 
In This Valuable Book and maintenance economy ™ 
If you are without the Falls of Jenkins Valves will also 
Transmission Machinery Hand « : ae “ for steam pres- 
Book, your files are very incom-  anoaages e Moncrieff Gauge sures up to 400 
plete, for this book has been called ses. Jenkins Bros. stand pes 
one of the most comprehensive " ~ tb hevse 6 id § h (BEACON RED () 
works of its kind ever genie hs Inc ess old ocotc 20 Saini aie 
i 300 pages of interest to Execu- olasses of tality with red indicator 
| tives, Engineers, and Purchasing sae nee 
Agents, bound in cloth and cheer- ; ; Ibs. 
fully mailed on request. The Jenkins sales organiza- (WATTE ENAMEL 
The Falls line of Transmission Machin- . b: -ks M Ree Ms “ 
ery backs up every item in this valuable tion aCKS oncrieft | a glass with white 
book with years of experience and a a a 5s ’ 11 b k 
guarded reputation for high quality prod- Gla ASses, and thus assures rategee ll ind 
ucts, honest dealing, and reasonable prices. zs " me " sures up to 150 
yd write your request for Catalog the mi ill supply dealer of Ibs. 
18-D to-day, on the firm’s stati a - ae eae : ~ : 
closing this Pe ns cri iat sales-building cooperation. (LUBRICATOR 


a lubricator glass 
TRANS ISSION | that withstands 
steam pressure up 
JENKINS BROS. to 400 Ibs. 
Sole Agents for MONCRIEFF Genuine AOGES 
i 


MACHINERY enter 


80 White St...... -New York, N. Y. 


° 524 Atlantic Ave........ Boston, Mass. 
The Falls Clutch & Machinery Company 133 No. 7th St......Philadelphia, Pa. 
Cuyahoga Falls, Ohio 646 Washington Blvd., Chicago, IIl. 


New York, 206-208 Fulton St. Boston, Mass., 52-58 Purchase St. 
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VALVES 




















A Few Reasons for O-B Dependability 


1—Only prime metals are used in the manufacture of 


O-B Valves. 


2—All metals are bought on rigid specifications and 
are thoroughly checked by chemists to make sure 
that these specifications have been met. 


3—-Men from the technical staff constantly supervise 
the work of each department. 


4—The most modern machinery and equipment are 
used in their production. 


5—AIlll valves are subjected to numerous tests in going 
through the factory. 


6—O-B Valves are made by a Company that has had 


over 37 years experience in valve manufacture. 


The Ohio Brass Co. 


MANSFIELD, OHIO 











and Genuine 








Max Sievert 


(Sweden) 


and Stoves 


The best by far 
Over 400 Types 


We also carry a full line of Files 


Write for catalogue 


Limited 
116 Broad St., New York, N. Y. 


Minneapolis, Minn. Montreal, 





The Original 


Blow Torches 


Scandinavian Western Importing Co. Am erican Injector Co: i 








600,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- é 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 
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Increase Your Bearing Metal Business 


Pe A Profitable Line 


OU can figure your profits in advance on 

Stewart Brons. It is an ideal line to 
handle, easy to stock, no waste, fast turnover, 
a good margin. 


There is a demand for Stewart Brons. It is 
increasing daily. More shops and plants are 
using it; more people are learning about it; 
and more bearing problems are being solved 
with it. It is being advertised to manufac- 
turers and users of machinery and they are 
being referred to you. 


Ver m 


A 
Y 
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Ps «aw vv wy 
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From the merchandising standpoint Stewart 
Brons Bearing Metal is ideal. All the 259 
sizes are made in 13-inch lengths. Thus they 
permit of orderly stocking and quick hand- 
ling. The photograph at the left shows a 
representative large stock of Stewart Brons 
well arranged for convenient selling. 


At 600 degrees F. Stewart Brons sweats just 
enough lead to lubricate itself. It will not 
score shafts, even at a temperature of 1000 
degrees F. Because it is supplied in 13-inch 
lengths finished all over, it saves practically 
50 per cent of metal as compared with unfin- 
ished 12-inch bars or bushings. These fea- 
tures mean sales for you. 


Write for details of our sales proposition and 
discounts. 


> > 
ans 
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4 eo STEWART MANUFACTURING 
} ee 
te CORPORATION 
te A re = 
‘a oe 4504 Fullerton Ave., Chicago 
A? Direct Factory Representatives 
i y A Cc. Olfs k M. White Ung ar & Watson 
; baw § 7321 W + hséat d Av Warner Speedometer 13 Ss Figueroa St 
3 7\/ Detroit, Mic an _Corp . Los Angeles, Cal 
( xy N . Terk cee 1m rank ee & Co 
py ; ; : Sid Canto Ave J. Frank mane ng & C 
a : Indianapol Ind 2022 Avenue B 
RA Birmin shen, Ala 
a ns Bearing Stewart ~~ ing Metal Co. Stew fig oat ts 
13 Onda tre Sine ne Lamu Ia 








Brons Bearing Metal 


A Satisfied Customer Is a Business Asset 
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State 


We are interested in the fol- 
lowing checked items. 
send complete information. 


Please 


Helicoid Conveyor 


] Sectional Flight Conveyor 


Screw Conveyor and Fittings 


|] Belt Conveyors, ANTI-FRICTION 


Belt Conveyors, >MULTIROLL< 
Gears, Cast Tooth 

Gears, Cut Tooth 

Bucket Elevators and Buckets 
Elevator Casings 


]) Elevator Boots 


Chain, Drive 

Chain, Conveyor and Elevator 
Bearings and Hangers 

Power Shovels 


]) Car Pullers 


Sprockets 
Pulleys 
Sheaves 
Take Ups 


Power Transmission Accessories 


Name 


Firm ee 


Address — 


City— 


“Mill Supt 


Te 
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A 
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Quality and Service Speak 


HE reward of skilled engineering, good manu- 
facturing and honest merchandising, is perma- 
nent patronage and the confidence of the public. 


We are far more proud of the fact that we have 
had one customer on our books almost monthly for 
50 years, than we are of the considerable age and 
high traditions of our business. 


Good relations cannot endure for a half-century 
unless they are based upon confidence, early estab- 
lished and steadily strengthened by just dealing. 
We have many accounts covering the span of two 
generations of men. 


Whatever your needs may be in the elevating, 
conveying and power transmission field, there is a 
Caldwell product adaptable to your use. 


Write or wire Caldwell, or nearest Link-Belt office. 
Send for Catalog M S-45 
H. W. CALDWELL & SON CO. 
LINK-BELT COMPANY, OWNER 
CHICAGO: 1700 S. Western Ave. 
2676 Woolworth Bldg. DALLAS, TEXAS: 810 Main St. 
Link-Belt Company Offices in Principal Cities 


NEW YORK: 

















CALDWEL. 














Conveying and Power Transmission Equipment 
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The new home of the Lay Broom 

















Thousands of satisfied customers and millions of Lay quality brooms made this 
wonderful new plant possible. 


Equipped with the most modern methods for broom and brush making, our tre- 
mendous output and steady production make low prices and quick shipments pos- 
sible. You save in the rewards of the business. 


In 1876 the Lay Metal Case Broom was born. It has been imitated but on quality 
alone it has won recognition wherever it is used. 


Day after day Lay Brooms have strenuous duty to perform. They are tested and 
certified for your particular job. We are experts on brooms and sweeping condi- 
tions and in Lay Brooms you get the best that can be had—“the standard since ’76.” 


LAY srugues 
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BRUSHES 


Fibre or Corn—We Make Them All 


AMERICA’S STANDARD INDUSTRIAL BROOM 


Offices 


wwronx, = THE JOSEPH LAY CO. emer 


110 W. 34th St. 









CHICAGO, Main Office and Factory 
133 W. Wash St. 


CLEVELAND, PORTLAND, IND. 


9343 Gorman Ave. 


When writing to Advertisers please mention Mitt SuPptigs. 
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A PROMISE FOR THE FUTURE 





HE best promise for the future is the per- 

formance of the past. Too many promises are 
empty words, and the consumer is inclined to be 
wary of the advertiser who promises over-much. 
People, more and more, are coming to demand a 
standard article, whose name they know, whose 
maker they trust, and of whose value they are 
sure. More and more users of belting are de- 


manding Schieren leather belts. 








Schieren need make no promises for the future. 








The industrial world knows the Schieren record 


The —ffty-seven years of service; fifty-seven years of 
Doorway leather belting made to an unvarying standard. 
to Belting 


Quality This record speaks for us more strongly than any 
words which we might write. The performance 


of the past is the promise for the future. 


Send us a list of those of your customers who 
have not yet received “Quality Facts About Belt- 
ing. The ninth section, “Rating and Rules” has 
just been released. Send for it, and ask about 


our cooperative jobbers’ plan. 


Chas. A Shioren Cimpuny 42 FERRY ST., NEW YORK,N. Y. 
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Save 


Time & Money 


With Detroit belt lacing you can lace any 
belt in a very few minutes, but this is not the 
greatest saving of time it effects. Detroit belt 
lacing will outwear two or more of any other 
transmission belt joint, and by so doing it 
saves a tremendous amount of time which 
otherwise would be consumed by relacing, 
by idle men, idle machines and loss of pro- 
duction. 


Detroit belt lacing is saving hundreds of 
thousands of dollars every year for belt users, 
both in time and in actual expenditures. 


Write us for a free sample and try Detroit 
belt lacing on your hardest drive. It speaks 
for itself. 


DETROIT BELT LACER CO. 
Detroit, Michigan 
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Detroit Belt cut- 
ter equipped 
with safety 
guard. 


— @ 


‘machine operates 
with one hand, gives 12,000 
pounds pressure, 


Detroit 12 inch 

strip of hooks with 

rubberized side 

strips can be packed, 
shipped or handled any 

number of times without 

/ ey a single hook, 
. uts to any length with- 

= out waste, 


tool 
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The second edition of our publication ‘‘Industrial and Automotive Lubrica- 
tion’’ was printed to assist your salesmen and help them sell more Oils and 
Greases. It was designed to make your salesmen Lubricating Engineers. 


This second edition contains valuable lubrication data and charts that will in- 
struct and help your representatives solve many of the problems that are 
asked at every mill and mine. 


Get your copy today. We will gladly send you as many books as you might 
need. 


Don’t forget—our lubricating Engineers are at your service at all times. 





Waverly Oil Works Company 
5408-54TH STREET PITTSBURGH, PA. 
Established 45 years. 





Member of Pennsylvania Grade Crude Oil Assn. 
PERMIT NO.11 
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i Maps How many sets of casters do you 
ee ce buy for that truck every year? 
pers—jis your T ’ a< sce Teach “an ctarc 
ee as ee \Wouldn’t Faultless Truck Casters 


less Truck Cas- 


ters complete? 


give you huskier servicep They 
“outwear two or three sets of any 
other make,” as one user puts it. 
Made to give sturdy service on the 
hardest jobs. 









Faultless Truck Casters are made 
with solid cast iron, felt or rubber 
wheels in both rigid and swivel types. 


FAULTLESS CASTER CO. 
EVANSVILLE INDIANA 


TERS 


Makers of Quality Casters for a Third of a Century 
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YOUR CATALOG PROBLEMS 
Are Easily Solved 
~ Through Our Service 


v) 


Consisting of elimination of the work usually handled 
in a jobber’s office, for we send our compiler familiar 
with your merchandise to make your layout. 











\Ve then furnish a complete preliminary dummy out- 
lining your specifications in page form, in duplicate, for 
your approval, as to the items to be shown—you retain- 
| ing the dummy with the original layout pasted therein, 

sending us the duplicate of same with O. K. or changes 
to be made. 





Dummy furnished will be page-numbered and in cor- 
= respondence thereafter pages will be referred to by 


number. 





mh SPT AP! be fT > 





fg 





/ 


ae 


| 


Upon receipt of the ok’d duplicate layout sheets we write the descriptive matter, secure 
the cuts, set the type, do the proof-reading, send the proofs to you and to the manufacturer 
for your own and his ok, make the corrections upon receipt of both of these ok’s, and then 
mail you two additional proofs, one to paste into your dummy, and one to be returned to us 
with your final ok. 


After this work is completed you can then rearrange the pages in your dummy to suit 
your ideas as to the succession of the various lines in which you wish to show them, after 
which we will compile the index, print, bind and pack the catalogs, ready for distribution. 


We specialize in Standard 7'2x105¢ inch (61%x9 inch Type Size) Catalogs. 


Prices, including all of the work outlined above, will be quoted upon receipt of approximate 
specifications as to number of pages and quantity of catalogs desired. 


After your catalog is completed OUR SERVICE consists of keeping the type standing 
(which always remains new as we print from plates only) correcting same to date at your 
suggestion at any time, or upon manufacturer’s advice, and then print therefrom up-to-date 
corrected catalog inserts for your loose-leaf salesmen’s catalogs, these inserts to match orig- 
inal catalog pages. In this way we keep your catalog constantly to date ready for a new 
issue at any time. Your inquiry will be appreciated! 





THE CUNEO CATALOG SERVICE COMPANY 


INCORPORATED 


455 West 22nd Street Chicago, Illinois 
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Atthe time of our recent consolidation 
with The Kelly and Jones Company, 
| President Coonley published the fol- 
lowing statement, which will be read 
with interest by everyone who knows 
the Walworth Company of today and 
its purpose and plans for tomorrow. 


* ° . 


¢¢ The Walworth and Kelly and Jones 
names have stood for more than half a 
century for the best in product and busi- 
ness integrity. It is gratifying that at a 
time when John T. Kelly and George M. 
Jones had earned a respite from their 
arduous labors, they should consider 
Walworth the most fitting company to 
carry forward their banner. 


° e ° 


$6 During the present year Walworth 
has added two fine production units. It 
is fitting that our friends should know 
our purpose in their acquisition. It is not 
size nor sales volume that we are seeking. 
These are days when service counts more 
than anything else in industry. It is the 
ability to give maximum service to users 
all over the world that we are attempting 


BAYONNE BUFFALO CHICAGO 


EASTERN DIVISION, Boston wY NS 





“Not size but service” 


to achieve. A mere glance at the map to 
locate our four present plants willindicate 
the facilities which we now have to offer. 

$6 We do not intend to do away with 
the policies which Mr. Kelly and Mr. 
Jones have inaugurated. It is our most 
earnest desire to retain the trade which 
they have built up, by furnishing their 
customers the same sound merchandise 
while giving them improved service. It is 
more than ever essential for us to meet 
our customers’ wishes as far as it is 
humanly possible. This we shall bend 
every effort to do. 


° 7 > 


$¢ Incidentally,in our desire to simplify, 
we are changing the name of Walworth 
Manufacturing Company to Walworth 
Company. It is an evidence of the trend 
of our thought and action.” 


President 
From The Walworth Log 


November, 1925 


WALWORTH COMPANY, Boston, Mass. 


CINCINNATI CLEVELAND ERIE KEWANEE, ILL. 
NEW YORK PHILADELPHIA PITTSBURGH PORTLAND SEATTLE SAN FRANCISCO YOUNGSTOWN 
GLASGOW LONDON 


NS WESTERN DIVISION, Kewanee 


Plants at Boston, Greensburg, Pa., Kewanee, Ill., and Attalla, Ala. 
Walworth International Co., New York, Foreign Representative 


Whatever you build 
S Yo you ved Walwenthote C 


Valves, Fittings & Tools for Steam, Water, Gas, Oil &Air 
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Acme Eye Shield 


Approved by the 


z . oSELtr 
Underwriters § My, 
. ~, 

Laboratories = % 

% 
S 
Patents 
Pending 





¢ 


J 


Special Triplex Glass. Al- 
ways Ready for Use. Pro- 
Vii} YO tects Entire Head and Face 


Goggles are a protection only when they are worn and it’s easy to 
neglect them for a moment’s grinding. But this new eye shield 
is attached to the grinder, wall or nearby post—always ready for 
use. The heavy flexible arm permits instant adjustment over grind- 
ing wheel. Protects not only eyes but entire head and face. 
Equally good on saws, spot welders, lathes, planers and other ma- 
chines. JOBBERS—If you're looking for new specialties for your 
salesmen to feature, do not overlook this. Weighs 7 pounds and is 
easily carried. Shield measures 7x9 inches. Write for folder. 


Chicago Eye Shield Company 
2300 Warren Ave., Chicago, IIl. 











Mend Belts Quickly! 

















It takes but four minutes to remove a broken belt 
from the equipment, mend it and put the machine 
back into production, when 


BRISTOL’S 
Patent Steel Belt Lacing 
is used. 
Take the belt off the pulley, bring the ends together 


over a soft wood block, and place the points of the 
lacing over the joint. Drive the points through, turn 














the belt over and clinch the points, and put the belt 
back in service. It takes only four minutes—with 
any dub on the job. 


Dealers 


It’s just as easy to sell BRISTOL’S as it is to use 
it. There’s a style and size for every kind and thick- 
ness of belt. 


Write for Bulletins and Free Samples. 


THE BRISTOL COMPANY 


Waterbury, Connecticut 
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It is easier to sell 
a Yale Block 


In an installation such as the one here illustrated, where 
the loads are heavy and the lifts frequent, chain block 
efficiency is a big factor. 





Yale Chain Blocks have always been known as the 
most efficient on the market, and the latest development 
—the new Yale Ball-Bearing Spur-Geared Block, adds 
still another substantial gain in efficiency. 


The exclusive Yale Ball-Bearing Load Sheave sup- 
ports the load and reduces the hand chain pull to 77 
pounds for a lift of one ton! 


’ 


Yale Blocks have many ‘‘talking points.’’ They are 
summed up in one word—YALE. That name helps 
make the sale because Yale Chain Blocks are accepted 
the world over as a standard of comparison. Some of the 
largest dealers have been handling Yale Chain Blocks 
for 30 years. 


Yale has been the originator of every notable advance 
in chain block construction for the last 50 years. 

Yale Materiai Handling Equipment includes 
Spur-Geared, Screw-Geared and Differential Chain 
Blocks, Electric Hoists, I-beam Trolleys, Overhead 
Crane Equipment, and Electric Industrial Trucks, 
Tractors and Trailers. 


Factory Locking Equipment—To acquire lock- 
ing control, security and convenience throughout 
the factory, use Yale Master Keyed Locks. 


The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S. A. 
YALE MARKED IS YALE MADE 





“and Conveying systems 





Hoisting 

















When writing to Advertisers please mention Mitt Suppties. 





NULL QupPp LIUES December, 1925 


Another 
“Blue Ribbon” Line 
of Profitable Specialties 













[Siu Ribbon \} 


Pressed Steel One-Piece Bis 
Floor Plates. Plain black and 
nickel plated toZ 


Figure 97 






































The name “Blue Ribbon” as applied to pipe nipples 
has made a reputation from Coast to Coast for a 
quality product that satisfies the particular piping 
and plumbing contractor. By a recent purchase the 
“Blue Ribbon” line now includes a line of specialties 
that is closely allied to pipe fittings, including pipe 
hanging devices, floor and ceiling plates, etc. 


Pressed Stee! Hinged Floor or 
Ceiling Plates. Plain black 
and nickel plated. ‘2 toZ 









Pressed Stee! Hinged FI: 


ce > 
Ceiling Plates Plain black ° 
and nickel plated Two styles 
, ) 


Extra Wide Pressed Stee! 


a4 


We have prepared loose leaf catalog pages of this 
new “Blue Ribbon” line, which will be mailed upon 
request to any distributor of mill, steam, plumbing 
and heating supplies. 






TwoPrece Floor ot Ceiling 


Plates. Plain black and nickel 
? 


Pew: } plated “2 to 2 
“ “Blue Ribbon” Nipples are made from new pipe, in 
steel, wrought iron and brass. Prompt deliveries are 
made to distributors in all parts of the country from 
our nearest plant — Baltimore, Chicago or Los 
Angeles. 


Pressed Stee! Splut Floor 


Cethng Plates Plain black 






and nickel plated ‘4 and *< 






Cast lon Hinged Floor ot 


Our pipe fabrication plant is fully equipped to sup- 
ply coils, bends, headers, vaporizers and receivers. 
Send sketch of work and ask for quotations. 


Ceiling Plates Plain black and 





plated 4°. 36,78 


and !Oinch 


CHICAGO NIPPLE MFG. CO. 
Baltimore CHICAGO Los Angeles 


mated Hanger Bar 


azes. 5 and |) foot lengths 





canal 
i; 

















i 
} 
4 
| ' o- p 
| ¢ 
“6  Fepare 155 
| Two sizes 
| “< 
; - — 
Adjustable Expansion Tank 
a 
’ \ Hanger Fits tanks 1% to 16 
i ; Pes Dashiad tvcaiten 
t = 1s showr 
: 
] 
| 
{ 
| Note the handy carton in which 
BLUE RIBBON Nipple can be 
H sold to your trade n lots of 100, 
' assorted lengths, in the %, % and 
Py SIZES t either black or 
‘ no iling, no count 
i tarred threads The label 
' iY sta exact contents 
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Diamond 


RUBBER BELTS 


Facts in proof of Diamond Service.. 
Every installation on this page has been the 
result of proven performance. 


There is a Diamond Belt, sturdy and de- 
pendable, to fit your every Transmission, 
Elevator or Conveyor requirement. 


Specify Diamond and you specify the Belt 
that has proven itself in the cold, hard facts 
of Excess Service. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 
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This isthe |E j This is the 
Clipper |fRm| Clipper 
Hook i “Special” 








This is the 
Clipper Belt 
Lacer 














| Cipcae Belt Lacer bit 


GRAND: RAPIDS _ MICHIGAN 
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Clipper Belt Lacers make thousands of practical 
and efficient joints DAILY. 


The enormous production of 3,500,000 Clipper 
Hooks daily testifies to the proved ability of 
Clipper Belt Fasteners. All Clipper Hooks are 
made of the greatest fatigue resisting steel obtain- 
able for the purpose. Because of large scale pro- 
duction Clipper Hooks are sold at very low prices. 








Clipper Pins, both rawhide and special, are the 
best we know how to make. We are convinced 
that the Clipper “Special’’ Pin will outwear any 
substitute for the rawhide pin now on the market. 


Clipper joints have a STAGGERED DOUBLE 
grip, distributing the tensile strain over a wide 
section of the belt. 


Clipper Belt Lacers are sold under a perpetual 
guarantee that they will be kept in perfect work- 
ing order free of charge provided Clipper Belt 
Hooks are used exclusively in their operation. 


Standardize on Clipper—for increased produc- 
tion, economy, quality and satisfaction. 
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> Make that joint 
| permanently tight! 


OT /o 





Og 






















































































se | N a gasket, it is the material that 
counts; the time and labor of 





= +a packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 








Carried in stock at all our branches in all 
thicknesses up to % inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 





New York Boston Chicago Philadelphia 
Pittsburgh St. Louis San Francisco 
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EVERY MANUFACTURER OUGHT TO HAVE THIS GREAT} 
MANUFACTURING IMPROVEMENT-- THE SAND BLAST, 


SAND BLAST OUTFITS COMPLETE WITH AIR 


LETTERING 
AND DESIGNS 
ON GLASSWARE 





CLEANING 
CASTINGS 















CLEANING DUSTLESS CABINET 
RUST AND SANDBLAST 
CORROSION 


FROSTING 
WINDOWS AND 
BLACKBOARDS 











CLEANING 
SCALE 
FROM TOOLS 














The most inexperienced boy or girl 
will do. the finest work—uniform and 
even effects, without streaks or spot- 
ting—and on the first try without any 
previous experience. 


You only have to try 
Send us a small metal 
Whether it be a 
immaterial. 
We will sand blast it and then you can plate 
it and see for yourself. 
Sand blasting makes 
enamel or japan, too. 
It makes a mat 
scratch brushing. 
Jelow we show the 


it once 
article free 
casting or a 


from grease. 
stamping 1s 


a better surface for paint, 


1 


finish to take the place ot 


entire outht necessary. 


What the 
Sand Blast Does! 


Produces a mat or satin finish 








on metals—frosts, cleans moulding 
sand from castings of brass, alumi 
num, ete prepares the surfaces 
of articles S to ) be plated so that the 
plate tak 1 quicker and lasts 
longer. s of all metals, cel 
luloid, glas rubber and 
other t may be sand 
bl isted, inc g 
Gas and Electr Fixtures 











stir Wit i 


w Glass 
atuary 
utomobile Hardware 


Skates 
Building Hardware 
D Castings 





Sand Blasting does not re- 
move Burrs, File or Grinding 
marks; nor does it take the 
place of grinding or Filing. 
IT DOES NOT POLISH. 


Illustrated 
Catalog Free 


MAKERS 


Improve your 
product and de- ¢ 
crease your costs. | SstPaigs.asr 
FOR 


LEIMAN BRO 


OF GOOD MACHINERY FOR 










Suppiry__ 
Gy FRostine GAS 
= Wano ELECTRIC 


ane 
eg ‘ok 


CLEANING 
MOULDS 





INSTRUMENTS 


MAT heh as 


JEWELRY AND 
METAL ay 














BIG WORK 





Send in your sample and we will return it to 
you all sand blasted with our complete illus- 
trated catalog and price of the correct outfit for 
your work. Just forward your sample.—Send it 
off right now and we'll have the answer back 
before you know it. 


We make several sizes 

The work is held in the 
cabinet. 

“he sand feeds over and 
ously and it is all inside the 
to annoy the operator. 

The sand flows like 
the work receives the 
sand. 

The sand can be 
grade in between 


hand inside the 


over again 


cabinet. 


continu- 


No dust 


water from a faucet and 
impact of this stream of 


coarse or fine or 


in fact any 



















An inexpensive 
outfit that 
cannot afford to 
do without. 








you 








The wearing qualities of your plate will be 
greatly improved by sand blasting the surface 
before plating. 

A sand blasted surface is one that the plate 
will hold on to with vigor. 

It will find a foot hold and will cling much 
more quickly than on any other surface. 


A pail of sand will last 
can ce bought of 
and very cheaply 


for many 
us or in most 


days 
cases 


and it 
locally 
The air 
or we 
want it. 


pump runs right off 


shaft 
can furnish it with 


you 


main 
drive if 


your 
motor 


The air pump can also be used for agitating 
plating solutions, for operating gas or oil burn- 
ing appliances or for blowing stampings or chips 
from presses and machine tools. 


SEND US THIS INFORMATION 


And We'll Tell You What Outfit You Need 


1 


) 
3 
4. 











THIRTY-FIVE 


What article do you wish to sand blast? 

Give dimensions of largest piece of work, 

How many per hour do you wish to do? 

Of what material is it made? 

Do you simply wish to clean it before plating 
or painting? 

Or do you wish the sand blast effect as a finish? 
If for a finish you want a rough, frosty 
effect, a fine satin finish or a medium frosty 
effect? ‘ 
If you have an air supply state: 


a. How 


many cubic feet of the free air per 
minute, 
b. How many pounds pressure per square 
inch, 


ec. Or give name and 
air compressor used. 


9. If a Compressor 


number of blower or 


give: 


a. Diameter and stroke of cyl- 
inder, 

b. Number of cylinders, 

3. Speed, 

d. If single or double acting. 

10. Will the air supply be used for 
any other work at the same time? 

11. If so, how much air will re- 
main for sand blasting? 

12. Do you wish us to furnish 
the air supply? 

13. If so, do you want it motor 
driven? 

14. Give us the volts, cycles and 
phase of the electric current 
used 

25. If air supply is to be op- 
erated from your own 

motor or power 
shaft state 
which — and 
give speed, 
diameter and 
width of driv- 


ing pulley. 

16. Amount of 
horsepower 
available. 


60 H-SS LISPENARD ST. 


NEW YORK 
YEARS 
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KESTER 
mingS OLDER 


Simple, Safeand Sure 
Requires Only Heat 





KESTER Acid CoreSOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—‘‘Requires Only Heat.’’ Standard size 







Sectional view, 
Fig. 600, screwed, 
Jenkins Medium 
Pressure Bronze 


Giove Vaive. 


Jenkins Medium Pressure 
Bronze Globe and Angle Valves 


for 


225 pounds steam working pressure 


This addition to the Jenkins 
line answers the desire of en- 
gineers who have wanted the 
Jenkins Pliable Disc feature 
in valves tor service higher 
than standard pressures. Each 
valve is fitted with a Jenkins 
No. 800 disc, specially made 
for high pressures. Another 
feature is provided in the bon- 
net construction. The bonnet 
screws over the neck of the 
body, adding strength to the 
valve. In every respect these 
valves are made to the high 





Fig. 602 
Screwed, Jenkins Jenkins standards. 
Medium Pressure 
Bronze Angl 


Jenkins advertising is now ac- 
quainting thousands of valve 
buyers with these new valves. 


JENKINS BROS. 


80 White St. New York, N. Y. 
524 Atlantic Ave. Lees Boston, Mass. 
133 No. Seventh St...........Philadelphia, Pa. 
646 Washington Blvd................Chicago, Ill. 


JENKINS BROS., Limited 


Montreal, Can. London, Eng. 








o. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 10 pound spools, 
Special gauges also available. 


| 


Keste 
The Household Solder 
Here is the small package of Acid Core Solder. So sime 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 


Mpa 


a = . res Ponte: - 
Kester Rosin Core Solder 


Por very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1,5 and 10 pound spools and 18 
inch sticks in 5 pound boxes. Special gauges also 
available. 





Kester Radio Solder 
(Rosin Core) 
Safe, Sure and Simple —approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 











Always marked with the"Diamond" 


enkins \alves 


SINCE 1864 








GENUINE SOLDER 





CHICAGO SOLDER COMPANY 


4215 Wrightwood Avenue, Chicago, U. S.A. 
o——_ 


Originators and world’s largest 
manufacturers of Self Fluxing Solder 


o———¢ 
Your Jobber Can Supply You 
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Important 
To ALL Users of Shafting 


Medart Steel Shafting occupies an unusually conspicuous position in the field of power trans- 
mission. Every inch of Medart Shafting is actually turned from special steel, straightened 
and then polished in automatic and semi-automatic machines especially designed by Medart 
Engineers for this purpose. As a result, Medart Shafting is perfectly straight, true to size 
and uniformly accurate in diameter. It is particularly adaptable to machining or keyseating 
without permanent distortion or undue impairment of strength because turning and polish- 
ing cannot possibly affect the mass or structure of the bar. 


Call on Medart 


Whenever you need shafting—emergency or regular orders—call on Medart. 
There is always a large tonnage in stock for immediate delivery. Sizes up 
to 6 inches in diameter. 


For Immediate Deliveries 





Buy by the Medart Catalog and Discount Sheet 


Buy right—with Medart Catalog No. 43 and discount sheet. A complete, simply written, 
readily understood manual containing dimensions, details and list prices for the use of en- 
gineers, designers and power users. Covers the entire range of power-transmission equipment. 
Send for your personal copy and include requests for other members of your staff who would 
find this information valuable. 


The Medart Company 


(Formerly Medart Patent Pulley Co.) 
Medart Catalog No. 43 with 


Discount Sheet. Ask for General Offices and Works, St. Louis, U. S. A. 
your copy. 





Offices in Chicago, Philadelphia, Pittsburgh, New York & Seattle. 
Office and Warehouse in Cincinnati. 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 
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Machinists’ 
Vise 






hee a 


Machinists’ 
Vise 


Swivel Base Solid Jaw 
12 Sizes 
2” to 834” jaw 


GUARANTEED 


Yost backs up every vise with a 
“Make Good” guarantee. A 
Yost Vise must make good or 
Yost does. 


Machinists’ 
Vise 










8 Sizes 
3” to 7” 
jaw 


Swivel Base Adjustable Jaw 
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MACHINISTS’ 


VISES 


OST Machinists’ Vises are made in six 

styles and 47 sizes. The Yost line in- 
cludes; Solid Jaw Stationary Base Vise; 
Solid Jaw Swivel Base Vise; Adjustable 
Jaw Stationary Base Vise; Adjustable Jaw 
Swivel Base Vise; “Special’’ Adjustable Jaw 
Swivel Base Vise, and an especially heavy 
Chipping Vise. 


The excellent metal from which Yost 
Vises are made and their ability to with- 
stand hard usage and severe stress has 
gained a remarkable reputation for satisfac- 
tory performance. 


Yost Manufacturing Company 
Meadville, Pa., U.S. A. 


a » Machinists’ 
Drill Press Vise a Pi Vise 


Stationary Base Adjustable Jaw 
izes 
3%” and 5” jaw 3” to 7” jaw 
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( KALAMAZOO) 1 
Better Accounting and 
\Record Keeping Me hods 
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OOSE-LEAF-DEVICES-AND 
ACCOUNTING-SYSTEMS 





urbinder 
froubles ended- 





aft Om = Samuel Sloan & Co. 
Rochester, N. Y. 


“You will recall several years ago we discontinued the various 
types of ring binders, equipping all of our salesmen with the 


KALAMAZOO binder with the result that our binder troubles 


ended.” 


Perhaps you too, have experienced troubles in the selection of a loose leaf 
binder for salesmen’s catalogs, manuals, price books, or catalogs for general 
distribution. 

The excerpt from the letter above should give you the answer to your 
problem. 

When you need binders or when you are planning to issue a catalog, price 
list, dealer’s book, or salesman’s portfolio, call in KALAMAZOO, and get 
the suggestions and ideas we have to offer. 

The experience we have had with thousands of progressive concerns will 
be valuable to you—it is yours for the asking. 


KALAMAZOO LOOSE LEAF BINDER COMPANY 
Factories at Kalamazoo, Mich., and Los Angeles, Calif. 


Sales Offices in Principal Cities 


Kalamazoo Loose Leaf Binder Co., 


Kalamazoo, Mich. 
Send catalog data to 
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Felthousen Hand- 
Operated Oil Pumps 


The good old standby for oiling 
cylinders and hard-to-get-at journals 


Made with metal or glass body 
and side or bottom outlet 





HESE  Felthousen Hand Pumps are the 

standard equipment with many prominent 
engine builders. Users like the reliable feed, 
accurate threading, fine finish and all-around 
perfect performance. 

Made with either side or bottom outlet and 
either plain brass or glass chamber, the latter to 
show the oil level. Capacities 14 pt. to 1% qt. 

Sherwood lines include automatic as well as hand- 
operated lubricators, and a wide variety of oil and 
grease cups—all made for the Engineer who takes 
pride in his plant and wants strictly first-class equip- 
ment at reasonable price 

Sherwood equipment offers the best and most serv- 
ice per dollar invested—a statement that is backed 
by our liberal guarantee and 35-year reputation for 
square dealing. 


This Sherwood Catalog FREE 


if you return the coupon 


Send for your copy and keep it 
handy as a guide to proper selec- 
tion of Injectors, Ejectors, Cellar 
Drainers, Force-feed Oil Pumps, 
Sight-feed Lubricators, Oil and 
Grease Cups, Oil Gauges, Indi- 
cator Cocks, Gauge Cocks, High 
Pressure Gas Valves, Flue Clean- 


ers, Fusible Plugs, etc. 


HERWOO 


A GOOD NAME TO REMEMBER WHEN BUYING 
POWER PLANT and INDUSTRIAL SPECIALTIES 


Sherwood Manufacturing Company 
1713 Elmwood Ave., Buffalo, N. Y. 








Please send the Sherwood catalog No. 18-S. 


Name 


Add ress 
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We help you to sell 


the 


Royersford Line 


Ten of the leading industrial 
publications in the country reg- 
ularly carry the story of Roy- 
ersford Products to your cus- 
tomers. 


For instance, in the current 
issue of these publications 


which reach 300,000 buyers 


and plant executives, we tell of 
some of the big users of Sells Roller 
Bearings — Dodge Brothers, Ameri- 
can Agricultural Chemical Company, 
Aunt Jemima Mills Company, Ameri- 
can Car and Foundry Company, Bor- 
den Condensed Milk Company, Gil- 
lette Safety Razor Company, and 
many other smaller concerns. 


To help complete the sale of Royers- 
ford products, we list your name as a 
distributor in MacRae’s Blue Book. 
Through this, buyers and executives 
can find instantly who distributes the 


Royersford Line in their neighbor- 
hood. 


We also keep up a constant direct-by- 
mail campaign to thousands of plants 
all to help you make sales. 


If there is any other way in which we 
can help you, let us know. 





Royersford Foundry & Machine Co. 
43 N. 5th St., Philadelphia 


For dealer nearest you 


see McRae’s Blue Book 





The ROYERSFORD LINE 
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MAN, a machine and a shed become, in 
time, an industrial city—but the quarter- 
inch drill can never be any larger. 


1, There are other ways to grow. That is why 
the quarter-inch CLE-FORGE of today is, in 
fact, as far ahead of the ordinary high speed 
drill as this vast plant is superior to its small 
beginnings. 

















And those plants that require for their 
further development the highest expression 
of the drillmaker’s art will find the answer to 
their search in CLE-FORGE. It’s ability to 
give a clean-cut performance on the hard job, 
the easy job and the ordinary run of jobs, is 
iH vouched for by its world’s records in drilling 
cast iron, machinery steel and armor plate. 








What you require in drilling ability you will 
find in it. What you hope for in economy 
and accuracy you will find there also. 


CLE-FORGE “tells its own story” best, and 
the “Cleveland” distributor in your city will 
be glad to supply it. 











TRADE MARK REG U & PAT OFF AND FOREIGN COUNTRIES 





Manufacturers, also, of 
Carbon and High Speed Drills for every purpose; “‘Mezzo’’ Super-Carbon 
Drills; Hand, Jobbers’ and Shell Reamers; ‘*Peerless’’ High Speed Ream- 
ers; ‘‘Paradox”’ Adjustable Reamers; “‘Quick-Set’’ Reamers; Chucking 
Reamers for Turret Lathes; Counterbores; Countersinks; Sockets; End 


Mills; and the ““Ezy-Out’’ Screw Extractor. 


CLE*FORGE “srrep 


TRADE MARK REG. U. S. PAT. OFF. 


x newer 








RILLS 











When writing to Advertisers please mention Mitt Supp ties. 











ec . 2 
TIVES December, 1925 














SELL RAHMANN 
LEATHER BELTING 


and you will have sold your customer a Leather 
Belt designed to give maximum SERVICE. 

Rahmann Leather Belts, made from sturdy 
center stock, are the dependable pathways of 
power that keep machines running at capacity. 
Rahmann Belts are standing up under the 
most difficult conditions. 


Let us show you how well it pays to sell 
Rahmann Leather Belting. 


GEO. RAHMANN & CO. 


Write for samples 32 Spruce St., New York, N. Y. 
and limit dealers’ prices Buffalo, N. Y. Newark, N. J. Syracuse, N. Y. 

















Sell the Whole Line of 
BOND Swivel Truck Casters 


The Bond Line of Anti-Friction Swivel Truck Casters gives you 
a caster to meet every requirement of the industrial plant. With 
types scientifically designed to answer every conceivable use, you 
can get the entire caster business of companies in every line of 
industry. The demand for truck casters is unlimited. 





Bond Truck Casters clinch sales and insure repeat orders because 
they have the quality that your customers are looking for. With 
the Bond name working for you, it will be possible to get a good he ne at Sa 
share of this profitable business. ‘ 


Send for Truck Caster Catalog—no obligation. 


ona FOUNDRY & MACHINE COMPANY 
BP Manheim, Lancaster Co., Penna. 
New York Office: 1834 Broadway at 60th Street 




















When writing to Advertisers please mention Mitt Suppties. 


ee 











December, 1925 WWtrn a 


AA\ Lg ly 
Ais 





ee ee 


‘SELL SUF —BE WELL ADVISED—NATIONA 


~ 


"MR. JONES 

WILL “GIVE YOU 
8\ FIVE MINUTES 
a} TO PROVE | 
™ YOUR CASE.’ 


STITH DTT Ss @3 37 
PP LUGS} 





LLY SOLD AND ADVERTISED” 


a“ATTA BOY! 

ITS THE SAME 

WM) EVERYWHERE | 
60! " 


i 





Facts and Figures of Performance 
Help Skayef Salesmen Through the Gate 


HY does he receive almost instant con- 
sideration of his proposition? A card 
and a portfolio went in to the man who makes 
decisions. Perhaps a quick glance through the 


phrases and empty generalities, he carries the 
facts and figures which receive a quick audience. 

It is the newest aid available to Skayef 
transmission agents only. Into 116 pages have 





portfolio but—it was enough to 
warrant an interview.  Invari- 
ably, that’s the same story wher- | 
ever the salesman for Skayef Self- 
Aligning Ball Bearing Hangers 
and Transmission appliances 
makes his calls. | 
Just as the Knights of old who || 
sallied forth to do battle for the \\ 
royal ladies of King Arthuz’s | 
table were clad in ponderous 
armor, so the Skayef mill supply salesman sets 


out puncture-proof against the arguments and 
Instead of old, stock 


questions of prospects. 





Outside of Survey 


— , been crammed the surveys of 


Skayef performance in the plants 
of 17 manufacturers in different 
lines. No guess work there! 
Dollar and cents facts, page after 
| page of actual savings, how ar- 
| rived at and—all O.K.'d by an 
executive in each plant where 
the surveys were made! Noth- 
ing stops you from this profitable 
business but a word for further 
details. It will be the open Sesame you have 
been looking for! Tell your secretary to write 
for our proposition—NOW! 


The SKAYEF BALL BEARING COMPANY, 165 Broadway, New York 


sii BALL BEARING 
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BONNEY 


SOCKET 


WRENCHE 


(Patents Pending) 

















THE FOLLOWING ARE NET PRICES TO USERS 
LIBERAL DISCOUNTS TO IOBBERS AND DEALERS §& 
PES es Ae ides GG Pe SF > 

















*“«CV” “T” HANDLE SOCKET WRENCHES 
| Hex.Head | S.A.E. | : 
: * 5. Cap Screw | o Hex. : Length Price Each 30 BRACE 
te Screw | and Nut | ae SOCKET 
; A 1 A 7 16 ] ? ) j WRENCH 
yy | 346 S46 | My | 12 | 
ye S %e | 12 
- 1996 12 r 1.2% 
46 46 % 12 | 
rs ; 146 | 12 
I 2 1 9 34 ] 2 
46 25¢0 12 
; 4 1346 12 
I S 9 16 8 l 2 
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“CV” OFFSET SOCKET WRENCHES 
tee |Hex.Head| S.A.E 
No. | guisede | SP | Seer. | ofteigs| Lena | "Spe | rice ah 
| 2101 \4 y The 8 2 |) 
aoe} * | oe] ee) eB i 2 
ie ra 3 . 8 46 5 2 
Be | 2104 ¥ 194 10 > | 1.00 
By| 2105 V4 the , 10 2 | 
| 2106 , 116 10 > |] 
| 2107 i, “%w| ¥ 10 ? 
BS 2108 746 29¢0 10 2% | 
1g 2109 %46 16 | 10 241+ £3 
%e6 % | 10 2% 
is *“CV” 20-INCH BRACE SOCKET WRENCHES 7 Your Jobber can supply you. 
ie Hex.Head! S. A.E l ae For further details write to 
Psy U.S.S wp sion “| Hex. | Extreme | Length of |p... op | fa 
N Slt Size — | Pande | Openings pete | Shank Price Each Bo nne y F or g e 
2401 | yw | 3 he | 20 | 10 | bs k 
we | x | tie | Ge |) 20 | 0 > & Tool Works 
2403 | bg % | %_ | 20 10 | ie 
2004 | Hi | | 2 | 20 10 | 1.75 | Allentown, Pa. | 
| 7 74 3% r ‘ : 
fi 2406 ss 28 an 146 | Bs : Makers of Special Service Wrenches 
2 2407 | &% % | % | 20 10 | of Chrome Vanadium, Carbon Steel 
ba 2408 | Ae | | 250 | 20 10 "| Drop Forged Wrenches, Stillson | ' 
g 2409 | = | %e | 1%6 | 20 10 | + 2.00 Wrenches, Vises and Drop Forge | 
ae 2410 ~% | % %e | % | 20 10 l] » ings and the Bonney Rim Tool. | 
a 30-INCH BRACE SOCKET WRENCH Pe *“C.V.” is a Bonney trademark Sa 
Py 2503 l fi l % l % | te | 20 l 70 l 2.25 registered in the U.S. Patent Office é 
= renee . sae = Chrome Vanadium registered gem y . 
a August 11th, 1925 ee 
——s aie ninitninaanintapiziall 
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Where “‘NATIONAL”’ Quality Begins . 


' 


starts on its way through the mill to be made into pipe—the ultimate qual- 
ity of the finished article is predetermined by a carefully laid foundation 
in good materials. Up in the Mesaba range huge steam shovels are working with 
ceaseless energy scooping up the valuab e ore which has been specially selected 
because of its high quality and the certainty of yielding a product which will meet | 
the needs of modern pipe service. 


i ONG before a piece of flat steel is curved into form and the rough tube 


Whatever the character of service may b>, the kind of pipe used, or the sizes in- 
volved—every length of “NATIONAL” Pipe has the same carefully laid founda- 
tion for successful performance. There are no chances or short cuts in building 
the character of this pipe. There is no division of responsibility — one organiza- 
tion controls every step of the way—and when it leaves the mill with the name \ 
“NATIONAL” on each length, this may be taken as a symbol of pipe perfection— fe 
the highest quality in pipe values possible to put into it by the largest manufac- 
turer of pipe in the world. 


Remember, too, there is only one grade or quality of “NATIONAL” Pipe. There 
are no second grades made —each lengt1 has received the same careful, expert | 
supervision to insure uniformity—strength — sound welds — ductility — resistance 
to corrosion—clean, smooth surfaces—and good threading and welding qualities. 
And, when you recall the excellent service you get from this pipe you will know 
“Where ‘NATIONAL’ Quality Begins”—at the beginning. 


Ask for Bulletin No. 1—Characteristics and Advantages of “NATIONAL” Pipe 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


GENERAL SALES OFFICES: FRICK BUILDING 
DISTRICT SALES OFFICES 
Atlanta Boston Chicago Denver Detroit New Orleans New York Salt Lake City Philadelphia Pittsburgh St. Louis 
Pacific Coast Representatives: U.S. Steel Products Co. San Francisco Los Angeles Portland Seattle 
-Export Representatives: U.S. Steel Products Co. New York City 


— 





St. Paul | 
ee 
} 





When writing to Advertisers please mention Mitt Supp ies. 











40 AY in, Qnypmries December, 1925 


Litx 





a A RE TR EN ‘ — 


The “American” policy makes 
better profits possible for you 
















T ISthe unvarying policy of The American 

Pulley Company to work with its dealers 
on all business that they originate. No mat- 
ter whether the order in prospect is small or 
large, the basis of sale and the dealer’s 
margin, likewise, remain the same. 


Buyers are not only referred to “American” 
dealers in all our advertising, but are told 
where to find the nearest dealer by reference 
to MacRae’s Blue Book, where his name 
and address appear. 


If you are interested in seeing another way 
in which we assist dealer and buyer in 
getting together, write for a copy of each 
of the folders here illustrated. 


The American Pulley Company 


Manufacturers of Steel Split Transmission 
Pulleys, Pressed Stee! Shaft Hangers, 
and Pressed Stee! Shapes 





4200 Wissahickon Avenue Philadelphia, Pa. 

isit our ex 1618 . 

00 530, at Power 
These folders contain in- ow, Grand Central 
formati nvaluabletousers Palace. New York 
read shaft | — and — es a aa 
power—inform aitiourethals SPLIT 
makes good sales points H LLEYS 
for you. ANGERS | PU 
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You Can Always Recommend 


Hid Cod 


TO DO THE WORK 
REQUIRED OF THEM 


BRONZE STEEL 
WHITE STAR GATE RISING STEM 
VALVE GATE VALVE 


Monel Metal working 
‘ parts. 400 Ibs. working 
to 200 pounds. Powellium | steam pressure. 750° F. 


Nickel Disc. Sizes 14 to 3”. | Total Temperature. 


Steam working pressure up 








Your customers will appreciate your 
having POWELL VALVES on hand 


THE WM. POWELL CO. 


Dependable Engineering Appliances 


Cincinnati, Ohio 
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MILL SUPPLIES | 








A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 











= FOUNDED IN 1910 BY ELMER CRAWFORD 














CHICAGO, DECEMBER, 


1925 No. 12 








THE CRAWFORD PUBLISHING CO. 
537 South Dearborn Street 
CHICAGO 


Member Audit Bureau of Circulations, Associated Business Papers, Inc., 
National Conference of Business Paper Editors, Chicago Business Papers 
Association 

B. H. CRAWFORD-McNASH, CLAY C. COOPER, 
President and Treasurer Vice-President and General-Manager. 
CARL W. MILLER, Secretary 


CLAY C. COOPER, Editor 


JOHN A. CRONIN, Assistant Editor 


E. N. GRANTVEDT, Special Representative 





Advertising—Advertising forms containing two-color advertisements close 
on the 20th of each month preceding date of publication. Single- 
color forms close on the 22d. If mailed after the 18th, copy, cuts and 
plates should carry first class postage and special delivery stamp 
to insure delivery. 

Subscription Rates—United States, $1 a year; to all other countries, $1.50 
@ year. 

Discontinuances—Before expiration of subscription, notice is sent to the 

subscriber. The majority of our subscribers prefer to have their 

file of MiLL SupPLiEs unbroken, so the publisher earnestly requests an 
early renewal of subscriptions. 


Entered as second-class matter, August $d, 1917, at the post office at 
Chicago, Illinois, under Act of March 8, 1879. 





Copyright, 1925, by The Crawford Publishing Co. 


WISHING YOU A HAPPY NEW YEAR 
There is accumulating evidence that the vear 1925 
to date has been one of unusual prosperity to nearly 
all lines of business in the United States. There is 
less unemployment than for many years, returns to 
labor are higher than ever before known, agricul- 
tural interests are paying off loans and buying more 
freely, bank deposits are increasing, railroads are 
improving and increasing equipment, and the future 
is most promising. 

Before MILL SUPPLIES again greets you 1925 will 
have passed into history, and 1926, undoubtedly a 
lusty youngster, will have made his appearance. Let 
us all greet him with high hopes and a smile, de- 
termined to correct past errors and put into early 
force all those new ideas and improvements in 
methods that have been planned. 

For many kindly words and acts from our cus- 
tomers and the field in general, there is deep ap- 
preciation, accompanied by a heartfelt wish that 
the coming year will be the happiest and most pros- 
perous in their history. 





LITTLE TO WORRY ABOUT 
Following a tour of some of the largest retail de- 
partment ctores in this country during the past 
month, one cau.not help being convinced that not 


only are the early Christmas shopping crowds more 
numerous than they have been at a similar date a 
year ago, but that they are doing more buying. This, 
together with the record breaking Christmas savings 
sums which will be released throughout this country 
during the next two weeks, leads to but one conclu- 
sion, and that is that the mill supply business in this 
country has little to worry about in most sections 
for at least the remainder of this year and the 
early part of next year, because the goods, which are 
being sold in such large quantities, represent the 
output of a vast number of manufacturing estab- 
lishments throughout the United States. 

It is reported that the aggregate of retail business 
in the United States for the first 10 months of this 
year was approximately 16 per cent in excess of the 
same period of last year, and October business of 
department stores established a new high record for 
all time, not excepting previous Christmas buying 
periods. 

According to the statement of a member of the 
division of building and housing of the United 
States Department of Commerce, made at a session 
of the American Construction Council in Chicago on 
November 18, winter building promises to reach 
record proportions in the closing weeks of this year 
and the early months of 1926. 

The remarkable revenue producing business which 
American railroads have handled during the past 11 
months furnishes plenty of assurance that there will 
be an increase of railroad buying. This will have 
a very marked effect on all metal working industries, 
which will in turn reflect on the mill supply business. 

According to outstanding authorities, the upswing 
in the iron and steel industry is under way, and 
should continue well into 1926. The hand-to-mouth 
buying in this industry has been dislodged to a large 
extent because the mills were beginning to increase 
their unfilled orders, making deliveries less certain 
than they have been for many months. 

There are a few weak spots in the business situa- 
tion, as usual certain local conditions being largely 
responsible. For example, the hard coal mining 
regions, where the coal strike has affected all retail 
and other lines of business, and certain sections of 
the farming areas, where there is doubt as to just 
what the crops will bring. 

On the whole, there is nothing in the general busi- 
ness situation which should make the mill supply 
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field exhibit anything but optimism, unless it be that 
condition which has been in evidence a large portion 
of the past two years, that seeming inability on the 
part of some distributors to take a rightful profit. 
That, of course, is largely the fault of the distribu- 
tors themselves. 





THE BANKING VIEWPOINT 

Those mill supply distributors who sell machine 
tools might well take some sales arguments from 
a very interesting plea for the machine tool industry, 
written by a leading banker, J. R. Kraus, vice-presi- 
dent and executive manager, of the Union Trust 
Company, of Cleveland. 

Mr. Kraus suggests that “‘while business is busi- 
ness, nevertheless, considering the fact that the ma- 
chine tool trade is essential to all lines of industry, it 
seems possibly short-sighted, to say the least, to 
barter too closely with a trade upon the prosperity 
of which manufacturing is so vitally dependent.” 

He further suggests that ‘‘the purchaser should 
view the price of a machine tool in the light of its 
usefulness and the inventive genius that has gone 
into its construction, rather than solely upon the 
per-pound basis. Brain work cannot be sold by 
weight, and the machine tool trade should secure al 
Ways an adequate return upon the scientific and the 
mechanical skill and learning necessary to the manu- 
facture of its product.” 

“Let us assume,” says this prominent banker, 
“that in one certain year a plant starting out with 
$200,000 in new machinery, should plan to charge 
off 10 per cent a year for depreciation and at the end 
of seven years has charged off 70 per cent of the orig- 
inal cost of this machinery, that is, $140,000. The 
question is, ‘Does this company at the end of these 
seven years have $140,000 in cash set aside to meet 
replacements?’ Unfortunately, this is not usually 
the case. The depreciation reserve exists only upon 
the books of the company, and is not provided for in 
a reserve bank account or in securities. Of course, 
this is a purely hypothetical case given merely for 
purposes of illustration. Few plants start operation 
with all new machinery and few going concerns actu- 
ally setting aside cash to offset depreciation, would 
allow all of this cash to remain unspent over a period 
of seven years. Instead they would gradually begin 
spending this cash for new machinery, meeting de- 
preciation and making replacements from time to 
time as demanded. Only by offsetting depreciation 
by either a cash reserve or the steady replacement 
of old and obsolete machinery by new, will a com- 
pany be in a position where it will not have to resort 
to extraordinary or outside financing to cover new 
equipment. 

“In other words, although it may not seem advis- 
able to charge off the entire cost of new equipment 
as an expense during the year in which it is bought, 
and although this cost properly should be distributed 
over a considerable period of years, nevertheless, 
depreciation must be figured as actual and not theo- 
retical, and a reserve fund should be set up to allow 
for replacements when and as needed. In the long 


run an attitude such as the one outlined above would 
benefit the purchaser, as well as the entire machine 
tool industry.” 

Mr. Kraus is absolutely right, but how is this idea 
going to be spread among the prospective purchasers 
of machine tools? This is something to which ma- 
chine tool dealers, as well as the builders, must give 
earnest efforts, and it would be a good start to se- 
cure permission from this banker and others who 
may have similar ideas on the subject, to broadcast 
their remarks to all machine tool users and prospec- 
tive users. 





AN ENCOURAGING ATTITUDE 

No one who read the recent address of President 
Coolidge before the New York state chamber of com- 
merce can possibly mistake the attitude which the 
present government in Washington takes towards 
big business. We believe that mill supply men will 
agree unanimously with the president that business 
and government should each be “sovereign in its 
own sphere.” 

There are always certain interests seeking special 
privilege, but the vast majority of the people of the 
United States are absolutely in favor of the open 
door to opportunity, and while they want protection 
from monopoly and unfair competition, they do not 
want unwarranted restraints put upon fair trade 
and individual efforts. 

It might be well to call the attention of the mill 
supply field to the endorsement which President 
Coolidge gave to the Hoover campaign to eliminate 
waste. As the effects of the latter on the mill sup- 
ply business will be beyond measure it is well to note 
that the chief executive of the United States alluded 
to this reduction of waste as “‘the most profound fac- 
tor in this recovery made in the last five years.” 





ONLY ONE COURSE OPEN 

Once upon a time, not so very many years ago, the 
theory of the “survival of the fittest’? was looked up 
to as the surest means of securing for the large cor- 
porations the dominant position in their field. The 
big fellows played the game under this rule, which 
meant that they cut the price of their commodity 
sufficiently low to make it unprofitable for their com- 
petitors to remain in business, and when they had 
driven the latter out of their line, they then were 
able to recoup the losses they had sustained by dic- 
tating their own monopolistic prices. As the big 
corporations were for the most part the only ones 
who had access to very large capital, the “fittest’’ 
then were those with the largest purse strings. 

Nowadays the old theory works in a different way. 
Access to capital is not along the same narrow road 
that it used to be. Legislation has tended to break 
down some of the fierceness of monopolistic control. 
More than anything else, the changing aspect with 
which men in the same line of business view one an- 
other, and the more intelligent view which is now 
most generally held of the human factor in business 
have been in large part responsible for a new era of 
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things. Transportation, too, has been a mighty in- 
fluence in changing our industrial and commercial 
structure. Today, the “survival of the fittest” is a 
race in which the contestants must be guided by the 
signposts of economy and service, and the entry 
equipped with the ability to make an adequate profit 
with the lowest cost, while rendering the best ser- 
vice, is the one who will survive. 

Only a little more than a month ago, Charles M. 
Schwab, in an address at a conference on education 
and industry at Chicago, predicted that manufactur- 
ers cannot continue prosperous unless they study 
economy and the possibilities of cutting costs to a 
degree never before considered necessary, and he 
further qualified his statement by declaring that 
these costs must be cut not merely in manufacturing, 
but in the distributing of goods. 

Mr. Schwab also predicts that we in the United 
States are going to be subjected to severe competi- 
tion from other countries. He believes that the 
war, instead of raising, is going to lower the Euro- 
pean standards of living. Again, a need for the ut- 
most economy in order to be able to meet this com- 
petition. 

How is this need of reduced cost of selling goods 
going to affect the mill supply business”? 

In the first place, we believe that it is going to be 
decidedly advantageous for the mill supply distrib- 
utors. More than ever before manufacturers are 
going to require the services of the mill supply 
houses in order to reduce their own costs by mini- 
mizing the expense of getting their products to the 
ultimate consumer. 

In the second place, it is going to mean that those 
mill supply houses which survive will be those which 
can deliver the best service at the lowest possible 
cost, but with profit to themselves. 

To arrive at the latter point, it is going to mean 
that selling expense in mill supply houses must be 
cut down, and the most certain manner to accom- 
plish this is to increase the volume of profit building 
business by placing the sales end of the business on a 
more scientific basis. This means that each unit in 
the present sales organizations must increase the 
amount of profitable sales that it is at present se- 
curing. 

Those who are prone to say that theorists are little 
other than “bunk artists’ may perhaps change their 
views when they learn that one mill supply house 
that adopted intensive sales methods within a single 
year increased its sales 150 per cent, and at the same 
time reduced its selling costs approximately 50 per 
cent. 

How many mill supply houses are there which 
have no adequate record of their past sales to cus- 
tomers? Nobody can answer this question satis- 
factorily, but one sales promotion manager for a 
manufacturing house, who made a personal survey 
of a number of distributors who stocked his com- 
pany’s goods, states that it is surprising to find how 
few there are who do have this information, and 
make use of it. For instance, one house, after going 
over its sales records for many years, found that it 
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was today selling only a very small percentage of the 
total number of customers who had made purchases 
from it over a period of years. The same house found 
that of its present customers, only a small portion 
could be listed as of the class to which that house sold 
a large number of items. It might sell one customer 
a lot of belting, but it had apparently been satisfied 
to go on selling that item, without making any un- 
usual effort to sell the idea that it could furnish just 
as satisfactory service in many other lines. 

Here, then, is the field for mill supply distributors 
to till in the direction of raising their own chances 
of remaining in the race, and of being among those 
who survive. There is no hope for those who insist 
on holding to the old theory that you can attain the 
end desired by cutting your price below the profit- 
able line and holding it there until you drive your 
competitors out of the field. 





AT LEAST LESSEN THE EVIL 

Don’t be afraid to ask your customers to cooperate 
with you in the matter of asking credit for returned 
goods. The habit of giving money back without ques- 
tion many times becomes an unnecessary evil, and 
should not be continued. 

One mill supply house, which recently made a 
study of this phase of its business, discovered that 
in one day it had issued no less than 23 credit 
“memos,” and upon checking up to find out whether 
the house or the customer was right, learned that 
while in nine instances out of the 23 on that particu- 
lar day’s run the errors could be chalked up against 
itself, the other 14 were entirely traceable to the 
customers’ own faults. 

We believe that many times it is good business to 
refuse to let a customer put something over you. If 
a Man uses some tool a week or so, and decides that 
it isn’t just what he wants, although it was just what 
he ordered, you can’t call him wrong for returning 
it for credit if he knows that there isn’t to be any 
fuss made about giving him his money back. On 
the other hand, he would hesitate to seek a refund if 
he knew that it was against the policy of the house 
to give credit on returned goods without good and 
sufficient reason. 

Put it up to the customer in the light of reason, 
particularly where it is a case of accepting material 
that may be of a “special” variety which would be 
difficult to resell. Treat each case as a separate one, 
and let the customers know that such is your policy. 

The “customer is always right” may be good busi- 
ness for a department store doing several million 
dollars worth of business every year, where adver- 
tising appropriations run into hundreds of thou- 
sands of dollars, but there are too many differences 
between the department store merchandising re- 
quirements and those of a mill supply house to make 
the policy of one entirely applicable to that of the 
other. 

At least, it is worth while for mill supply houses 
to look into the possibilities of lessening the returned 
goods evil, particularly when one house alone finds 
as many as 23 such transactions in a single day. 
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Initial Cost— 
or Cost per ton 


Any stone crusher plant man who 
has tried a “cheap” belt for eleva- 
tor work will tell you that initial 
low cost is decidedly doubtful 
economy. 


The tantalizing inducement of 
price may fool a man once, but not 
a second time. 


Elevator work is hard work. It 
calls for unusual belt stamina. 
Mechanical Rubber Company 
Belts are built to stand up under 
the hardest abuse. That is why 
there is a steady increase in the 
demand for our famous 


2 XL Stone Elevator Belt 


(Built for hardest work) 


Aetna Standard Elevator Belt 


(Intended for average work) 


Both of these belts are built too 
well to always compete on “first 
cost” basis. Operators have 
found that they will carry an 
exceedingly high tonnage, their 
life is exceptionally long and 
they assure freedom from the 
usual elevator belt troubles. 


Belts should not be judged on a 
first cost basis, but on the num- 
ber of tons carried. On this basis, 
it is a distinct economy to install 
2 XL and Aetna Standard Eleva- 
tor Belts. 


Few lines of Mechanical Rubber Goods are as complete as ours—none are of 
higher quality. Our proposition gives distributors the distinct advantage of 
exclusive representation on a profitable cash basis—and in every possible way 


Che Mechanical Rubber Co. 


Cleveland 


We Back the Distributor 





New York 
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Black é? Decker Motor Coach Starts on Tour 


Channon Company Salesmen Are First to be Given Demonstration and 
to Enjoy a Ride in This Luxuriously Equipped Classroom on Wheels 


To educate jobbers’ salesmen, the Black & Decker 
Manufacturing Company, Towson, Md., has equipped and 
started on a countrywide journey a truly luxurious mo- 
tor coach. One of the first stops made on this tour of 
education was in Chicago, where the H. Channon Com- 
pany’s salesmen were given an opportunity to inspect the 
car, to take a ride in it and to listen to a talk and view 
demonstrations-by special representatives of the Black & 





short awning canopy extends from the back of the coach 
and an illuminated drum light hangs on the brass rail, 
further carrying out the effect of an observation car on 
one of the limited trains. An illuminated sign on the 
rear bears the Black & Decker company’s trade mark. 
The inside has all the luxury of a “club car.” It is 


finished in gray leather with walnut trimming. On the 
fioor is a heavy chenille rug, and in addition to the driv- 








Channon Men Who Inspected New Black & Decker Coach 
At extreme left and right are R. W. Procter, sales manager, and Robert S. Mitten, Chicago manager, of Black & Decker 


company. 


The others are all Channon men, from left to right, Andrew J. Regan, J. M. Temple, R. H. Hendricksen, G. N. 


Holmberg, George S. Scott, C. J. O’Brien, M. F. Williamson, M. I. McDaniel, R. L. Kaga, A. R. Jamison, C. D. Viehoff, 
vice-president; Earl E. Gibbs, Charles Gartner, sales manager, and H. S. LaBarge, vice-president. 


Decker company. The Channon inspection was staged 
en Monday morning, November 16th, and was a highly 
successful one. 

Representatives of MILL SUPPLIES, who were especially 
invited to attend, are convinced that this latest innova- 
tion in the mill supply field is not only unique in the field, 
but also a sales help of the utmost value to both the 
owner and the jobbers who handle the Black & Decker 
line. 

The coach is mounted on a Pierce-Arrow model Z, 220 
wheel base, and has a special body built by Farnham & 
Nelson, of Roslindale, Mass. It is of the low inter-city 
type, but a frame has been dropped about 14 inches just 
back of the rear axle, providing a demonstrating com- 
partment in which there is full head room. The exterior 
is finished in two tones of gray, with orange vermilion 
wheels, and decorated in the rear with a brass rail, which 
gives the appearance of a Pullman observation car. A 


er’s seat, the coach is provided with eight large wicker 
chairs with air cushions and trimming of the same gray 
leather as the remainder of the interior. Match holders, 
brass cuspidors, electric fans, ice cooler and other useful 
accessories are included in the fittings. 

Across the rear end of the demonstrating compartment 
is a walnut buffet cabinet, fitted up with various size 
drawers, and in these are carried all of the company’s 
products. Larger tools are bolted to the top of the cabi- 
net and to a work bench, which is provided for use in 
demonstrating. 

This coach will travel on an itinerary, according to pre- 
arranged engagements with the company’s jobbers, and 
will be used for better acquainting the salesmen of the 
latter with the company’s products. Three men travel 
with the coach, a driver, a demonstrator and a member 
of the advertising department. A large trunk has been 
built on the rear to carry store and window display ma- 






















HIS one word means mofe to 


life than volumes of technical description. 







and severe tests have proved its ability to 
stand up undercontinuous punishment. 
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Mounting 


The Dodge Ball and 

Socket Drop Hanger 

with Dodge-Timken 
Roller Hanger 
Bearing 









Dodge-Timken Unit eae 
Mountings as applied to 
the Yates 281 Rip Saw 
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he Dodge-Timken Ball and Socket 
Roller Bearing Pillow Block 
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u in terms of power 
savings, satisfactory, continuous operation and long 


Dodge engineers have placed their unqualified approval 
on the Timken Tapered Roller Bearing as incorporated 
in Dodge-Timken Industrial applications because long 
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| Applying the Roller Bearing to 
INDUSTRIAL DEMANDS 


Cal 


Send for 


this complete 
catalogue 


RO | J 
BART } 
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HE endorsement of the Timken 

Tapered Roller Bearing for indus- 
trial applications by Dodge engineers 
followed the result of years of study 
of various types of low friction bear- 
ings under the severe conditions 
imposed by power transmitting and 
industrial service. 


The Dodge-Timken Roller Hanger 
Bearing, which has proved every 
original claim in America’s leading 
industrial plants, was 


~~ followed bythe Dodge- 
Timpoe ) Timken Roller Bear- 
En / ing Pillow Block and 






the Dodge-Timken Tight and Loose 
Pulley. 


The Dodge-Timken Standardized 
Unit Mountings for built-in appli- 
cations to duplicate machinery is a 
further logical step in the develop- 
ment of a complete line of standard- 
ized low friction industrial bearings. 
The unit mounting permits the use 
of Timken Tapered Roller Bearings 
in duplicate machinery ata minimum 
engineering and production cost. 

Every Dodge-Timken product is characterized 


bythe ruggedness that means continuous power 
savings, trouble-free operation and long life. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA 


Branches: Boston New York Newark 

Oneida Philadelphia Pittsburgh Cincinnati 

Chicago St. Louis Minneapolis Seattle 
San Francisco Houston Atlanta 
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Bigger Profits! |||: 


Offer better screws for 
less money. Sell an ar- 
ticle that insures big 
repeat orders: 


Seca” 
| HOLLOW SET U 0 SOCKET HEAD aren rene of rape cat t 
| _— CAP SCREWS rege he” | ¢ 


US an ctuvin g or 
mushrooming. 

















ag 
These screws actually sell faster, be- : 
cause they stand up under every 
strain. They will not fracture or 
mushroom. Socket heads will not 
round out. 
t 
| You and your customers can have i 
| free samples for testing. , 
STANDARD PRESSED STEEL CoO. , | 
BOX 3. JENKINTOWN, PA. ae 
| 





“he newest thing in our line is the Hallowell Knock-down Home } 
was Bench—shipped in three packages complete with screws, bolts, 
lumber, drawer and lock—complete! You should have one for vane. 
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terials. A light canvas cover is also part of the equip- 
ment, and where garage space is not available, the coach 
is parked and the cover pulled over it to protect it from 
the weather. 

A complete self-contained gasoline generator set is 
mounted in a compartment at one side of the driver’s 
seat, and supplies the 100 volt current which is used in 
demonstrating the tools. 

At the Channon demonstration, it was announced that 
the Black & Decker Company has taken over the sale of 








Vice-President C. D. Viehoff About to Enter 


products of the Fleming Machine Company, of Worces- 
ter, Mass., manufacturer of accessories for drills. Among 
the new attachments demonstrated were a right angle 





drive, mainly for use by plumbers and electricians for 
drilling in difficult places; a No. 1 tapper; and a box 
planer. The last named is a small attachment for a Black 





Interior View, Showing Demonstration Class 


& Decker drill, used principally for planing shipping in- 
structions from boxes and for similar purposes. Rob- 
ert S. Mitten, Chicago district manager, explained the 
demonstration work, and R. W. Procter, sales manager, 
made a brief talk in which he emphasized the fact that 
when any tool is sold to drill a hole, the salesman should 
not forget that something must go into that hole, even if 
it is only a cotter pin. 





Time to Stop, Look and Listen 


False Economy in Business Will Prove Costly All Along the Line 


FRANK O. LINCOLN 
Vice-President in Charge of Sales, Morse Twist Drill & Machine Co., New Bedford, Mass. 


Today we hear a great deal about the high cost of 


doing business, the necessity of reducing the cost of 
manufacturing, and super-competition. Today, more 
than ever before, in my opinion, it is a vital necessity to 
get our house in order, to be sure we are on the right 
road, and then go ahead. 

Economy is the watchword with many, but in trying 
to accomplish these economical stunts we at times are 
liable to the error of spending more than we can save. 
For instance, telegrams, express and parcel post ship- 
ments, frequent entering of small orders, handling of 
shipments, checking of invoices and payments, multiply 
the work of many clerks. This is certainly a costly way 
to economize, because it not only brings about an in- 
creased cost to the manufacturer, which cost must be 
placed somewhere, but an increased cost of doing busi- 
ness by the jobber or dealer who feels that he must have 
a greater spread for his profit. 

If the same customer orders the same item four or 
five times a month, it really means he could have placed 
one order for the entire quantity, making one entry, one 
shipment, one receipt and one payment. In other words, 
the attendant labor has been multiplied four or five 
times. 

At the present time freight conditions are favorable 
for quick delivery of shipments, but later delays are apt 
to occur, and if stocks are not kept up, your customer, 
being also in that economical frame of mind, will want 


an immediate delivery, and will go to the source where 
he can get it. 

Isn’t it time for us to stop, look and listen on the 
“hand to mouth” buying problem? We are sure that 
you and your customers wish to buy the products from 
their source of supply at as low a figure as possible, but 
if the conditions which they create tend to increase the 
cost of the material, then this cost must be eventually 
placed where it belongs. 
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Schedule for Broken Lots 

One mill supply distributor has worked out a schedule 
for broken packages of machine, set and cap screws, nuts 
and bolts and other miscellaneous items. He doubles the 
net price on five cent items, and adds a graded per- 
centage to other net prices. For instance, 26 cent net 
priced items in small lots are figured at 39 cents, 28 cent 
items at 41 cents, 44 cent items at 56 cents, 60 cent items 
at 68 cents and 74 cent items at 75 cents. He also main- 
tains a minimum price of 15 cents for full packages of 
screws, nuts and stove bolts. 
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Chicago’s Rapid Growth 
Census bureau calculations made public during the 
past month credit Chicago, the second largest city in the 
United States, with a total population of 2,995,239, 











December, 1925 














A Whirlwind Seller 
To Metal-Working Shops 


“WAUSITE” 


Waste-proof Strip 


Handy 
BENCH 
REEL 


ACHINE shops, garages, re- 

pair shops, metal working 
plants—all crafts using metal-cut- 
ting abrasives—are live prospects. 


Display it in your show room. 
List it in your Catalog. 
Demonstrate it to your Salesmen. 
Push it—for your own profit. 

A time-saving shop convenience that 
will sell wherever it is shown—because 


metal-workers have long felt the need of 
just such a device. 


Send for samples, prices and discounts. 


Sell It in Sets of THREE 


We recommend the 
sale of these outfits 
in sets of three, so 
that each 
workman can 
mount all 
three grades 
(or more) 
side - by - side 
on his 
work- 
bench. 















HE Holder is made from stiff sheet 
steel, with screw holes for securing it 
to the work bench. The roll of ““‘Wausite” 


wasteproof strip turns on a grooved 
wooden pin that moves down the slots 
in the sides of the Reel as the tape is 
used. The weight of the roll rests on an 
idler at the bottom of the fixture. This 
construction holds the roll of tape in 
place until it is completely used. 


A Reel With Each Roll 


With each Roll of No. 150 (fine) No. 90 
(medium) and No. 70 (coarse) ‘“Wausite” 
Wasteproof strip, we pack a Handy Bench Reel, 
in an individual carton—giving the customer a 
new Reel with each new roll of tape of these 
grits. 


‘Weesar Abrasives @ 


Branch Houses— 


Chicago, 612 West Adams St. 
New York, 45 Warren St. 
St. Louis, 2110 Pine St. 

Cleveland, 1235 St. Clair Ave. 
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lowa Mill Supply Dealers Feel Optimistic 


Reports That Dire Disaster Was Overtaking the Corn Raising 
Communities Do Not Find Much Support from Iowans Themselves 


Is the mill supply business in the state of Iowa going 
to improve, and is that great corn growing portion of 
our country going to have its share of prosperity? 

The newspapers of the leading cities within the past 
few weeks carried Washington dispatches relating to 
the conditions in the agricultural regions, with inti- 
mation that the corn growers were not sharing in the 
general prosperity of their more fortunate brethren. In 
view of the fact that the mill supply field had looked 
with great hope for a return of the “good old days’”’ in 
Iowa, MILL SUPPLIES has asked a few representative 
mill supply houses in that state for an expression of 
opinion as to the exact conditions in their territory. 

F. E. Bonney, of Louis Hanssen’s Sons, Davenport, 
Iowa, in answer to the inquiry, made the following state- 
ment, which contains nothing to indicate that Iowa 
people are in the least degree pessimistic: 

“Here is an advertisement which appeared in the 
Chicago Tribune of November 13, in which the value of 
our Iowa corn crop alone is placed at $300,753,180, the 
largest in the state’s history both in bushels and in 
dollars. 

“This means that there will be much Iowa money to 
spend. What interests us mill supply dealers is how 
much of it will be spent directly here in Iowa in the 
purchase of Iowa made products, or indirectly by the 
return of at least a part of it by the purchase of said 
Iowa made products by outside beneficiaries of Iowa 
prosperity. 

“As many Iowa factories do not only a nationwide, 
but also a worldwide business, some at least of this 
prosperity should naturally gravitate to the home source 
and bring with it some accretions, gathered from con- 
tact with other prosperity. 

“There is a movement here in the state to interest its 
citizens in Iowa made products by familiarizing them 
with their existence and variety. This is being done by 
merchants using their windows to show Iowa made prod- 
ucts, and in other ways. 

“Here in our own city, one of our banks has had a 
small branch cigar factory working in its lobby turning 
out Iowa made cigars, and at the present time has an 
Iowa made locomotive, full size, standing in its lobby. 

“With this spirit in the air, and with the knowledge 

f the variety, advantages and usefulness of Iowa made 
goods being more widely disseminated, all Iowa indus- 
tries should benefit. Next in importance to us Iowa 
supply houses is to create a like spirit among our Iowa 
industries, and to induce them to purchase as many of 
their supplies as possible from Iowa jobbers and dis- 
tributors. 

“There is always somewhat of a tendency to place 
orders in the larger cities because of the pick up facilities 
of the large city dealer, who is aided by his fellow 
dealers and further assisted by manufacturers’ locally 
carried or warehouse stocks. This, however, can be and 
is being overcome by local state dealers extending and 
enlarging their lines and by greater cooperation among 
themselves. 


oO 


“We believe also that there is a tendency towards a 
greater numbers of smaller dealers, each working a small- 


er field and working it more intensively. By becoming 


Se eR OHS 


familiar with the requirements of his customers, he can 
soon learn to adapt his stock to their individual needs. 
For instance, he finds that one customer uses regularly 
a certain style, length and cut of Swiss pattern files, an- 
other a certain length and pattern of lead floats and still 
another a certain length and gauge of wire brads. He 
then arranges tc regularly stock these items in reason- 
able quantities so as to promptly care for each factory’s 
needs, and at a quicker delivery and with less transpor- 
tation cost than his large city competitor could offer. In 
this way he can earn a place for himself and render a 
service which should hold for him a reasonably profitable 
trade. 

“Our own business is confined to Iowa and a portion 
of western Illinois, all in the very heart of the corn 
country. We feel much encouraged over the outlook for 
business for the balance of this year and for next year, 
and indications are that we shall receive our share of the 
prosperity which is reported as hovering over this tall 
corn country. 

“Tf we fail, it will be owing undoubtedly to some over- 
sight on our part or some lack of endeavor to properly 
herd our share of said prosperity into our own corral. 

“No matter how numerous the milch cows in the pas- 
ture, or how heavily laden with the lacteal fluid, the man 
who goes in said pasture with stool and bucket, and 
simply seats himself in one corner and waits for free 
will offerings is pretty sure to remain or to return with 
an empty container. It’s the man with energy and per- 
sistence and knowledge of cow nature, and who knows 
how to manipulate the nipples, who harvests the 
nourishment. 

“May we all, not only of Iowa but of the nation, pros- 
per together and learn to administer said prosperity 
wisely.” 

E. I. Leighton, general manager, secretary and treas- 
urer, Leighton Supply Co., Fort Dodge, Iowa, answered 
the inquiry as follows: 

“We note that the front pages of the eastern papers 
have been filled up with the dire calamity to the corn 
country. In answer to this, we are enclosing an editor- 
ial from the Waterloo Tribune of November 12th, en- 
titled, ‘Iowa’s Corn Crop’ which I feel is a good answer 
to the libelous articles appearing in the papers referred 
to by you: also an article from the Des Moines Register 
dated November 11th, entitled ‘All Iowa Corn Yield Rec- 
ords Are Shattered,’ and one from the Fort Dodge Mes- 
senger dated November 12th, entitled, ‘Iowa Has its 
Largest Corn Crop This Year.’ 

“These reports cover Iowa thoroughly. Waterloo is 
100 miles east of Fort Dodge, and Des Moines 100 miles 
south. We know that the corn crop around Fort Dodge 
is a great surprise to the farmers themselves.” 

According to the editorials and articles, the stories 
relative to the depression in Iowa are unfair, and the 
people of that state are not inclined to worry about the 
price of corn. Authentic reports indicate that the corn 
crop in that state will reach 477,000,000 bushels, which 
is 172,000,000 above last year’s crop. “Granting that the 
price will be comparatively low, Iowa will reap something 
like $300,000,000 from its corn crop alone. This was 
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Every Vogt Valve 
_ oe Pn 
is Testec F.-6 


Drop Forged Steel 
and Fittings 


HENRY VOGT MACHINE CoO. 


FETY 


at what price? 


How much is it worth to feel that you have 
done all to make your plant safe? Drop 
forged steel valves and fittings will assure that 
feeling of safety because they are designed to 
meet the extremes of pressure and tempera- 


being forged from solid open hearth 


steel bars of high tensile strength. The 


difference in their cost represents the 
cheapest insurance you can buy. 


Vogt Drop Forged Steel Valves and 
Fittings are safe—-you take no chances. 
They are tested before shipment at pres- 
sures and temperatures far in excess of 
their rated operating capacities. THEY 
HAVE NEVER FAILED. 


Valves 


INCORPORATED j 
LOUISVILLE, HY. xf 4 
Chicago Philadelphia Dallas 


cturers of DROP FORGED STEEL VALVES AND FITTINGS, WATER TUBE AND HORIZONTAL RETURN TUBULAR BOILERS, ICE. 
MAKING AND REFRIGERATING MACHINERY, OIL REFINERY EQUIPMENT. 
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just about the sum received from corn last year when 
the price was 25 per cent higher.” 

The other side of the picture was drawn by a mill 
supply dealer who preferred not to be quoted. He said 
in substance: 

If you will look up the Board of Trade grain prices, 
both corn and oats, and compare these prices with those 
prevailing a year ago, you will have the answer to the 
question. It is true that our corn crop is one of the 
largest we have ever raised, but with prices 33% per cent 
less than the prices of a year ago, it takes a corn crop 
of 40 per cent increase over a year ago to make the 
same in dollars and cents return, provided there was no 
additional increase in the cost of production, which there 
must necessarily be on account of the seed and husking, 
hauling and other expenses. 

Business in the state is not perceptibly better than a 
year ago, and we are the one state in the Union that 
does not seem to be enjoying much of an increase in 
volume. The going is still tough. We can best illustrate 
it by the experience of a special factory representative 
who worked in northern Iowa for three weeks in October 
after a four months’ trip working through Minnesota, 
the Dakotas, Montana, Washington, Oregon, Idaho, Col- 
orada and Nebraska. He stated that he had been in no 
state where the going was as tough and as hard as it 
is at the present time in the state of Iowa. 

We are hopeful that the business will be better be- 
cause it can’t be much worse. We need, however, an- 
other year of prosperity before we can say that Iowa is 
going strong. 

<p — 


FLORIDA BUSINESS BOOMING 


Mill Supply Men Give Their Views on the Situation as 
by Recent Real Estate Activity 


What’s happening down in Florida? 


Affected 


Is the real estate 
boom, that is proving the magnet for so many fortune 
hunters, reacting favorably on the mill supply business? 


Are new industries springing up overnight, calling for 
colossal stores of supplies and machinery, taxing the 


capacities of the distributors as never before? 

These are questions which many mill supply manufac- 
turers are asking, and which many others interested in 
the business would like to have answered. It is really 
too soon to give definite information as to just what the 
ultimate results of the unusual rush of newcomers to the 
great southeastern state will be in the mill supply busi- 
ness, but generally speaking, from reports received from 
experienced mill supply men, the supply houses are in- 
creasing their volume of business, more particularly, 
however, in those allied lines, such as contractors’ sup- 
plies, which are affected so largely by the increased ac- 
tivity in building of all kinds. 

J. H. McKinnon, manager of the Jacksonville branch 
of The Cameron & Barkley Co., in answer to an inquiry 
from MILL SUPPLIES as to how the situation in Florida is 
reacting on the mill supply business, made the following 
statement during the past month: 

“There is very little effect being felt from the general 
boom in Florida on what we might term strictly mill 
supplies. The mill supply departments of all the supply 
houses are growing very rapidly, however, as they handle 
lines of contractors’ supplies which have added very ma- 
terially to the volume of sales.” 

Colonel Peter O. Knight, president of the Tampa Hard- 
ware Company, Tampa, is very bullish on the business 
outlook as regards the hardware and mill supply busi- 
ness. He presents a picture in rosiest colors in the fol- 
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lowing statement of how his own company’s business has 
been affected: 

“Our company last month had gross sales of $508,000, 
which was, of course, the largest month in our history. 
In 1919, which was at that time the largest volume we 
had ever had in a single year, our total sales for the year 
were $590,000. Business activity in Florida now is ex- 
traordinary, and will continue, in my opinion, indefi- 
nitely.” 


EXHIBITED AT BUYER’S SHOW 
Many Manufacturers Cooperated with Flack-Pennell Company in 
Recent Event at Saginaw 

Flack-Pennell Corapany, Inc., Saginaw, Mich., mill sup- 
ply and machinery house, had one of the largest exhibits 
at a “Buyer’s Show,” staged at the auditorium in Sagi- 
naw on October 14th and 15th. The show was promoted 
by the Saginaw Wholesalers’ Bureau, and proved a very 
great success, being attended by a large number of deal- 
ers and consumers of mechanical merchandise and mill 
supplies. The Flack-Pennell exhibit occupied the entire 
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Flack-Pennell Exhibit at Buyer's Show 


stage in the auditorium; a large number of manufac- 
turers’ representatives, whose products the company ex- 
hibited, being present to demonstrate their lines. 

The manufacturers who assisted the company in the 
exhibit were as follows: American Blower Company, 
American Engineering Company, American High Speed 
Chain Company, American Steam Pump Company, Angle 
Steel Tool Company, Armstrong Machine Works, Buss- 
man Mfg. Co., R. L. Carter Company, A. W. Cash Com- 
pany, Chicago Automatic Conveyor Company, Cleveland 
Wheelbarrow Company, Coon-DeVisser Co., Dayton 
Safety Ladder Company, The Deming Company, Detroit 
Twist Drill Company, C. H. Dockson Co., Fairbanks, 
Morse & Co., Gutta Percha & Rubber Mfg. Co., Illinois 
Engineering Works, Independent Pneumatic Tool Co., 
Jacobs Chuck Company, W. A. Jones Foundry & Machine 
Co., Magnolia Metal Company, National Tool Company, 
Schmerheim Electric Co., Syntron-Detroit Company, 
SKF Industries, Inc., Trumbull Electric Mfg. Co., U. S. 
Rubber Company, J. H. Williams & Co. and the Wyoming 
Shovel Works. 

a 
Changes Its Sales Plan 

The United States Electric Tool Company, Cincinnati, 
has withdrawn its selling arrangements with The Back- 
meier Sales Corporation, of Cincinnati, under which the 
latter company was to be its southern distributor. 
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When you offer a man a 
Bunting Phosphor Bronze 
cored or solid bar you are 
talking about metal that has 
been recognized and pre- 
ferred for years by ma- 
chinery builders and mainte- 
nance men, and one which is 
constantly, consistently and 
nationally advertised. Write 
for specification data. 


THE BUNTING BRASS & 
BRONZE CO. 
Toledo, Ohio 


NEW YORK BOSTON PHILADE 
45 54th r St L 
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The Bunting Bronze Bar Shop As- 


sortment Is the most sensational spe- 
cialty in the mill supply jobber’s 
bearing metal department. 
one bar when you can just as easily 


sell five. 


LVHIA SAN FRANCISCO CHICAGO 
Arch St 198 Second St 2015 S Michigan 
5 Douglas 6245 Calumet 6850-6851 


Data on request. 
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Great Progress Made in Elimination of Waste 


Impossible to Measure the Increase in National Efficiency That 


Has Been Accomplished in the United States in Past Five Years 


HERBERT 
Scereiary of 

Great progress has been made during the year in the 
national movement for elimination of industrial waste. 
The Department of Commerce, in continuation of its 
work of the past five years, has devoted much of its 
activities to this end. 

While various divisions of the department have been 
actively aiding in the campaign in many specific direc- 
tions, it must be borne in mind that the whole program 
is one fundamentally to stimulate action among indus- 
tries, trades, and consumers themselves. It is obviously 
not the function of government to manage business, but 
to investigate economic questions, to survey economic 
phenomena and point out the remedy for economic 
failure or the road to progress, to inspire and assist 
cooperative action, and to stimulate forces to these ends 

surely all these are well within the proper field of 
public service. 

It seems worth while at all times to reiterate the 
fundamental purposes of this campaign. The philosophy 
that underlies it has but one purpose; that is, to main- 
tain American standards of living for both workers and 
farmers, and to place production on a more stable foot- 
ing. The high standards of living enjoyed by the Ameri- 
can people are the result of steadily mounting per capita 
productivity. There is only one way to further advance 
these standards, and that is by improved methods and 
processes, by the elimination of waste in materials and 
motion in our production and distribution system. Just 
as 20 years ago we undertook nation-wide conservation 
of our natural resources, so we must to-day even more 
vigorously sustain this campaign of better nation-wide 
utilization of our industrial resources and effort. More 
especially is this the case in view of the many complex 
forces which have arisen from the war, and particularly 
the difficulty of maintaining our situation as against the 
competition of a world of lower standards overseas. 

The term “elimination of waste’ is subject to some 
objection as carrying the implication of individual or 
willful waste. In the used in these discussions 
elimination of waste refers wholly to those-wastes which 
can be eliminated solely by cooperative action in the 
community. They do not refer to any single producer, 
for in the matters here discussed he is individually help- 
less to effect them. Nor do they imply any lessening of 
fair competition or any infringement of the restraint of 
trade laws. In fact, the most casual investigation of the 
work in progress will show that its accomplishment 
establishes more healthy competition. It protects and 
preserves the smaller units in the business world. Its 
results are an asset alike to worker, farmer, consumer, 
and business man. 

It may be worth while repeating the major directions 
of this effort as they were outlined by the department at 
the beginning of this undertaking four years ago. 

1. Elimination of waste in railway transportation by 
the provision of adequate facilities and better methods. 

2. Vigorous improvement of our natural interior water 
channels for cheaper transportation of bulk commodities. 


sense 


*From Annual Report, Made Public November 30th. 
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3. Enlarged electrification of the country for the sav- 
ing in fuel, effort, and labor. 

4. Reduction of the périodic waves of unemployment 
due to the booms and slumps of the “business cycle.” 

5. Improved statistical service as to the production, 
distribution, and prices of commodities, both 
domestic and foreign, as a contribution to the elimination 
of hazard in business and therefore of wasteful specula- 
tion. 

6. Reduction of seasonal employment in construction 
and other industries, and intermittent employment in 
such industries as bituminous coal. 

7. Reduction of waste in manufacture and distribution 
through the establishment of grades, standards of qual- 
ity, dimensions and performance in nonstyle articles of 
commerce; through the simplification in dimensions of 
many articles of manufacture, and the reduction of un- 
necessary varieties; through more uniform’ business 
documents such as specifications, bills of lading, ware- 
house receipts, etc. 

8. Development of scientific industrial and economic 
research as the foundation of genuine labor-saving de- 
vices, better processes, and sounder methods. 

9. Development of co-operative marketing and better 
terminal facilities in agricultural products in order to 
reduce the waste in agricultural distribution. 

10. Stimulation of commercial arbitration in order to 
eliminate the wastes of litigation. 

11. Reduction of the waste arising from industrial 
strife between employers and employees. 

Thanks to elimination of waste and these other con- 
tributing factors, we can as a Nation show one of the 
most astonishing transformations in economic history, 
the epitome of which lies in the following table from the 
Department of Labor: 


stocks, 


MOVEMENT OF WAGES AND PRICES, 1920-1925 


(1913—100) 
Wage 
Year rates Prices’ 
BN ra igre ms orcs Calero ome oo ane ne 199 226 
hes WO errata ee Renee es eT, 205 147 
RM ere ca tise ina) inl s) Sistcd eaeeeene aie es 193 149 
i 2 SM ge ee Ne Ea SEQUENT OG Oia te Aa 211 154 
RR ssa besa si tis; ase ao once snc a ee ae aces 228 150 


‘Average wholesale prices of all commodities. 

A comparison with similar British indexes gives strik- 
ing evidence that these results are peculiar to the United 
States. 

INDEx NUMBERS OF WAGES AND PRICES, GREAT BRITIAN, 
1920-1925 


(1913—100) 

Year Wages Prices’ 
MN aPegssick acer iais eae aes 230 283 
PRs os oirsh oxigstnist ease taucunecur Cae emia te ataronoe ont 260 181 
Me ashe SY tka heparan oa chon ae EERE 200 159 
1525 ORR ear Mat dee Asean eee ees 170 162 
RE oso esos 's eonayts err ere ee A eS 170 174 

"Average wholesale prices of all commodities. 
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T IS such letters as this that are justifying our confidence 

in the essential “rightness” of our sales policy to the 
jobber. We shall welcome the opportunity of presenting 
to you our proposition without obligation to yourself. 


THE REPUBLIC RUBBER COMPANY 
YOUNGSTOWN, OHIO 











“just between friends” 


Below we show a copy of a letter recently forwarded to us by one of our good friends 
in the mechanical rubber goods jobbing trade. It was written by a concern that has 
done business with us for sometime, to another concern considering the Republic line. 




















5 Points 


Outlining Republic’s Policy of 
Cooperation with the Jebber 


1 A line of rubber items sufficiently 
¢ complete to permit effectively sup- 
plying the requirements of the trade 
solicited. 


2 A quality of product uniformly 
e@ good and capable of delivering ser- 
vice results that should reasonably be 
expected. 
A price basis inducing and mak- 
3. ing possible aggressive competition 
with reasonable profit return. 
Freedom from competition from 
e his source of supply, either direct 
or indirect, among the trade covered 
by his day to day solicitation. 


Selling helpsofreasonableamounts 

¢ so that his sales force may be given 
the advantage of specialized training 
and a knowledge of the product sold. 














No Branches 


REPUBLIC 


BELTING - HOSE - PACKING - MOLDED 
LATHE CUT GOODS AND FLOOR COVERING 
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The Dealer’s Sales Promotion Department 


Those Mill Supply Houses Which Have a Definite and Consistent 
Plan Are Found to Have the Fewest Slow Movers in Their Stocks 


W. W. FRENCH 


Advertising Manager, Dodge Manufacturing Corporation, Mishawaka, Ind. 


The mill supply and machinery dealer has a selling 
problem that is in many ways similar to that of the 
department store in that his business is the sale of 
staples and specialties. It is the last mentioned class 
that requires the most attention because it presents a 
sales problem very much different from the problem 
involved in the sale of staple 
lines. 

A specialty must be sold to 
the consumer on its merits, as 
a means of reducing labor, oper- 
ating, production or mainte- 
nance costs or its ability to in- 
crease production, the quality of 
a product, ete. In many cases 
this requires the services of a 
specialty salesman. 

The purpose of this article is 
to outline briefly and without 
detail a practical program for 
the sale of specialties. As ex- 
plained in previous articles, ad- 
vertising and sales must march to 
hand in hand, otherwise neither author 
can be of maximum effective- 
We, therefore, will dis- 
cuss both under the head of 
sales promotion. 

The dealer must 
each specialty, or 
specialties, represents an 


tising. 
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press, we 


has 


ness. 


realize that 

line of 

investment in itself, and 
that each must justify itself on the balance 
sheet. To this end it is very important that 
each line be promoted separately or in other words a 
separate program and appropriation must be set aside 
for each line. 

Some dealers seem to prefer a plan whereby one month 
is devoted to an intensive drive on each important 
specialty. This is not an effective plan because there 
is no continuity of effort and we must always realize 
that this is vital. 

The first step in the development of a sales promotion 
program must be the selection of the items to be fea- 
tured. The next logical step must be the determination 
of the logical markets for each and the preparation of 
a selected mailing list. A general list always means 
waste because while one concern might be a logical pros- 
pect another might not be. 

The mailing list may be prepared on index cards and 
colored signals or other methods used to indicate the 
lines on which the firms should be solicited. They can 
also be in the form of addressograph plates and the 
same signal system employed. 

After the mailing list is in shape, the campaign should 
be laid out on a twelve months basis in each case. In 
every case confine the solicitation to one product and 
do not stuff an envelope full of miscellaneous material. 
Make the mailing a strong solicitation on one item 
only. Put your entire punch into the copy, and after a 





This is the tenth and concluding ar- 
ticle in Mr. French’s series on “Mill Sup- 
ply House Advertising.” 
belief of many, who have the best inter- 
ests of the mill supply field at heart, that 
too little attention has heretofore been 
given by mill supply distributors to the 
importance of a general plan of adver- 
For this reason, the editor of It 
induced Mr. French to 
write a comprehensive series of articles. 
As this final chapter in that series goes 
cannot but feel that the 
done a 
work in calling the attention of mill sup- 
ply distributors to the possibilities of a 
well rounded plan of publicity. 


schedule has been worked out and proper steps taken to 
send the mailings out promptly on a certain date, a pro- 
gram of personal solicitation should be determined upon 
to follow through and secure the order. 

For instance, if a mailing piece has been sent out 
featuring a conveyor system, the salesman should follow 
with a strong effort to answer 
specific questions and secure the 
order. Advertising paves the 
way for sales—it creates inter- 
est and permits the salesman to 
concentrate on the application of 
the specialty to the prospect’s 
particular business, or to the 
answering of specific questions 
that the buyer has in mind as a 
result of his examination of the 
printed literature. 
is very necessary for the 
salesman to be thoroughly fa- 
miliar with the product and its 
application. To accomplish this 
sales conferences in which an 
expert on the particular line de- 
velops and demonstrates the 
strong selling points, are very 
effective. Sending a salesman 
out to sell a device without a 
thorough knowledge of its ad- 
vantages, results to be obtained 
from its use and specific points of superiority over 
similar devices means a great deal of wasted effort. 

A great deal of the expense involved in carrying on 
a direct mail campaign is borne by the manufacturer 
who will in most cases furnish four page letters and 
other direct mail literature without charge. This leaves 
postage and mailing expenses only to be borne by the 
dealer. 

Continuous advertising effort backed up by intelli- 
gently directed forceful personal salesmanship is always 
resultful. In the writer’s personal experience with 
dealer co-operation plans a great many instances of lack 
of concentration and prospect analysis have been found. 
The handling of unwieldly mailing lists is expensive and 
except in cases where an appeal is made of an institu- 
tional nature there is a great deal of waste unless lists 
are properly classified according to the prospect’s re- 
quirements. 

In most cases where there are slow moving lines it 
has been left up to the manufacturer to provide most 
of the sales effort and it must always be borne in mind 
that any national effort must be backed up by proper 
co-operation at the place of sale. 

Dealers in many cases iind it advisable to furnish 
their salesmen with prepared sales talks on specific lines. 
This does not mean a set formula but an outline of 
sales points and the proper sequence in which they 
should be presented in connection with samples, photo- 
graphs or other material. 

A great deal can be accomplished by sales concentra- 


It has been the 
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Direct results—that’s what you expect from your 
catalog— investment. That's what you get when you 
use a Heinn Loose-Leaf Catalog Binder. This is the 


way it works 


YOUR DEALERS SEND IN MORE ORDERS DIRECT because 
they are intimately in touch with everything you sell. 
They knew when prices have changed and when new 
items have been added or discontinued. Your cata- 
log becomes their buying-guide. and business from 


the trade keeps up and creeps up consistently. 


You SECURE MORE ORDERS FROM YOUR SALESMEN. 
They feel that you are backing their efforts. Selling 
is easier. They notice it in the dealer's reaction. Re- 
member too. your Heinn Loose-Leaf Catalog Binder 
lasts year after year. You avoid costly and frequent 


replacements. 


Tell us your catalog problems. Let us analyze them 
and submit practical suggestions for your considera- 
tion. No obligation of any kind on your part. Write 


today. 


IHE HEINN COMPANY 
Originators of the Loose-Leaf System of Cataloging 


Milwaukee, Wis. 


351 Florida Street 
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tion and by requiring salesmen to report objections met 
and their method of overcoming them. In cases where 
a salesman has been unable to answer arguments ad- 
vanced by the buyer in a satisfactory manner and where 
the other salesmen have not solved the problem, the 
manufacturer if consulted can in practically every case 
offer valuable suggestions. 

In conclusion, we have found that the dealers who 
have the fewest slow movers and the best balanced busi- 
the ones following a definite and consistent 


ness are 





sales promotion plan. Mill supply salesmen practically 
all agree that it requires on an average of five calls to 
sell a prospect. On this basis if a few mail calls at 
a few cents can eliminate one, two or three personal 
calls at several dollars each by bringing the buyer closer 
to the closing point when the salesman calls it should 
be decidedly worth while. 

Advertising paves the way and thus reduces sales ex- 
pense—it increases the effectiveness of your sales force 


by filling the gaps between visits. It is auxiliary selling. 





RaylCompany Celebrates Fiftieth Anniversary 


Interesting Letters to Detroit Newspaper Furnish Insight Into 


History of Prominent Old Hardware and Mill Supply Distributor 


The T. B. Rayl Company, Detroit, has been celebrat- 
ing its 50th business anniversary. To record the event, 
the Detroit Free Press under date of November 22nd 
published two letters written to it by the Rayl company. 
One was originally written and published in October, 
1900, on the occasion of the company’s 25th anniversary, 





Alex. Paton, Vice-President, T. B. Rayl Company 


the other exactly 25 years later. The two narrate the 
rise of the Rayl company from its modest beginnings as 
a small hardware store to its present position as a leader 
both in the hardware and mill supply fields. Not only 
do these letters tell some interesting details of the Rayl 
history, but they paint a glowing picture of Detroit today 
as compared with the Detroit of a quarter of a century 
ago. 

The first letter, containing the story of the first 25 
years of the company’s history, follows: 

To the Editor of The Detroit Free Press: We are moved 
at this time to write you an open letter, and we trust you 
will give it due prominence. The occasion for our being 
“moved” is the fact that we have been in existence for 25 
years without moving. This week occurs the twenty-fifth 
anniversary of T. B. Rayl Co. and we believe it is an inter- 
esting occurrence. 

START WAS INAUSPICIOUS 

Do you remember the advertisement we sent over to The 
Free Press October 2, 1875, announcing that T. B. Rayl & 
Co. had bought out the stock of hardware at 114 Woodward 


avenue, then under the name of Arthur Glover? It wasn’t 


‘much of a stock, nor much of a store, but the two purchasers, 


T. B. Rayl and Dudley W. Smith, realizing that everybody 
couldn’t hive in Ohio and knowing a good town when they saw 
it, were glad to get a foothold in Detroit. It wasn’t really 
much more than a toe-hold, but they hung on. 

The building belonged to John Copland and was three 
stories high, but only the first floor ran back to the alley. 
There was a hatchway just outside the front door and nails 
were lowered into the cellar and stoves hoisted up above 
with a “block and tackle.” A row of cook stoves mostly for 
burning wood ranged along the floor with bar iron stacked 
against the wall behind. Common builders’ hardware, a 
moderate stock of tools and tinware made up the balance of 
the stock. We succeeded to the services of the two salesmen, 
“Charlie” Strelinger and Louis Hilsendegen, who did their 
best at introducing the newcomers to the people of Detroit. 
Business was fairly good in the spring and fall, with good 
opportunities between times for vacations, which, however, 
were not fashionable then. 

On the four corners of Woodward and Congress were 
George M. Traver, dry goods; Walter Buhl & Co., hats and 
furs; John E. Long & Co., sporting goods, with C. K. Gunn, 
dry goods, next to us. Among our neighbors were James L. 





B. H. Ackles, Manager, Factory Supply Department 


Fisher, Coulson & Morhous, hardware; D. P. Work, book 
store; A. R. Morgan, shoes; Abbot & Ketchum, carpets; P. 
Hayden, carriage materials; C. R. Mabley, clothing; F. Wet- 
more, crockery; C. H. Locke, dry goods; G. Doeltz & Brother, 
fancy goods; T. A. Parker, grocer; M. S. Smith & Co., 
jewelers, and Roe Stephens, music store. We believe the 
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BULL DOG BELTING: PERFECTION BELTING 
| BULL DOG STEAM, WATER AND AIR HOSE 
BULL DOG FRICTION TAPE 


These products, marketed for many years through the 

jobbing trade, have gained their deserved reputation for 

sterling excellence through the endorsement of the best 

trade, the favorable experience of great industries in 

using them, and the conscientious manufacturing process 
employed in their production. 


BOSTON WOVEN HOSE & RUBBER CO. 
Makers of High Grade Mechanical Rubber Goods for 50 Years 
CAMBRIDGE, MASS. 
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only firms besides ourselves still occupying their old stands 
are the Russell House and G. & R. McMillan. 


HANDICAPPED BY COMPETITION 


On our right was the hardware store of M. Limbach, a 
kindly natured, pleasant minded German gentleman, with a 
good trade and a reputation for keeping everything. People 
would come to our locality, look up at the two signs, side by 
side, balance them a moment in their mind and then plunge 
into Limbach’s. They didn’t know anything about that new 
name. Then Mr. L. had a very ambitious salesman who 
would stand in the front door and if he saw any one waver 
would beckon to him with his fore finger and an enticing 
grin, and that would be irresistible, so we were somewhat 
handicapped. 

In those days people generally carried home their pur- 
chases. If it was a stove, we hired a 25 cent express wagon. 
If it was a wash boiler, the errand boy took it; it wasn’t 
far and the boy walked. There were only about 35,000 names 
in the directory. Davenport street was a long ways out, and 
one could get there ahead of the little bobtail street car if he 
was a good walker. 

Twenty-five years make a difference. It is a good while, 
as any young man of that age will tell you. We asked one 
of our business friends what we should do to celebrate the 
day. He replied, “I’d keep mighty still about it, if I were 
you. Any man who isn’t able to retire at the end of 25 years 
in business isn’t justified in celebrating much.” 

Well, we don’t know just how to retire, nor where to retire 
to, nor just what we would do if we did. And if the good 
people of Detroit will only continue to keep the old concern 
going, and if the boys in the store will let us stay around a 
while longer at a salary which will insure us a convenient 
subsistence in this life, we should very much prefer it, and 
shall be perfectly contented, and as contentment is better 
than wealth we shall not seek to exchange the one for the 
other. 

And so on this—for us—joyful occasion, we extend a 
hearty appreciative greeting to all our friends, especially the 
25-year-old ones (which includes The Free Press) and wish 
that their future sojourn in Detroit may be as pleasant as 
ours has been in the past. 

Respectfully, 
T. B. RAYL COMPANY, 
112-114 Woodward Avenue. 

There follows the letter of October, 1925: 

Dear Free Press: And now the writer of that old letter 
is announcing that another 25 years has rolled over Rayl’s 
head (without our being submerged) and he is still here to 
tell the tale. His old time partner, Thomas Benton Rayl, 
went away 18 years ago, and the affection for him increases 
with the years. The old store, 114 Woodward, and then 112 
and 114, was the home of Rayl’s for 40 years. And now we 
are to celebrate “Rayl’s Fiftieth Rejuvenation” in the build- 
ing on Grand River into which we moved in 1915, and to 
which we have added an entrance on Woodward avenue. 

We look back with some regret for the passing of old 
Detroit, a comfortable, enjoyable town of about 100,000 in- 
habitants, who were seemingly well satisfied with the town 
and themselves. We had 500 saloons then, and there are 
none now, but we don’t seem to behave any better. The 
town has grown but Rayl’s has grown faster. 

In 1880, there came to us an errand boy, Alex Paton, who 
is now vice-president. The Scots have so many fine qualities 
inherent and Alex has them all, but none of those so malign- 
ingly attributed to the Scots, such as taking off his glasses 
when he is na’ lookin’ at anything, or walking 20 miles to see 
a ball game and then being too tired to climb over the back 
fence. 

In 1899, another boy of modest demeanor, age 18, took 
Rayl’s yoke upon him, and under the tutelage of Roderick 
Mathieson, now gone, began to learn about builders’ hard- 
ware. He graduated with honors and is now Rayl’s general 
manager, and known also in civic affairs—a man of probity 
and cheerful vision, a self respecting true friend, one to tie 
Charles A. Bachmann came to Rayl’s from the Fletcher 
Hardware company in 1910 and took on the official title of 
secretary-treasurer. Most all the folks know him, some well 


to. 


enough to call him “Charlie,” and “none know him but to 
love him; none name him but to praise.” 

“The Old President” is affectionately fond of that trio of 
officials. 

Then there is B. H. Ackles, in a class all by himself. He 
is the head and front of Rayl’s largest department, the fac- 
tory supply business, on Congress street. He is also presi- 
dent of the National Supply and Machinery Dealers’ associa- 
tion, for the second term, and of the Hoover standardization 
committee. Henry Schmidt has been giving Rayl’s the benefit 
of his mechanical ability since 1895. 

We have also furnished Detroit hardware business with 
some good men. Charles Strelinger, Charles Bush, Will 
Campbell, Ray Smith, Joe Marks. Then there’s Batty Sey- 
mour, our old bookkeeper, who is a successful real estate 
operator. 

Thanking you, oh Free Press, friend of our youth, for your 
courtesy. And we expect to write you again in 25 years. 

Yours, 
T. B. RAYL COMPANY. 
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ITS GOLDEN ANNIVERSARY 
McAnelly Hardware Company, Alabama Mill Supply House, Has 
Been in Same Location for 50 Years 
Fifty years in the same location, but with eight times 
the original floor space now being occupied, is the record 
of the McAnelly Hardware Co., Huntsville, Ala., dealer 
in hardware and mill supplies. During the past month 
the company, proud of its business achievements, has 
been celebrating this golden anniversary. Today Eugene 
R. Gill is president and active head of the business, and 
as he is a nephew of two of the founders of the company, 

he has an additional family interest in its history. 

The business was first organized as a partnership in 
the fall of 1875 by Samuel Kennerly and the late James 
H. and John C. McAnelly. The building which is occu- 
pied today is the same one in which the partners started 
doing business half a century ago. At that time it had 
just been erected. Mr. Kennerly later sold out to the 
McAnelly brothers, who operated it until their deaths, 
which occurred within a month of one another in 1913. 

Eugene R. Gill then took over the business. He had 
entered the store as a boy of fourteen years, and served 
a rigorous apprenticeship under his two uncles. Later 
he went on the road as a salesman, selling hardware and 
kindred lines through eastern territory. After 15 years 
on the road he returned to resume his association with 
the company with which he began his business career. 

In addition to occupying eight times the original floor 
space, the company also has a large warehouse for its 
reserve stocks. It now has a capital of $100,000, and is 
incorporated, although Mr. Gill is sole owner of the 
business. 
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Harris Opens Branch Store 

Samuel Harris & Co., 112 North Clinton street, Chi- 
cago, distributor of mill supplies and machinists’ tools, 
has openedia branch store at 2500 South Wabash avenue, 
Chicago. The new location is in the heart of the south 
side automotive district and is also located for handling 
the trade of manufacturers located in that section of 
the city. Edward Lodding is manager of the new 
branch store. 
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Increase In Unfilled Orders 
The first increase since February in unfilled orders of 
the United States Steel Corporation was shown in the 
month of September, at the close of which there were 
on hand unfilled orders for 3,717,297 tons, an increase of 
204,494 tons over the figures of the previous month. 
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HELP YOUR SALESMEN TO SPEED UP.” 
USE ‘‘PROUDFIT’ CATALOG BINDERS 


TELESCOPING 
SPRING POSTS 





° Proudfit Loose Leaf Catalog Binders save time! 
+ —— 100% EXPANDING 


j LOCKING POSTS 
\/ (}——_—_ 
i; © 
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They are easily accessible. Pages may be re- 
moved or inserted in a fraction of the time re- 
quired with other binders. 








lh 











The telescopic spring posts hold leaves in align- 
ment while changes are made. No need to jog 
sheets back into place. 


In appearance these binders are in keeping with 
the high standards of your firm, and the men 
wey who represent you. 


When your salesman goes to 
interview the prospect, the 
Proudfit Catalog Binder is in 
order. When opened, the 
pages lie flat. It looks like 
business and it is truly a busi- 
ness getting aid. 








Proudfit Loose Leaf Equip- 
ment for sales departments is 
pounds lighter and _ inches 
smaller than ordinary books 
and binders. It is brought into 
action in a few seconds, when 
every minute counts. It is 
made to order at a price which 
makes it most profitable for 
any business to adopt. 


Submit your particular prob- 
lem. It will receive immediate 
consideration without obliga- 
tion and without cost to you. 





We manufacture a com- 


SEE heme 


plete line of Loose Leaf De- 


vices. Write for informa- 


25 Logan Street Grand Rapids, Mich. 
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New Products 
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Reznor Manufacturing Co., Mercer, Pa., manufacturer 
of gas heating stoves and pipe hooks, has placed on the 
market a new 
quick acting safe- 
ty belt shifter for 





cone pulleys. The 
new device was 
designed by the 
company for use 
in its own shop 
and is now to be 
manufactured for 
outside consumers. 
The shifter has a 
square bar fast- 
ened rigidly, and 
adjustable in any 
direction, to the 


lathe spindle hous- 
ing, journal bear- 
ing cap bolts being 
used for this pur- 
pose. The bar is 
at such an angle to 
the lathe spindle as 
to bring it parallel 
with the “pinches” 
of the respective 
cone steps. On the 
bar a shift block 
slides freely, with 


A \ i steel rollers to fa- 

f \ 3u 

, 2 sim cilitate movement. 
: 

he me, ° A handle is pro- 

7 ‘ : : 

i Be . iw vided on this block. 

i ae 4 On the rear side 

* ce o Bt of the block is a 














steep loop through 
which the belt 
At the upper cone pulley, a similar bar passes 
behind the pulley and carries a similar shift block. This 
upper block is attached to a short length of steel block 
chain in each direction of movement, the chain passing 
over a pulley near each end of the square bar. A similar 
length of chain passes over the pulleys attached to the 
lower square bar, but this latter chain does not engage 
the lower chain block. A small steel red on each side 
connects the upper and lower chains, a grip handle being 
provided on each rod. The upper square bar 1; carried 
by drop pipe supports from one of the hanger bolts or 
from the hanger plank. 


passes. 


The Crescent Machine Company, Leetonia, Ohio, has 
placed on the market a new saw table with several fea- 
tures. The new table is in- 5 
tended for convenient use on 
a work bench or mounted on 
a pedestal with motor placed 
in the lower part. The ma- 
chine is said to be adapted for 
ripping, cutting off and dado- 
ing. The table is of iron 
and may be tilted to an angle of 45 degrees. The ripping 
fence is provided with a graduated scale which makes it 
possible to guage stock up to seven inches wide, without 
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using a rule. The saw mandrel runs in ball bearings with 


provision for continuous lubrication. The saw table 
is provided with a combined splitter and guard. The 


machine is ordinarily supplied with a % horsepower mo- 
tor, and with this it is said to be able to rip one-inch 


hardwood at the rate of seven feet per minute. The 
machine is furnished with a six-inch rip saw. 
Allis-Chalmers Manufacturing Company, Milwaukee, 


has recently announced an entirely new type of short 
center, flexible drive, known as the Texrope drive. This 
consists of two grooved sheaves and a number of specially 
constructed endless “V” belts. The sheaves are set just 
far enough apart so that the belts fit the grooves with- 





out either tension or slack. The company claims that 
there is no slack or lost motion in its new drive, because 
of the “V” construction. Bearing pressures are low, 
since no belt tension is employed. The drives are from 
14 to 250 horsepower with ratios up to seven to one, and 
belt speeds from 800 to 6,000 feet have already been 
placed in service. 


The Skinner Chuck Company, New Britain, Conn., has 
placed on the market a recently developed gear chuck 
of the three-jaw universal type. It is made with a heavy 
body, rack and pinions. Two-piece jaws are used, the 








top half being adapted to holding gears on the pitch line. 
As the jaws are adjustable, they can hold gears of either 
an even or odd number of teeth. It is said that the chuck 
can be made dustproof so that in grinding the bore of 
hardened gears no dust can penetrate into the working 
parts of the chuck and cause undue wear. The range 
of sizes of the new chuck is for gears from three to 
12 inches in diameter. 


The Uehling Instrument Company, Paterson, N. J., 
has recently announced the perfection of a recording in- 
strument known as the ‘‘waste meter,’’ to measure the 
heat wasted up the chimney in boiler plants. The meter 
records the temperatures of the escaping flue gases and 
their percentage of carbon dioxide on the same chart. 
The corresponding fuel loss for any carbon dioxide and 
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Ask for our newly issued booklet 
“A Handbook of Quality Leather 
Belting and Specialties” which 
every belt user should have. 


ALEXANDER BROTHERS, Inc. 
14 South Street, Philadelphia 


Makers of Leather Belting Since 1867 




















TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 
Often Imitated But Never Equaled 


OTHER TOOLS WE MAKE 
Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 


Have You a Catalog? 


Armstrong Bros. Tool Co. 


“The Tool Holder People” 
305 N. Francisco Ave. Chicago, U. S. A. 

















When writing to Advertisers please mention MILL SuPPLIEs. 


a ee ee ee 


~ 

















POR LE 


RISERS 


FET PET AW EBT TE 


December, 1925 


CULL QuUPPLUES 6 


wn 














ne 


temperature may be read directly from a table furnished 
by the manufacturer. It is said that to minimize the 
chimney loss, it is essential to reduce the temperature of 
the escaping gases as much as possible, but it is even more 
necessary to increase the carbon dioxide to the practical 
maximum percentage. With the aid of the new meter 
record, it is said to be comparatively easy for the fire- 
man to control the air supply in order to keep the carbon 
dioxide fairly constant at any desired percentage. 


The Toledo Pipe Threading Machine Co., Toledo, Ohio, 
has placed on the market two new products, a new power 
drive pipe machine and a portable work bench. The pipe 
machine has a capacity of 42 to two inch pipe, inclusive, 
and cuts, threads and reams. The pipe is gripped by a 
self-centering chuck and is rotated while being cut or 
threaded. The cutting off tool is mounted on a swinging 
arm, which can be turned back out of the way. The 
threading dies, too, are mounted similarly on a swinging 
arm. On the latter is a reaming tool, which simultane- 
ously with the threading will ream out the inside edge 
of the pipe. A separate die head and bushing is pro- 





vided for each size pipe. It is claimed that the change 
from one size die head to another can be easily made in 
10 seconds. An oil receptacle is mounted on a swinging 
arm and fitted with a spout and valve to insure a con- 
stant flow of oil on the threading dies or cutting off tool. 
A strainer beneath the chuck makes it possible to use the 
same oil again and again. A special throwout clutch, 
which automatically releases if too much strain is im- 
posed is another feature. The die segments can be re- 
moved from the heads for resharpening or replacement. 
The portable work bench is made of steel and malleable 
iron and in tests has carried loads of over 4000 pounds. 
The wide spread of the legs makes bolting to the floor 
unnecessary. The table top is made of steel, 25 inches 
long and 10 inches wide. It is bored for “Toledo” pipe 
vises, but can be bored for any type of vise. The legs 
are held in place by four malleable castings and U bolts, 
and kept from spreading by iron tie rods. To disas- 
semble it, it is merely necessary to loosen two nuts on 
each corner of the table plate. 


Jenkins Bros., New York, has announced a new line 
of medium pressure bronze globe and angle valves for 
225 pounds working steam pressure. These new valves 
are said to have been designed to fulfill a need for a 
valve with the renewable disc feature which will satis- 
factorily meet higher pressures than recommended for 


standard pattern valves. An important feature of the 
new line is the bonnet and union, made in one piece to 
screw onto the outside of the body threads. This con- 
struction is said to give added strength to the body end, 
the bonnet hexagons being made especially large, and the 
bonnet may be easily removed without distortion. When 





the bonnet and body are screwed together, a “ball joint” 
is formed. This is a new feature, said to make a very 
strong, although easily removable joint. The valves 
are fitted with a composition disc for high pressure work. 
No regrinding is necessary. The spindle is made of 
manganese bronze, with large threads which are all in 
contact when the valve is closed. The stuffing box is 
deep, with plenty of asbestos packing compressed by 
means of a bronze follower. A ventilated hand wheel of 
malleable iron is used. The valves are made both globe 
and angle with screwed or flanged ends and in sizes of 
14-inch to 3-inches. 

Aaron Ferer & Sons, St. Louis, manufacturer of wip- 
ing cloths, has recently added to its products a line of 
babbitt metal. The feature of this new line is that three 
grades of the metal constitute the entire range from 
which to choose. This, the company declares, is in keep- 
ing with the present trend of American industry towards 
simplification and standardization, and it also claims 
that the three grades which it is manufacturing will 
effectively answer more than 95 per cent of all babbitt 
needs. The company has also placed on the market a new 
solder. 


Wausau Abrasives Co., Wausau, Wis., has just an- 
nounced a new handy bench reel designed for use in all 





industries where metal-cutting abrasives are used. The 
new holder is for use in connection with the company’s 
waste-proof abrasive strips. A roll of the latter can be 
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SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 














nes einai He a Se mine 
















The CHICAGO Line 
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Ball Bearing Equipment 


Consider the advantages: 


Simplest possible construction. 

Fit present equipment. 

Lubricate but two or three times a year. 

Hot Bearing impossible. 

No noise—no dirt. 

No dripping oil. 

Operate with reduced power and mainte- 
nance costs. 


Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 
All Forms of Power Transmitting Appliances 


MAIN OFFICE: 
17 No. Desplaines St., 
Chicago, Ill. 


FACTORY: 
Menomonee Falls, 


Wisconsin 
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mounted in the reel, and turned on a grooved wooden pin. 
The latter pin moves down the slots in the sides of the 
reel as the strips are used. Across the bottom of the 
reel is an idler which supports the weight of the roll of 
abrasives. 


The Oil Jack Company, Inc., 1457 Broadway, ‘New 
York, has placed on the market a new type of jack. The 
handle fits into a socket and raises a pump plunger, 
which draws oil from a reservoir through a ball check 
valve into a chamber. Lowering the handle compresses 
the oil in the chamber, seats the valve and forces the oil 
through into another chamber which causes the plunger 
to raise and lift the load. To lower, it is necessary to 
slightly turn a needle valve, which permits the oil to 
travel back again into the reservoir. The new jack has 
a corrugated swivel head, a solid steel ram and adjust- 
able oil-retaining packings. The rocker arm has a posi- 
tive stop. The base is 614 inches in diameter and the en- 





tire casting is amply strong to support many times the 
rated capacity of the jack. One of the features is that 
the jack may be operated by short inch by inch motions 
of the handle, if desired. 


Luther Grinder Mfg. Co., 285 South Water street, Mil- 
waukee, has placed on the market a 
new electric motor driven grinder, 
made in three sizes, one, three and 
five horsepower, respectively. The 
smallest size grinder is equipped with 
flanges 33/4 inches in diameter. It 
has a double row of Hess Bright ball 
bearings. The diameter of the shaft 
in the bearings is 11/16 inches and 
is 7/8 inch at the ends. The motor is 
a semi-ventilated, continuous duty 
type, alternating current, 60 cycles, 
220 volts, 1,740 revolutions per minute. The column has 
a door with space inside for keeping tools. On all sizes 
the guards, wheels, flanges, column, work rests are made 
in proportion to the size of motor used. The construc- 
tion of the guards will not permit use of wheels wider 
than 1 1/2 inches on one horsepower motor sizes, two 
inches on three horsepower and three inches on five 
horsepower. 





The Trico Fuse Mfg. Co., Milwaukee, manufacturer of 
renewable fuses, announces that it has added to its line 
a new giant size fuse puller and replacer. This new 
product is 12 inches long and is made with seven lamin- 
ations of gray horn fibre, riveted securely at all points 





al 


subject to a strain. Inserts have been placed between 
the laminations to give a firm, even grip on the fuse. The 





new puller is designed for use on fuses from 100 to 600 
amperes 250 volts and 60 to 400 amperes 600 volts. 
a ee 
KINSEY MAN’S SUGGESTION 
Believes That More Manufacturers Should Furnish Standardized 
Size of Advertising Literature 

O. C. Scott, assistant director of supply sales, The 
E. A. Kinsey Co., Cincinnati, suggests that more mill 
supply manufacturers should furnish their distributors 
with standardized sizes of advertising literature, so that 
such items as are deemed of importance may be properly 
placed in the salesmen’s catalogues. Mr. Scott made his 
suggestion in a statement in connection with the Kinsey 
company’s policy of filing and utilizing manufacturers’ 
catalogues, a subject which was presented in a special 
article in the November issue of MILL SUPPLIES. Mr. 
Scott said: 

“Upon receipt of literature from manufacturers, if it 
is relative to a line directly associated with our regular 
sales program, the catalogues or circulars are distributed 
to our salesmen along with a letter calling attention 
thereto for reading and reference. Excess copies are 
carefully filed in our cabinet for the future use of the 
sales organization. 

“It is my personal opinion that if the manufacturer 
will furnish the distributor with a standardized size of 
advertising literature, the size to which we refer being 
81/2 by 11 inches, such items therein which are of 
importance to the distributor can be properly placed in 
the latter’s catalogue. This is particularly applicable 
to our house as at the present time we are in the process 
of compilation of a combination price book and catalogue, 
using a style of loose leaf binder which takes a sheet 
81/2 by 11 inches. This is a size which is growing 
into great favor with the mill supply jobbers. It is our 
belief that the secret does not lie in having catalogues 
or literature filed in the office, but the manufacturers 
should give to the distributor literature that can be car- 
ried conveniently by the distributor’s men, when calling 
upon the prospective buyers.” 





PURCHASED ANOTHER COMPANY 


Dixon C. Williams, President of the Chicago Nipple Manufacturing 
Co., Announces Acquisition of New Unit 

The Chicago Nipple Manufacturing Co., Chicago, has 
purchased the real estate, factory buildings and equip- 
ment of the Scaar-Baumel Company, at Rochester, Ind. 
The latter company’s plant manufactures steam heating 
and ice factory coils and does a general pipe fabricating 
and bending business. The real estate acquired in the 
purchase includes approximately 45,000 square feet, 
with a modern building covering over 20,000 square feet. 

Dixon C. Williams, president of the Chicago Nipple 
Manufacturing Company, stated that it is planned to 
remove the Cenco stamping plant, now located at 16-18 
West Kinzie street, Chicago, and install it in the recently 
purchased building at Rochester. Management of the 
business of the combined plants will be conducted from 
the Chicago office of the parent company. The purchase 
makes six different plants and branches owned by the 
Chicago Nipple Manufacturing Company. 
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VOGEL Patented Frost-Proof Closets 
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factory. 
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give satisfactory service, day in and day out, winter and summer 


he material used in the manufacture of VOGEL closets is the best to be obtained 
he seats are exceptionally strong and durable, the operating levers are of mal 
leable iron galvanized and will not break, the valve bodies are of good quality brass. 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 


removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLE BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 








































There’s a NOTT Belt 


for every pulley 


Diamond Brand 


Nott’s Extra Brand 


Locust Brand 
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A Real 
a Few Good Jobbers 





Opportunity for 


Our Leather Belting is made with ideals, ambition, and knowledge 
to make a Master product that will give unexcelled service and 
impress the thought of Superior quality in the mind of the user. 


Better Leather Belt is “‘NOTT” made. 


A few good supply houses which are active in covering their 
territories can secure the Nott agency, and with it the assurance 
that they will be assisted by our sales, engineering and adver- 
tising departments, and protected in their respective territories. 
Don’t delay. This is a real opportunity. Your territory may 


be open. Write us. 


W. S. 


Minneapolis, Minn. 
201 No. 3rd Street 


Nott Company 


Chicago, Ill. 
37 So. Clinton St. 


{lso Manufacturers of Pump Leathers, Hydraulic Packings and Leather Specialties 








There’s a NOTT Belt 
for every pulley 
Wetstone Brand 
Waterproof. Identical 
with Diamond Brand ex- 


cept it is made with 
waterproof cement and 
the surface is oil dressed. 


Special Planer Brand 
Constructed to meet re- 
quirements otf tast run- 
ning planing mill ma- 
chinery. All strips per 
fectly level and manu- 
factured with extra long 
laps to give uniform pli- 
ability. 

Long Life Compbination 
Tannec 
Particularly desirable for 
high speed and small size 
pulleys. Also made with 
waterproof cement to re- 
sist water, oil and steam. 
Blue Chrome Tanned 
Adapted for severe work. 
Will resist water, oil and 

steam. 
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(Obituary 








Edward Randall Brayton, president and general man- 
ager of the Belcher & Loomis Hardware Company, Prov- 
idence, R. I., one of the outstanding figures in the mill 
supply and hardware trade in New England, died sud- 
denly at his home in that city on November 13. Mr. Bray- 
ton had been in ill health since early in the year, but was 
apparently recovering, and had expected to receive word 
from his physician that he could resume business activ- 
ities in the near futuye. His passing, therefore, was a 
decided shock to his business associates and to his many 
friends in the mill supply and hardware fields. 

Mr. Brayton was a native of Providence, in which city 
he was born 59 vears ago. He received his education in 
the public schools and a local business college. Over 39 
vears ago, he entered the employ of Belcher & Loomis, 
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Edward Randall Brayton 


buyer and 
In 1918 he 


and through successive promotions became 
manager of the company’s tool department. 
was elected president of the company. 

Throughout his business career Mr. Brayton was a 
great believer in the value of association affiliations and 
the business press. He was president of the New England 
Iron and Hardware Association, in which he had long 
taken an active personal interest. He was a 32nd de- 
gree Mason, a member of Mount Vernon Lodge, A. F. 
and A. M.; Providence Royal Arch Chapter, St. John’s 
Commandery; the Scottish Rite and the Mystie Shrine. 
He was also a member of several clubs. 

Mr. Brayton is survived by his wife, one son, Randall 
Brayton, and one sister, Miss Susan Brayton. His son 
is associated with the Belcher & Loomis organization. 


F. D. Seherl 

The mill supply field will be shocked to learn of the 
passing of F. D. Scherl, president of The Cincinnati 
Rubber Mfg. Co., particularly in view of the fact that 
it was only one year since Mr. Scherl was elected to 
head the company as successor to the late S. D. Baldwin. 
Mr. Scher] entered the employ of the Cincinnati Rubber 
company in August, 1905, at which’time it was organized. 
His first position was that of assistant secretary. His 
close attention to business and his devotion to his work 
won him promotion from time to time, and he was made 





ICKWIRE SPENCER  con- 


trols every manufacturing 


operation in the production of 
Wickwire Spencer Wire Rope from 
the mines to the finished product. 


The mines are advantageously 
situated in the Lake Superior dis- 
trict. Blast furnaces at Buffalo re- 
ceive ore direct from boats and lime 
from Wickwire quarries. 


Wickwire Spencer open hearth 
furnaces, rolling mills, rod mills, 
and wire mills produce the raw ma- 
terial from which Wickwire 
Spencer rope is made. Thus you 
are always sure of the quality of 
steel in every reel bearing the Wick- 





























Wickwire Spencer 
Steel Company 


General Offices 
41 East Forty-second Street, New York 
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SUNIL SAMRAT ERUPT 
“To Get the Right Start—Equip with 7M#EDARTF 





Get the 
»>MEDARP 
Wood Split 

PULLEY 
from Stock! 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 
@ Wire them—’phone them—they’'ll go off our ware- 
house racks and on the cars in a jiffy. ; 
You can always get them from stock, and for a fair 
price, at “Medart’s.” 

{ MR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deal more 
about making good pulleys than many other concerns. 

{ OUR POLICY in building Wood Split Pulleys is: Cheap- 
ness is suicidal; products must be the best in their class. We 
wouldn’t think of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 

Get the “MEDART” WOOD SPLIT PULLEY from stock! 


THE MEDART COMPANY 
(Formerly Medart Patent Pulley Co.) 


General Offices and Works: St. Louis, U. S. A. 
Office and Worms CINCINNATI 


. ces 
CHICAGO PHILADELPHIA NEW YORK : PITTSBURGH 
Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 


Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 


SMUMITAANNNA TINA 


INNA 
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SAFETY 
WALL WINCH 


General Utility Hand 
Power Winch with a 
Thousand Uses. This is a 


A Thousand and On 
Different Uses 


will find these wall 


Dealers 







winches will be in almost eae ‘ 
constant use in the shops general utility hand hoist 
and factories of customers, —— fasten e : Eo 
Customers are always tell- ot compact design, very 
ing us of new uses, indoors oo 4 CAs 4 acne 
cc yelp cet Pec Regret powerful for its size. It 
ering gates, doors, ladders, is a worm actuated mech- 
walkways, counter » e ° 
weighted elevators, han- anism, self-locking and 
ee iain gy : ; ; 
etenoran absolutely safe, as it will 


cables 


hold the load in position 
whenever the operator re- 


im fact, an S-A. Wall, Wich leases the handle. To 
pull—and it. will held, ‘until you lower the load, the crank 
i a grag A regs must be turned in the re- 
a ee ee) 6«6(lVer ere: 

Style No. No. 280 No. 300 No. 310 No. 320 
Weight 56 lbs. 80 lbs. 150 Ibs. 150 Ibs. 
I-man capac... 500 Ibs. 750 Ibs. 1000 Ibs. 1500 Ibs. 
Paes’ 8 $14.00 $18.00 $40.00 $60.00 
STEPHENS -ADAMSON MFG. CO. AYRORA 


LENC.ARA 


MO 
Saas eo fie is 


S-A BELT CONVEYO 


STE 











Poole Gears 


For Every Industrial Use 





We have gears of every 
standard fixtures that will meet your most exacting 
requirements. 


size and type—16,000 


Tell us your problems and let our engineering 
Department recommend the proper gears to use. 
This is part of our gear service. Use it. We also 
make reduction gears, castings and special machin- 
ery. Catalog No. 259 sent by request. 


Poole Engineering & Machine 


Company 
Woodberry, Baltimore, Maryland 
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ALLEN 


the 30% stronger hollow screu 


30% extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the 
steel around the socket-hole, and heat-treated scien- 
tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 

with no chips in the bottom. The entire length of the 
HT “Allen” is utilized either for solid metal at the point, or 
HI depth of socket for the wrench. All sizes in stock from % to 
14%” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
Wrenches—Allen process. 


| The Allen booklet, with its charts of sizes and 
| prices, will make itself useful to every mill sup- 
tly dealer who sends for it. 


The Allen Mfg. Co. 


_ 143 Sheldon St. Hartford, Conn. 


























When writing to 


Advertisers 


please mention Mitt Supp ties. 
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PMLL QUPPLIES 
secretary, and later vice-president and treasurer. In 
October, 1924, at the death of Mr. Baldwin, he was hon- ROBIN BRAND 
ored by his final promotion to head of the company. He 
had been ill for approximately two months before his e e 
as Wiping Cloths 
Edward Drummond Libbey 
» a . + ts . 19] > y . ° sty a4 . ~ ~y 2 
Edward Drummond Libbey, president of the Libbey A Specific Grade for 
Glass Manufacturing Company, Toledo, Ohio, died at his A S P 9 
home in that city on Friday, November 13th, following pectic © urpose 
a short illness with pneumonia and intestinal influenza. AN ORGANIZATION WITH A POLICY 
With Mrs. Libbey, he had returned to his home only ica tonal oye tablished since 1891. The 
RA aaa Prem ge mnie tage ae : a alee ur business has been established s . T 
recently after a summer in Egy pt. Son of a successful steady customer friends that we have made during 
glass manufacturer, Mr. Libbey won a _ distinguished these many years we value highly and it is more 
place for himself not only in the glass industry, but also of these steady and Repeat Customers that we 
as a patron of the arts, and only recently gave a $1.000,- earnestly solicit. Once a customer — 2 CUs- 
000 gift to the Toledo Museum of Art tomer is an old adage and the years of contact 
: papas — eae : with steady trade has made us fully conscious of 
Mr. Libbey was born in Chelsea, Mass., April 17, 1854, its meaning. 
a son of William Ras and Julia M. Libbey. His father was We are the largest producers of wiping cloths in 
the confidential clerk of Jarvis & Commeraiss, glass im- the United States and pioneers in the classification 
porters and manufacturers, and later purchased the busi- of wiping materials. While the average operator 
ness of his employers. In 1874, the son entered the gl ass markets about 6 grades of mixed materials, we 
Siiliinciies ak tania tes death ak tlc fetiee be divide our products in 24 different classifications, 
yusiness as partner, and on the death of his father be- segregated for texture, size and appearance. “A 
came sole proprietor of the business. In 1888 he moved specific grade for a specific purpose.” The above 
to Toledo, Ohio, where he incorporated under the name grades are regularly produced each and every day. 
of the Libbey Glass Company To all mill supply houses we especially invite in- 
Sls ees seieie. Mica 2 ae oe quiry, telling us your problems. We will be glad 
Mr. Lib ey was largely _Interestec in t le deve opment to explain our grading—“A specific grade for your 
of automatic machinery for the manufacture of glass- specific purpose,” this will mean a great saving to 
ware, and introduced to the trade the Owens bottle blow- you. Write us now. 
ing machine, which eliminated entirely the old hand and Safeguard the health of your customers’ employes 
lung methods of manufacturing glass bottles. This in- —— a, washed and —— oo 
caieaas a8 a en ee ae aaa alias a . : e accepte interpretation of washed and steri 
vention wa: age * ~— the world. Po the wa ized wiping cloths by the honest manufacturer is 
supply field, Mr. Li ybey is pr incipally known as the man- as follows: 
Braetares of the first Amel ican mace gauge glasses. He That each and every cloth, regardless of its appear- 
was president of the Toledo Glass Company and the ance, must be washed in boiling water with a lib- 
Libbey-Owens Sheet Glass Company. He was also presi- eral amount of Soap Chloride and Soda, at least 50 
dent of the Toledo Museum of art, and it was largely minutes; that the — be — in — pn 
through his efforts that the latter now occupies a leading tumblers especially manufactured for this work at 
: a temperature of not less than 212 
place in the art world. He was a member of numer- 
ous clubs Nothing short of the above will protect your cus- 
pe : : ag * , tomers’ employes against contamination in using 
Mr. Libbey was married in Poledo, June 24, 1890, to wiping cloths. 
Florence Scott, a daughter of Maurice A. Scott of that i 
city, and is survived by her. The Guarantee as Specified Below Appears 
ee on Each Invoice 
Clinton H. Brown 
Geo. Rahmann & Co., New York, has announced the ; GUARANTEE Bias: 
sudden death of Clinton H. Brown, who represented the We guarantee material delivered on this in- 
commeny for many years throuchout eastern Peuncvi voice to have received the following STER- 
pa a 01 1any } cars 1rougnou eastern ; ennsvVi- ILIZING PROCESS. 
vania, and Who was highly regarded by the Rahmann |. WASHING: By a solution of soap, soda 
officials. Death followed a four weeks’ illness with heart chloride of lime, and boiled with water at a 
disease. Mr. Brown was 47 years old and made his home continuous boiling point for not less than 50 
at 183 Vermont avenue, Newark, N. J. Funeral services minutes, and rinsed at least five times. 
were held from the home of his parents, in Dover, N. J. 2._DRYING: By steam heated tumblers, 
I =e > oar a pas ; which have a temperature of not less than 
nterment was at Buttzville, N. J. Besides his parents, | 212 F. throughout entire drying process. 
Mr. Brown is survived by his wife, one sister and one : 3. Each and every cloth has been processed 
brother. I in our own plant, under our own supervision. 
W. W. Ross All goods shipped subject to your approval—Return 
' : : 5 e jie = at our expense if not satisfactory 
W. W. Ross, president of The Ross-Willoughby Com- 
pany, Columbus, Ohio, died at his home in that city on D. ROBINSON & SONS 
Tuesday, October 20th. 
cae , cturers of < Br Wiping Cloth 
— ee oe : Main Chen oe Pde 
abbitt s om onsumption 1342 Harper Avenue, DETROIT 
The total consumption of babbitt metal in September enel: Clinis aodk Wastes 
amounted to 4,621,033 pounds, as compared with 5,441,- Chicago B Cleveland s Toledo 


823 in August. 
27 


The figures are based on reports from 
manufacturers, 








Grand Rapids - Lansing, Mich. 
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high grade materials. 


Price reasonable. 


ATLANTIC Bar Belt Dressing 


Ca 20 Years on the market without a Complaint 


Remember, “it’s the squeaky wheel that gets the grease.” The Belt, 
the silent worker, seldom complains when neglected or overworked. 
Its life is a short one under these conditions as it soon rots and cracks. 


ATLANTIC BELT DRESSING will prevent this. Always made of 


Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 














Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. 


ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Sizes 2 in. to 12 in. Inclusive. 




























The Atlas 


Car Mover 


Uses all the energy to PUSH 
the car. No energy wasted 
in lifting it 
The Chief Engineer 


of tests of one of America’s leading 
railroads, after experiments with vari 
ous makes of movers, said of the 


L ATLAS 







ATLAS: “It will move a car farther in 
a given number of strokes than any 
other mover, and with less effort.” 





Backed by our Unqualified Guarantee 


Our Distributors’ Proposition 
will interest any supply house 
that is not selling Atlas Car Mov- 
ers. Send for it. 


Appleton Car Mover Co. 
Appleton, Wis. 


“In Every Plant an Atlas Car Mover” 








A Specialized Service for 
Mill Supply Distributors 





B-262 
Standard Ball Float 


Out of this has developed a 
large line of standard equip- 
ment, such as pipe coils and 
bends, condensers, cookers, 
steam jacket kettles, stills, va- 
cuum pans, valves and fittings, 
coolers, evaporators, tanks, 
floats, dippers, feed water heat- 
ers, and our newest product— 
HarBronz bearing metal. 


Our highly specialized plant 
in Chicago can perform a dis- 
tinct service for most mill sup- 
ply houses. Since 1884 we have 
made copper and brass equip- 
ment for manufacturers of food 
products, varnish manufactur- 
ers, tanneries, distilleries, and 
numerous other industries. 





B-280 Convex Type 
Expansion Joint 


Supply houses can come to us for any of this 
copper and brass equipment with the assurance 


that they are 


giving their customers the best 


that can be had. Write for illustrated folder. 


Arthur Harris & Co. 


Engineers—Coppersmiths—Brass Founders 


Brass Finishers 


210-218 N. Curtis St., Chicago 

















When writing to Advertisers please mention Mitt Suppiizs. 
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SEEK NEW LINES TO SELL 
The National Supply and Machinery Distributors Association | 
Making Interesting Inquiry 

What new lines can be handled by mill supply distrib- 
utors which will increase volume and more particularly 
net margin? 

This was one of the questions discussed at a meeting 
of the executive committee of The National Supply and 
Machinery Distributors’ Association on November 5th. 
The committee decided that an expression of opinion be 
secured from members on this important question. As a 
result, Secretary-Treasurer George A. Fernley has issued 
a questionnaire as follows: 

“First—What lines closely allied to mill, mine and fac- 
tory supplies can be added to those items which are gen- 
erally considered as staples, and which can be sold by 
your salesmen to their present customers? 

“Second—Is it advisable for mill supply distributors to 
handle such lines as electrical supplies, radio supplies, 
steel products such as bar iron, bar steel, sheets, plates, 
and other such products? What has been the experience 
of our members in handling such lines? . In connection 
with such lines, is it necessary to organize a separate 
department of the business, and to employ a separate 
sales force?” 

Control of salesmen is another problem which has been 
receiving attention from the National Association. In a 
general letter of October 27th, members were asked 
whether they furnish their salesmen with information 
as to actual costs, whether the salesmen receive one price 
or a range of prices, and as to whether salesmen had 
authority to meet cut prices. 

In reply to the question as to information about actual 
control costs, 43 members replied that they give costs to 
salesmen, while 45 stated that they do not. 

The replies to the question of single or plural prices 
showed that 41 members give their salesmen one price, 
while 50 members give two or three prices, depending 
upon quantity, credit standing of the customer, competi- 
tion and other factors. 

Only nine members admitted that their salesmen had 
authority to meet cut prices. The others stated that the 
power to authorize cut prices is vested in the office, gen- 
erally in the sales manager, but in some cases prices could 
be cut only upon authority from the president of the 
company. 

Secretary-Treasurer Fernley has also recently sent out 
a copy of a resolution in behalf of favorable resale price 
legislation, urging the members to present it to civic 
and commercial organizations in order to assist in the 
efforts to interest members of congress in the speedy 
passage of the bill, which will be introduced by the Amer- 
ican Fair Trade League. 

The Department of Commerce has asked to be advised 
as to which five of the items, recently suggested by the 
mill supply field for early simplification, should have 
attention first. Members have therefore been asked to 
check five items from the following: Bolts, auger bits, 
Swiss pattern files, pliers, socket wrenches, steam gauges, 
oil and grease cups, cotton and wool wastes, link chain 
and attachments, die stocks and holders, lathe dogs, screw 
hook and eyes, escutcheon pins, padlocks, nails, drills, 
machine screws, rules and tapes, cast iron and malleable 
fittings, screw drivers, lock washers, radiator valves, 
abrasive materials, valves and fittings, tackle and snatch 
blocks, cutters and reamers, round adjustable dies, brick 
and plastering trowels, wood screws, hammers and hatch- 
ets, vises and wrenches. 








MULLINS 


Steel Stampings 
Standard for forty years 


Mullins Steel Stampings are unsurpassed 
in strength and durability. Our modern 
equipment backed up by many years of 
experience enables us to produce metal 
stampings of high quality. Our large 
stock of standard steel factory equip- 
ment permits us to make prompt ship- 
ments. 


PRESSED STEEL SKIMMER 





Figure 66 


All steel riveted handles. Prices on 
skimmer bowls without handles quoted 
on application. 


MELTING BOWL 







Figure 279 


PRESSED STEEL 
DIPPING AND \ 
POURING KETTLE < 
Figure 1175 


We also make a wide variety of steel 
factory equipment inch:ding Steel Shop 
Barrels, seamless stee] tote pans, tool 
boxes and cuspidors. Our products are 
sturdily built to stand rough handling 
and to give maximum service. 


Write for Bulletin No. 21 


Mullins Body Corporation 
102 Mill Street Salem. Ohio 
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ALLIGATOR 
STEEL BELT LACING 


FLEXIBLE STEEL LACING £o.- 
4633 Lexington St., Chicago, U. 
England at 135 Finsbury Pave., London, E. ‘c. % 


On Semaine Belt 
Lacing 


When you recommend a belt lacing 
for any special drive, remember that 


the lacing of your choice will probably 
also be used later, on other belts and 
drives whether covered by your 
recommendation or not. 


ALLIGATOR STEEL BELT LACING 
is suitable for any drive on which a 
joined belt will give efficient service. 
You can recommend it “blind.” 





© ss cihinii tat taeda dibs 


Applied with a hammer as the only tool. 
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“HYATT” 
ADJUSTABLE PILLOW ROLLER ADJUSTABLE POST 
BEARING APPLIANCES 


ALL SIZES ALL KINDS 





ADJUSTABLE BALL AND 
SOCKET HANGER 


‘Representatives will tind it distinctly to their 
advantage to procure finished Frame requirements 
from authorized manufacturers 


VALLEY IRON WORKS 


ENGINEERS MACHINISTS FOUNDERS 
WILLIAMSPORT. PA.. U.S. A. 





BALL AND SOCKET 
PILLOW BLOCK 


WITH WEDGE ADJUSTABLE SOLE MATE Cy VALLEIRON [3 _ 


BALL AND SOCKET 
PILLOW BLOCK 

































When You Seil 
Cocheco Belting 
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You Are Bound to Win 


In the ordinary method of doing business, when you sell 
belting or other products, you may or may not find it profit- 


able. However, when you sell COCHECO belting you are sure - 


of the results expected, because 


The Selling Policy Protects You 


Our products are guaranteed when sold, and if the belt we 
send you is not as good as any other—better than most—you 
can send it back at our expense. You see, you cannot lose. 

If you want to reduce to a minimum your belting troubles 
and make this department a smooth running, profitable one, 
we suggest that you send for literature and other details of 
our proposition. 


I. B. WILLIAMS & SONS 


DOVER, N. H. 
71-73 Murray St., 111 Summer St., 14. N. Franklin St., 
NEW YORK BOSTON CHICAGO 


Moore & White 
Friction Clutches 


40 Years on the Market 


Over 200,000 in Operation 


Our ‘‘1925”’ 
Catalog sent 
free on re- 


quest. 


Ask for 
Catalog “C” 





Ea om 


The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 
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NOW UNDER NEW MANAGEMENT 


Many Changes of Recent Date in Columbus Iron Works Co., 
Which Plans Mill Supply Expansion 


Columbus Iron Works Co., Columbus, Ga., mill supply 


dealer and manufacturer, is now operating under its | 


new management. E. S. Waddell, vice-president of the 
company, has furnished MILL SUPPLIES with the follow- 
ing additional facts about the recent reorganization of 
this company: 

“WwW. C. Bradley, of Columbus, acquired the controlling 
interest of the Teague family in the Columbus Iron 
Works Co. just a few weeks ago, and he is now presi- 
dent of the company. The other officers are: Vice-presi- 
dents, D. A. Turner, F. W. Teague and E. S. Waddell; 
secretary-treasurer, G. N. Hunter. 

“G. D. Moss, who has been in charge of our mill 
supply department, has tendered his resignation, and he 
and his brother, A. H. Moss, are going to engage in a 
similar line of business here in Columbus. It is our pur- 
pose to fill these vacancies in the mill supply department 
without delay, and the business in that department will 
go along just as heretofore, but doubtless on a much 
larger scale than has been the case up to the present 
time. It is our intention to add many items to the line 
that have not heretofore been handled, and also to em- 
ploy additional traveling men, as well as additional em- 
ployes in the main office. 

“The mill supply department is a comparatively recent 


addition to our company’s other activities. We have had | 


this department organized for approximately three or 
four years. During that time nice progress has been 
made, and the business in general has held up well and 
showed a satisfactory profit.” 

The Columbus Iron Works Co. was established in 1856, 
incorporated in 1877, completely destroyed by fire in 
1902, rebuilt and enlarged immediately afterwards and 
further expanded during the period between 1911 and 


1920. During the Civil War the confederate govern- | 


ment commandeered the entire plant for military pur- 
poses, and cannon, shrapnel and various other war neces- 
sities were manufactured from 1861 to 1865. The com- 


pany also claims the distinction of being the first manu- | 


facturer in the United States to make successful ice 
machinery for commercial purposes. It is still making 


this particular type of machinery, which is the absorption | 


type, and is also manufacturing compression ice-making 
and refrigerating machines in various units. 


ose 


Clipper Exhibits at Shows 

The Clipper Belt Lacer Company, Grand Rapids, Mich., 
has a very attractive and interesting exhibit at the fourth 
national exposition of power and mechanical engineering 
at the Grand Central Palace, New York, which opened 
on November 30th and will continue until December 5th. 
Edward R. Dawson and William F. Kall were in charge 
of the Clipper booth. The exhibit included Clipper belt 
lacers in four models, two models of belt cutters with 
safety feature, the various sizes of belt fasteners or 
hooks, including the rustproof hooks, also the various 
types of connecting pins. In addition, the exhibit in- 
cluded a moving belt display which shows belts running 


at various speeds and under all sorts of conditions. The | 
display is constructed entirely of aluminum and all mov- | 
ing parts run on ball bearings, making the display prac- | 


tically noiseless when in operation. The Clipper com- 


pany will also exhibit at the Onondaga hotel, Syracuse, | 


N. Y., at the ninth annual industrial safety congress and 
exhibit. John Jepson will be in charge. 











Demonstrate 


A demonstration of the Oster 
Power Drive’s ability to combine 
the simplicity of the hand tool 
with the advantages of power 
operation will interest every pipe 
threader in your community. 


The Oster 


This outfit threads and cuts-off 
the common sizes of pipe at the 
turn of a switch, requires little 
space and is really portable. 


Power Drive 


The Oster Power Drive for hand 
pipe tools operates from an ordi- 
nary light socket at an average 
power cost of only a few cents 
per day. 


Invaluable for general mainte- 
nance work and equally service- 
able in the shop or on the job. 
Write today for full particulars. 


OSTER 


The Oster Manufacturing Company 
Vanufacturers of the most 
complete line of ptpe thread- 
ing equipment in the world 


2087 E. 61st PI. Cleveland, O. 
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WATSON-STILLMAN : 
HYDRAULIC FITTINGS 


SS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken 


hydraulic fittings. 


systems from pipe to press. 
70 years is at your disposal. 


Write for catalogs. 





in the selection of 
You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. 
build everything necessary to the installation of hydraulic 
Our experience of nearly 


Watson- 


We 





THE WATSON-STILLMAN CO. 


198 Fulton St., New 


W idener Bide. 


York 





CHICAGO, McCormick Bldg. 











Geared Utility Tool 































Type-C Motor 
vs H.P. A splendi 


light grinding work or 





equipped 


three-step pulley. 


with 
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A splendid tool for 
= lad ha Cast.t 
use as a small power unit. ame 
Regularly 
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Dumore products are ‘“‘want- 







1 flexible shaft driven tool Vo. so ed”? products because they 
for those hard-to-get-at drill- ™ Tinde,” have established a reputation 
— a” mic aonggie ic ee a ee P for their ability to work hard 
of ie papas cer ae %. Pp and wear well. Buyers have 






come to expect only the high- 
est type of efficient, satisfac- 
tory service from Dumore 
products—and that’s the only 
kind they get. 

That’s why any tool or appli- 
ance bearing the Dumore 
name is easy to sell. And be- 
cause it’s easy to sell, the Du- 
more line presents jobbers 
and dealers with a real oppor- 
tunity to increase profit. 

In addition to the consumer 
good will enjoyed by Dumore 
products, we offer a compre- 
hensive selling plan, national 
advertising and generous dis- 
counts to further interest the 
man whois on the lookout for 
profitable propositions. _ 

If you’re curious, just drop us 
a line and we'll tell you the 
whole story. 


Wisconsin Electric Co. 
46-16th Street, Racine, Wis. 


Dumore 


PRECISION TOOLS 
and APPLIANCES 
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Trade Literature 








Manufacturers of belting will find much of interest in 
a recent report which the Department of Commerce has 
published on “International Trade in Machinery Belt- 
ing.’ This report was compiled by E. G. Holt, assistant 
chief of the rubber division of the bureau of foreign and 
domestic commerce, and contains a general survey of the 
world’s belting industry. The export trade of each coun- 
try is treated separately, and the principal classes and 
types of belting are described. Copies are obtainable for 
15 cents from the Superintendent of Documents, Govern- 
ment Printing Office, Washington, D. C. 

Catalogue Department, Brooklyn Daily Eagle, Brook- 
lvn, N. Y., has just completed a new catalogue for the 
McGowan-Lyons Hardware & Supply Company, Mobile 
Ala. 

Billings & Spencer Mfg. Co., Hartford, Conn., has 
issued a new catalogue, showing its complete line of 
wrenches and drop forgings. This is the 36th edition of 
the company’s catalogue. 

The Whitman & Barnes Manufacturing Co., Akron, 
Ohio, to announce its new “Hercules” high speed twist 
drills and reamers issued an advance section of its new 
catalogue, No. 93. Price lists on the new lines are in- 
cluded. The company is also distributing to the trade 
a new series of four-page testimonial letters. 

Mossberg Pressed Steel Corporation, Attleboro, Mass.., 
has issued a new catalogue covering its line of pressed 
steel reels and spools and other appliances for the wire 
industry. 

Victor Balata & Textile Belting Co., New York, has 
issued a new four-page circular illustrating and describ- 
ing its ““Karbelt’”’ for carlighting. 

American Engineering Co., Philadelphia, has issued a 
new catalogue covering its line of Taylor stokers. 


~<a 


Contract for National Tube 

Gibbs Brothers, Inc., New York, designers of the 
Steamship Malolo, said to be the most powerful high 
speed passenger steamship ever built in the United 
States, have received word from Cramp’s shipyard, Phil- 
adelphia, that the National Tube Company, of Pittsburgh, 
has been awarded the contract for furnishing the seam- 
less drawn steel tubing for the main steam lines in the 
engine and fire room, the order including 74 pieces of 
tubing, with a total length of over 500 feet. The Crane 
Company, Chicago, received the order for the angle, 
globe and cross valves of the ship, the order covering 17 
items, ranging from 3/4-inch heavy globe and angle 
valves to six-inch extra heavy marine globe valves and 
heavy standard angle and globe valves of the same size. 
The new ship will be launched this spring and will run 
between San Francisco and Honolulu. 

_9—et 9 
Claims Milling Saw Record 

Henry Disston & Sons, Inc., Philadelphia, reports what 
it claims to be a new record by a milling saw. A 21-inch 
interlocking milling saw, which was in operation for 155 
working days without removal for sharpening or repairs, 
cut in that period 1285 pieces of steel ranging in diam- 
eter from three inches to 7% inches of various grades, 
including cold rolled steel, soft or machinery steel and 
other steels up to .40 and .50 carbon. The saw was used 
in the establishment of Horace T. Potts & Co 
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That make the 
Prentiss Vise 
easy to sell 


Buyers are looking for vises that give effi- 
cient, dependable service not only when 
new but after years of constant use. 


They never fail to appreciate the five Prentiss 
construction advantages that definitely assure 
this super-service, taken with the quality of 
materials and workmanship that enter into every 
Prentiss Vise. They are: 


1 Detachable steel Jaw 
faces, accurately surfaced 





and tempered. Easily re- 
placeable. 


Castellated collar fasten- 
ing with prongs firmly set 
in the shaft. No set 








screw. Positive movement 


. a 4 of front jaw with lever 
’ he for the life of the vise. 
‘ ‘em the Cheney. Drop 


forged from a_ special 3 Sliding arm machined 
grade of steel; fitted 

with a ‘*Never-Slip” separately on all four 
sides to .002 in. tolerance. 


Handle; th famous 
Cheney Wedge that 
seeps the head tight vi * 

always and guaranteed 4 Press-forged head, an in- 
pg gs ER *tegral part of the screw 


will recognize its su shaft. 





5 Ball ends forged an in- 
*tegral part of the lever. 


More and more users are calling for, and buyers 
specifying, the one vise that has al] of these 
advantages—the Prentiss. 


Recommending this vise enables you to obtain 
maximum vise turnover and profits. 
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Selling From Samples 


Many thousands of boxes of OVALHOLE Hollow 
Center Packing have been sold from this small, compact 
sample case. It only weighs one quarter 1b. and fits 
easily into the coat pocket. 

This little sample case, containing five samples of OVAL- 
HOLE Packing and the small pocket size catalog are all 
a salesman needs to sell packing for every service and 
secure a full share of the packing business in any ter- 
ritory. 

A sample is a great help in selling anything, especially 
packing. The man who uses packing likes to “see” and 
“feel” it before he buys and, as soon as he sees a sample 
of OVALHOLE, he is interested in the mechanical prin- 
ciple of the oval hollow center. 


Too much cannot be said in favor of carrying samples 
although it would be a physical impossibility for a mill 
supply salesman to carry samples of his entire line. 
OVALHOLE is the ideal packing for the jobber to 
handle because five small samples are sufficient to illus- 
trate and demonstrate an OVALHOLE Packing for use 
anywhere in the steam plant. 


OVALHOLE Packing is a patented specialty that gains 
the immediate attention of the mechanical man. An 
OVALHOLE sample case, shown to the engineer, has 
often proved to be the entering wedge for a new account. 
The salesman who carries an OVALHOLE sample case 
is fully equipped to sell packing and secure a good 
volume of business from his territory. 


THE HOLLOW CENTER PACKING Co. 
6524 Euc.ip AVENUE 
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Highly Successful Sales Contest 


Sales Manager of James McGraw, Inc., Announ 
of His Recent Experiment, and Tells How 


ces the Results 
the Men 


Were Brought to the Fighting Point 


Are sales contests in a mill supply 


placed in our office, blocked off into 
house productive of sufficiently good 


11 columns opposite the salesmen’s 


results to the business as a whole? names. The first column, A, repre- 
That is a question which has been a sented babbitt metal of all kinds, 
much discussed one in sales litera- second column, B, belt of all kinds, 
ture for many years. Now H. T.  C for packing of all kinds, D for 
Wagener answers the question in the Wood’s molydenum steel shovels, E 


affirmative, 


and backs up his argu- for Milford hack saw blades, F for 
ment with his own experience. Mr. hose of all kinds, G for Dodge power 
Wagener is the sales manager of transmission equipment, H for wood- 
James McGraw, Inc., Richmond, Va working machinery and machine 
mill supply distributor. In the Au- 





gust issue of “The Mill Supply Sales- 
man” Section he contributed 
impressions of the value 
of taking along a sample 


some 


that he was pushing the particular 
item selected by him for this mis- 
cellaneous column. 

“Some very interesting action was 
secured before the contest was over. 
The spirit of the men was a source 
of great gratification. The results 
from day to day showed us several 
very interesting things. We could 
look at the blackboard and point out 
to the individual salesman the fact 
that his sales on such and such an 
item were falling away _ behind, 
whereas some of the other sales- 
men’s sales on the same 
items were away up. In 











on selling trips, and in- 
cidentally mentioned the 
fact that he-was at that 
time inaugurating a se- 
ries of sales contests for 
the salesmen in his own 
organization. Now Mr. 
Wagener announces the 
results of that initial 
contest. 

The first prize winner 
was L. B. Mize of the 
McGraw sales organiza- 
tion. The second man 
to finish was C. S. 
Moore. Next in line for 
the honor rank was S. D. 
Nunnally. 


ale a sl Left to right, S. D. Nunnally, L. B. Mize, C. S. 
the sales contest,” says Mr. Wag- tools, also such items as boilers, en- 
ener, “we had come to the conclusion gines and pumps, I for Norton 
that all our men were paying too grinding wheels, and J for Akron 
much attention to the items in our wheelbarrows, scrapers and _ con- 


line, such as pipe, boiler tubes, bolts, 
bar iron and such products, which 
carry a much smaller percentage of 
profit than some other items. 
“Accordingly, we started a con- 
test on specialties. We picked out 
ten specialties. A blackboard was 


crete carts. The eleventh column, 
M, for miscellaneous, was for any 
specialty other than the above ones, 
which the salesman would like to 
pick out for himself. In connection 
. with this selection, it was necessary 
that the salesman notify the office 





other words, before the 
contest was over, the 
men were fighting with 
might and main to lead, 
not only in the contest, 
but! in each individual 
column. 

“The grand prize was 
awarded to the man who 
had the largest total 
number of points at the 
conclusion of the con- 
test, and another prize 
was given to the man 
having the largest total 
in each column. A spe- 
cial prize was given to 
each man selling some- 
thing in each column at 
certain periods during the contest.” 

L. B. Mize, winner of the grand 
prize, finished with a total of 1325 
points, C. S. Moore had 1100 and 
S. D. Nunnally 945. T. H. Oxen- 
ham was fourth with 804. Other 
scores were: S. R. Tucker, 470, E. 
H. Bland, 329, and D. H. Parnell, 
173. 

In the column under 
ous” Mr. Nunnally 


Moore 


“Miscellane- 
led with 70 


Sterne! 











“Babbitt Metal” Mr. 
Tucker won with 43 points. Under 
“Belting” Mr. Nunnally again was 
the leader with 447 points. Here are 
the other column winners and their 
point scores: ‘Packing,’’ Oxenham, 
271; “Shovels,” Moore, 33; “Hack 


points. Under 
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Saw Blades,’”’ Moore, 117; ‘‘Hose,”’ 
Mize, 86; “Power Transmission,” 
Tucker, 54; ‘‘Machinery,” Moore, 


302; “Grinding Wheels,” 
“Wheelbarrows,” 
Mr. Wagener says: 
that after the end of 


Mize, 760; 
Moore, 35. 

“We feel sure 
this contest, 


Don'tTrytoBeSanta Claus 


Read What Happened to One Mill Supply Salesman Who 
Thought He Ought to Send a Present to One 


of His Best Customers 


Now that football debts are all 
settled and the indoor sports are once 
more coming into their own, and 
with the famous old boy with the 
reindeer and sleigh already busy 
with his early shopping cohorts, it 
might be well for mill supply sales- 
men and their superiors to give a 
thought to Christmas giving. 

Before going into this 
brown study,” consider the plight 
of a mill supply salesman, who 
dropped in for a chat with Ye Editor 
a few days ago, and who in the 
course of his visit narrated his 
personal experience, somewhat as 
follows: 

“This Christmas 
giving has certainly got me up a 
tree’ he began, “and I don’t know 
what the answer is. Do you?” 


“dark 


business of 


“Sure,” replies the eager listener, 
“send her candy, or flowers or sta- 
tionery. Always proper, you know.” 

“No, you’re all wrong. I’m a 
married man and I am not referring 
to that kind of giving. What I mean 
is this business of sending some of 
our friends, who give us nice busi- 
ness during the year, a little sou- 
venir, as it were, something to show 
appreciation. I had an account a 
year ago that was netting me a nic2 
big commission every month. It 
would run up to $1500 a month, with 
five per cent on that for my rake. 
I forget what the house was giving 
away last year, but it seems to me 
it was calendars, or something along 
that line. I hated to waltz in to my 
good purchasing agent friend, and 
say, ‘Bill, here’s a nice little Christ- 
mas present for Hang it on 
the wall and mark up alternate 
Tuesdays and Thursdays. That’s 
when you'll me all next year. 
Keep me in mind.’ 

“Well, I knew Bill had a Ford 
coupe, so I went down to an auto- 
motive accessories house and bought 


you. 


see 


some tools of a special brand, some 
I figured he wouldn’t have in his 
kit, but which would be useful to 
him. I guess it totaled around 
eighteen bucks for the entire lot. 
I wrapped it up neatly as was pos- 


Let Santa Do It 
Some mill supply salesmen surmise 
Themselves Santa Claus in disguise, 
With bags bulging wide, 
Grand presents inside 
Their customers thus to surprise. 


Of course it’s pleasant to dream 
Of passing gifts out in a stream 
To the boys who’ll sign 
On your dotted line, 
Which means for you gravy and cream. 


3ut giving costs money, you know; 
You can’t buy gifts without dough. 
While it may be nice, 
What an awful price 
For the sake of playing Joe Blow? 
You give Jones a box of smokes 
Whenever he lights one, he chokes. 
What he thinks of you 
’Twould never do 
To tell to those who like jokes. 


And Smith gets a quart of moon, 

Poor Smith’ll be leaving us soon, 
’Twas a hundred proof. 
Would a bootlegger spoof? 

Oh please play the funeral tune. 


To Brown you send a pen 
You didn’t send one to Wren, 
So Wren is sore 
He’ll buy no more 
You’ll see when you call again. 


Van Sickles is hot inside. 
You’ve sorely hurt his pride 

By trying to buy 

His biz with rye. 
A thing you shouldn’t have tried. 


More blessed to give than receive 
Is what salesmen shouldn’t believe. 
It’s best to pause 
Don’t play Santa Claus 


Your conscience you'll greatly relieve. 


December, 1925 


we had the men thinking more about 
items that carry a large percentage 
of profit. We are now running a 
sales contest each month on one par- 
ticular line, giving a prize for the 
largest total number of points in 
this line during the month. 


sible, slipped my card in the pack- 
age, and dropped it into his coupe. 

““A couple of weeks after Christ- 
mas I began to notice a change in his 
attitude. He began to be a little 
cool, and as time went on he would 
occasionally intimate that the house 
for which I worked was a piker out- 
fit. 

“Finally one day he rather hinted 
that I was making a good thing out 
of his orders, and although he didn’t 
come out flat footed and ask for a 
split, he might just as well have done 
it. I told him point blank that if he 
supposed for a minute that I was 
going to pay him for the privilege of 
doing business with his company, he 
was sadly mistaken. 

“To make a long story short, I 
lost the business before many 
months. I found that one of our 
competitors was slipping him paint 
with which to paint his car, and oil 
and grease and what not. I never 
did find out whether there was any 
split in commissions, but you can 
draw your own conclusions. Of 
course, this is an unusual case, and 
there are very few buyers who are 
of this caliber. I might have gotten 
the business back by going over his 
head, but as yet I haven’t done it.” 

This may be an exaggerated ex- 
ample of the folly of Christmas giv- 
ing and other gratuities, but it is a 
true story and should serve to direct 
attention to the fact that has been 
emphasized in MILL SUPPLIES ed- 
itorially at other times, that is, that 
giving gratuities is as dangerous as 
it is unethical. It is merely another 
form of price cutting, with all the 
attendant evils. 

It is a source of gratification to 
know that the majority of purchas- 
ing agents are now definitely ov- 
posed to the Christmas present evil 
and that many of the leading mill 
supply house executives have decided 
in recent years to abolish the abom- 
inable practice. There is still need. 
however. for some educational work 
among the salesmen to discourage 
the latter from trying to plav Santa 
Claus, and it is up to their sales 
managers to see that they recognize 
that such giving is not good sales- 
manship. 
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Answering the High Price Objections 


When the Buyer Hands You the Old Song and Dance 
About How Much Lower He Can Buy, Then Is 


“Your price is too high.” 

You have probably heard some- 
thing like that from the tongue of a 
buyer. Perhaps you have heard it 
many times—and that with no re- 
flection upon your prices either. Be- 
cause the buyer says your price is 
too high is no evidence that it is too 
high, and only the ineffective sales- 
man accepts that statement serious- 
ly from a buyer or admits that it 
is true. 

“Your price on those leather belts 
is too high,” said a buyer who was 
approached by a belting salesman. 
“T can buy a satisfactory belt, good 
enough for my purposes, for 
money.” 

The salesman had his cue right 
in that buyer’s statement. The buy- 
er said his price was too high, but 
in the same breath he virtually ad- 
mitted that he did not mean too 
high, quality considered. What he 
really said was that he did not want 
to pay that much for belting. He 
could get along with a cheaper grade. 

What would any good salesman 
do in such a case? He would pro- 
ceed to prove convincingly to that 
buyer that the good enough belting, 
priced lower, would really be the 
more expensive belting in the end. 
Two belts at $100 each might last 
as long as one belt at $200, but the 
$200 belt would be the cheaper be- 
cause in using that you would be 
using only one belt at the waning 
end of its service, when otherwise 
you. would have the _ increased 
chances of a crippled belt through 
two such periods. And that 
nothing of the additional cost and 
labor of making the change. 
ADDITIONAL ADVANTAGES 
salesman in the above in- 
added a further advantage 
his house offered to offset the price 
inducement of the competitor. “We 
give you twenty-four hour service in 
case of accident,” said he. “The 
Bolton Corporation had a main-drive 
belt crippled by an accident, the 
whole plant was tied up and the tie- 
up was costing a lot of money every 
hour it lasted. We got a hurry call 
from them and inside of twenty-four 
hours a new hundred and eighty 
foot tandem drive belt was operating 


less 


says 


STRESS 
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stance 


the Time for Real Salesmanship 


FRANK FARRINGTON 


in that plant. That’s the kind of 
service that is behind our belts.” 
“You want too much money for 
that oil pump,” said the buyer for 
a power plant. “Cheeper’s pumps 
are ten per cent lower than yours.” 
What the oil pump salesman 
thought was, “Yes, and they are fifty 
per cent lower in quality.” What 
he said was, “Our oil pumps may 
be a shade higher priced than some, 
Mr. Buyer, but we believe they will 
vive more than a shade bigger value. 
I could show you oil pumps of our 
make that have been in use for 
twenty-five years and are doing as 
good work today as the day they 
were installed. Of course all manu- 
facturers guarantee their pumps. 
They will take care of any difficulty 
that arises during the first year of 


use. A few makers are willing to 
stand behind their pumps for a 
longer period. We guarantee our 


pumps for life. That means that we 
will make good on any oil pump of 
ours that fails you for any reason 
save for misuse or neglect or what 


Wear you know is normal for the 
time of use.” 
OFFSET PRICE SITUATION 
Right away these salesmen, you 


note, draw off from the mere price 
discussion and develop a line of argu- 
ment that bears upon the real inter- 
ests that circle around the products. 
If a salesman allows himself to dis- 
cuss prices solely as prices, he gets 
into a position where the buyer gains 
an advantage over him. 

“T can’t sell wrenches at the prices 
I’d have to get for those,” a dealer 
told a salesman who was anxious to 
introduce his line into the store. 

The line of wrenches was priced 
higher than those the dealer had in 
his stock. No argument could alter 
that fact. The salesman did not try 
to deny that he was asking more 
money than some wrench makers 
demanded. 

“You can always get a price com- 
patible with the quality you are sell- 
ing,” said he. “The General Motors 
folks know the Buick is a good ear, 
but they know they couldn’t sell it 
at Cadillac prices. They can sell 
Cadillacs at those higher prices. Be- 


cause three to four thousand is 
enough for a Cadillac, doesn’t stop 
some men from paying eighteen or 
twenty thousand for a Rolls Royce. 
You can always sell a quality product 
for the price that is fair for that 
product. Now, these wrenches are 
a quality product. They are lighter, 
thinner, longer than any wrenches 
of the same strength in your stock. 
They will strip a thread or break a 
bolt before the jaws will spread. 
Can you say that of those cheaper 
wrenches? You have to ask more 
money for these, but they are worth 
more money and as soon as you ex- 
plain it to customers, they will pay 
the additional price and be glad to 
get the additional quality at any 
price.” 
THE ADVERTISING ARGUMENT 

“Your price is too high on your 
pulleys and hangers. Why don’t you 
take some of the money you spend 
in big advertising campaigns and 
cut the price on your products?” 
That was typical of a question that 
is put up to salesmen in all lines by 
the buyer who views advertising only 
as an expense, which he has heard 
runs up into large figures in the case 
of many manufacturers of products 
in his field. 

“IT wish we might lower prices,” 
replied the salesman, “but we can’t 
do it and continue in business, and if 
we stopped our advertising, our 
volume of sales would shrink until 
we would have to raise prices. In 
our business it’s just like it is with 
the Spark Plug Company. They 
spend half a million a year advertis- 
ing spark plugs and they sell fifty 
million of them. That’s about a cent 
a plug for advertising. If they 
didn’t advertise they wouldn’t be sell- 
ing fifty thousand plugs, and they’d 
have to get ten. or twenty cents 
apiece more for them. Same way 
with Campbell’s soups advertised a 
fraction of a cent a can. When they 
began their advertising, advertising 
and selling combined cost them 
around twenty per cent. Now that 
is reduced to about five per cent and 
advertising did it. You see, our ad- 
vertising, by increasing volume and 
permitting quantity production, cuts 
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prices more than the advertising 
costs.” 
“That is more than we've been in 


the habit of paying for our brooms,” 
aid a tactorv buver. “We use them 
hard and we can’t afford a fancy 


broom.” 


“This broom will prove the cheap- 
est broom you ever bought for your 
plant,”’ said the salesman. “You say 
you've en buying about ten dozen 
brooms a year of the sort you have 
had. Those are good brooms and 


you have undoubtedly got good value 
from them, but not the best of broom 
values. You can make eight dozen of 
these brooms go as far as ten dozen 
of the kind you have usually bought 
and they will you | 


cost ess money. 
We have tried out the 


different 
makes of brooms right in our own 


plant, with a fair test, and we know 
what ours will do and how they 
compare.” 

Sometimes it happens that the 


salesman’s price is too high. He is 
asking more than the quality of his 
product warrants. This may be due 
to various reasons, but the presence 
of reasons make it any 
easier for him to get his price in a 
competitive market. 
WHAT NOT TO DO 


does not 


One of the things I think a sales- 
man ought not to do in such a case 
is to try to exculpate himself and 
put the blame back on the house, 
complaining that if he had his way, 
prices would be reduced, but so-and- 
so and so-and-so. Of course the 
house is probably really to blame, 
but the loyal and ambitious sales- 
man is out to defend his house 
wherever and whenever he can, and 
even to take some blame himself if 
necessary, in order to give his line 
a better standing. 

It is discouraging work, trying to 
sell for a house that persists in hold- 
ing its prices above what they ought 
to be, but the solution of the prob- 
lem, I think, is not to go back on 
the house, but to make a change as 
soon as possible. Buyers never de- 
velop full confidence in the state- 
ments of a man who allows himself 
to criticise the management back of 
him. 

So many things enter into the con- 
sideration of what is a fair price, 
that one cannot off-hand decide when 
a price is too high. Few salesmen 
are competent in and of themselves 
to decide the question from their 
own observation and experience. 

Even when prices are a little 
higher than quality warrants, the 
answer is rarely a cut price. Rather 
it is a better grade of salesmanship. 


Any kind of price will melt before 
the attack of salesmanship—witness 
the millions of dollars worth of 
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worthless securities sold annually, 
the prices of which would still be 
too high if reduced ninety per cent. 


Salesmen’s Association 


Plans to Conduct Research Work and Issue 


Reports on Selling of Mill, Plumbing 


and Heating Supplies 


William F. Weber, secretary of the 
National Association of Plumbing 
and Heating Salesmen, believes that 
many mill supply salesmen will find 


much to interest them in the new 
organization, which was safely 


launched at a meeting in New York 
on October 16 and 17. 

The objects of the organization, 
according to Secretary Weber, are: 
“to bring together in common under- 
standing and purpose men‘interested 
in the selling of plumbing and heat- 
ing supplies, to further their ac- 
quaintance and cooperation, to de- 
velop the best in selling thought, pre- 
cept and practice, and to promote 
and maintain a high standard of 
honor and integrity in selling. 

“T might add,” says the new secre- 
tary, “that a committee on ‘better 
salesmanship’ has been appointed 
whose duties shall be to collect and 
distribute to members information 
valuable and educational in charac- 
ter, as a means of increasing effi- 
ciency and usefulness of each mem- 
ber; to develop an exchange among 
its members of the newest, best and 
most successful business and selling 
ideas, and to promote progressive, 
scientific and honorable methods in 
selling. This committee will con- 
duct research work and issue re- 
ports on special matters pertaining 
to the selling of plumbing and heat- 
ing, as well as mill suppies.” 

Here is the code of ethics which 
has been adopted by this new sales- 
men’s association: 

“To take pride and believe in our 
industry, which renders an essential 
service to the public, whose high re- 
gard we should at all times strive 
to achieve and retain. 

“To so conduct every transaction 
that the various branches of our in- 
dustry will recognize and appreciate 
the superior service of the members 
of our association and know that its 
emblem stands for the best in 
service. 

“To place foremost among our 
business activities an interest in our 


association, believing we can accom- 
plish through our collective efforts 
and co-operation what no member 
could do alone. 

“To strive ever through co-oper- 
ation to bring about the correction 
of abuses and unethical practices in 
our business. 

“To solemnly pledge ourselves to 
support the association and attend 
its meetings, since we are benefited 
by it only as we give to it. 

“To extend our helpful guidance 
to the trade so that its purchases 
may afford to it the utmost effi- 
ciency and_ satisfaction for the 
amount it may wish to invest, rather 
than to strive for the mere accom- 
plishment of a sale, always remem- 
bering that a satisfied customer is 
our best asset. 

“To endeavor to co-operate at all 
times with our fellow-members for 
the advancement of our profession 
and craft is every possible way, and 
to be willing to exchange our view- 
points freely whenever it is for the 
common good, keeping in mind that 
whatever is good for one is good for 
all. 

“To encourage and practice be- 
nevolent and charitable deeds among 
our members. 

“To realize at all times that para- 
mount necessity of making a profit 
for your employer. 

“To make every transaction a 
practical application of the Golden 
Rule, fulfilling each obligation to 
those to whom we sell, and to those 
with whom we compete.” 

The officers of the association are: 
President, William Boales, of Hoff- 
man Specialties Company, Detroit; 
vice-president, Edward Bredehoft, 
New Jersey representative of the 
Handon Boiler Company; treasurer, 


Harry LaCroix, New York rep- 
resentative of the Pittsburgh 
Heater Company; secretary, Wil- 


liam F. Weber, New York represent- 
ative of the Empire Brass Company 
and partner in the Ideal Sales 
Company. 
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“The Mill Supply Salesman” Section 


Synthetic Sales Managers 


They're the Kind That Gladdens the Hearts of 
the Salesmen and Puts the Kick Into 
Their Daily Efforts 


ERNEST H. SMITH 


When the salesman reaches the 
point where he is fully capable of 
managing his own sales efforts, he 
usually realizes the advantage of 
having the backing of a “synthetic’’ 
sales manager with sympathetic un- 
derstanding of the problems of the 
man on the road. 

The ideal sales manager is always 
“synthetic” and this is not intended 
to refer to gin or any other viola- 
tions of the “Pure Food Law.” 
Webster says that “synthetic” ap- 
plies to “synthesis,” and “synthesis” 
means,—“‘the method or process of 
deducing and combining complex 
ideas from simple ones.” So then, 
a “synthetic” sales manager is one 
who combines complex ideas from 
simple ones. 


‘ 


Webster probably wrote this defini- 
tion before the advent of Mr. Vol- 
stead. In this day of radio and 
aeroplanes, we have come to place a 
little different interpretation upon 
the word and “synthetic”? means to 
most of us the combining of the 
original ingredients in an attempt 
to manufacture the “real thing.” 

Developing this meaning a little 
further, we might say that a “syn- 
thetic’? sales manager is the result 
of the combination of all the qualities 
of the salesmen with whom he is 
associated. He would naturally have 
a keen, sympathetic (not synthetic) 
understanding of what his salesmen 
are up against when they are outside 
trying to bring the orders inside. 


‘ 


A SALESMAN’S OWN STORY 
A mill supply salesman, now con- 
nected with a large eastern jobber, 
states his case as follows:—‘I have 
had letters from a manager, 
with whom I worked for several 
years, that threw me off my balance 


sales 


for the whole week. He had no 
understanding of what I was up 
against on the road. He did not 


grasp the situations one daily meets 
in selling supplies and still he as- 
sumed an I-know-it-all attitude that 
went against the grain with every 
salesman he had out. 

“The sales manager of the supply 
house I am with now was formerly 
on the road himself. He is full of 


sympathy for every man on the 
force. He understands our difficulties 
and our shortcomings. Every letter 
I get from him is an inspiration. 
No nagging, no pounding, no un- 
reasonable complaints. Just straight 
business and a full understanding of 
what I am up against.” 

Today, most sales managers in the 
mill supply business are men who 
have graduated from the ranks. 
They realize that letters from the 
house to the salesman should con- 
tain enough of sympathetic under- 
standing to show the road man that 
his position is understood by the 
house and that while there may be 
a possibility of increasing his sales, 
it is mentioned in a way that will 
show how to do it. A letter that 
growls with criticism will never 
stimulate a salesman and make him 
feel like working harder. 

SHOULD TRY TO HELP 

The sales manager who knows will 
always try to help a fellow on the 
outside. Probably ninety-five per 
cent of the salesmen in the mill 
supply business are doing their level 
best to increase their sales, satisfy 
dissatisfied customers and keep up 
their volume of business. We say 
“ninety-five per cent,” but in all our 
travels over the United States, we 
have never run across one mill supply 
salesman who was not trying to make 
good and increase the business from 


his territory. Of course, one sales- 
man will have more ability than an- 
other just the same as one salesman 
will wear different size shoes than 
another. One man will work a little 
harder or a little differently than 
another, but practically all salesmen 
are trying to make good even when 
they feel they have a_ grievance 
against the house. 

The “synthetic” sales manager has 
placed himself in the shoes of each 
of his salesmen. He is personally 
acquainted with each man and knows 
his limitations and understands his 
problems. He realizes that each man 
is outside trying to sell supplies and 
that a word of sympathetic encour- 
agement goes a lot farther than 
goading or prodding. 

“Help, don’t hammer.” This motto 
should be hung on the wall in every 
sales manager’s office. Coaching the 
salesman, until no alibis are pos- 
sible, brings results. Every man on 
the road is out to sell goods. He 
takes pride in his sales record. If 
you don’t believe this, just listen in 
on any bunch of road men sitting 
around any hotel lobby in the evening 
and catch the trend of their conver- 
sation. Listen to the enthusiasm of 
the men who are closely in touch 
with their sales manager. They try 
to cheer up the fellow who has just 
received a hammering, criticising 
letter. They make excuses for the 
man who wrote it and try to encour- 
age the fellow who received it. 

Maybe the ancwer to all this is 
contained in the following statement 
from a mill supply salesman in Penn- 
sylvania,x—“If my sales manager 
would just take a week off and spend 
it with me in my territory, he would 
never write me the kind of a letter 
I received yesterday.” 





Ten Big Fundamentals 


Howard F. Meyers, who makes his 
home in Indianapolis and who repre- 
sents the Ohio Injector Company, 
of Wadsworth, Ohio, has a list of 
salesmanship rules which he labels 
“The Ten Big Fundamentals.” How- 
ard disclaims any credit for being 
the originator of them. He says that 
several years ago when he was sell- 
ing mill supplies for a Pittsburgh 
house, he was calling upon one of his 
customers one day and noticed the 
list of “fundamentals” displayed 
under the glass top of the customer’s 
desk. After reading them over, he 


asked permission to jot them down 
in his notebook, and now presents 
them to “The Mill Supply Salesman” 





Section for the benefit of others. 
Here they are: 

1—Be agreeable. 

2—-Know your business. 

3—Tell the truth. 

4—Don’t argue. 

5—Make it plain. 

6—Remember names and faces. 


7—Be dependable. 
8—Don’t be egotistic. 
9—Think success. 
10—Be human. 


SOIT 
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APOCRINE EERO SPE CAC ERED RIO PRANERS WE 


Boosting Sales By Directing Salesmen 


Routing by Card System 
Accurate Records from 


Reports Brought Real Results 


G. T. AITKEN 


and Keeping 


Daily 


Sales Manager, The Vonnegut Machinery Company, Indianapolis 


The Vonnegut Machinery Com- 
pany, of Indianapolis, in July, 1924, 
adopted a plan to increase the activi- 
ties of the potential customers in the 
Indiana territory, through the direc- 
tion of effort of salesmen. 

The foundation of this plan was a 
tabulation on cards of customers 
who had ever been sold by the Von- 
negut Machinery Company. These 
cards were segregated by cities and 
grouped by territories. They were 
made in triplicate, one copy kept for 
permanent record or mailing list, 
one copy for the machine tool sales- 
men, and one copy for the supply 
salesmen. We found that we were 
selling approximately twelve and 
one-half per cent of the total num- 
ber of accounts that we had made 
in the history of the company. 

At this time there were six sales- 
men and these were routed through 
the card system. To each man were 
given cards for a number of cities, 
which we believed could be thor- 
ough!y worked during the coming 
week. In the beginning this plan 
was theory, due to our lack of 
knowledge of the individual custom- 
er to be called on, and the time re- 
quired for each call. We were able, 
however, to determine during the 
month of August, 1924, that we 
were calling on 33 1-3 per cent of the 
customers listed and selling 42 per 
cent of those called on. 

MAKING RECORD OF CALLS 

The cards were given the sales- 
men not only as direction of effort in 
making calls, but to obtain necessary 
information for our records, as to 
personnel and requirements of the 
customer. As the calls were made 
each day, the cards were mailed in 
each night with the desired infor- 
mation written in pencil. This in- 
formation was transcribed to the 
permanent card in the office and 
typewritten on the salesman’s card 
and his card set ahead, in anticipa- 
tion of his next trip. The salesman 
also returned the cards of the cus- 
tomers he had not called on for that 
particular day, inasmuch as_ his 
route called for his being in another 


city the next day. On receipt of cards 
daily, acknowledgment was made by 
post card to those called on for cour- 
tesies extended and to those not 
called on was expressed our physical 
inability to call as often as we de- 
sired but we assured them that we 
would give their mail and phone or- 
ders prompt attention. The psy- 
chology was that by the first of Sep- 
tember, the majority of the men 
were complaining that their terri- 
tories were too large and they asked 
to be relieved of some of it. This 
was done and we increased our sales 
force from six to nine men. 
COMPILED SALES QUOTAS 

We recorded daily the number of 
calls, inquiries, proposals, orders, 
and new accounts of each man and 


confined discussions of progress to 


these points in sales meetings. This 
was the stimulation to increase the 
clientele and the result was most 


gratifying, in that we have in no 
month, since the adoption of -this 
plan, opened less than fifty new ac- 
counts, counting any customer new 
who has made no purchase within 
twelve months. The results of our 
plan were that, by the end of 1924, 
we were then calling on 40 per cent 
of the listed customers with the 
same productive results, we were 
selling 42 per cent of those we were 
calling on, and we had increased our 
volume by knowing the lines that we 
represented and their adaptability to 
our territory. This we did by list- 
ing these lines and then getting an 
estimate from each territory, as to 
the estimated volume therein on each 
line. Compiling these, we had our 
quota by lines and the total of these 
was: the total quota for the 
entire territory for 1925. 


gross 


MONTHLY ANALYSIS MADE 

An analysis is made each month 
of each territory sales, showing the 
volume by lines for the month and 
also the volume to date. This offers 
a new way for direction of effort. 
We are able to bring forcibly to each 
man, whether or not he is working 
along the lines of least resistance. 
We expect the machine tool men to 





sell 40 per cent and the supply men 
to sell 60 per cent of their lines each 
month. 

We are then in a position to con- 
centrate our efforts on the education 
of those men below the efficiency 
point. Where their inefficiency con- 
tinues for three months on any line, 
they are accompanied and coached 
by the department manager, and 
where it still continues, we ask for a 
representative from the manufac- 
turer to determine whether the fault 
lies with the territory or the ability 
of the man. The inauguration of 
this part of the plan was looked upon 
as a big job, but is proving just what 
we anticipated, that the men did not 
know the lines that were represented 
by their prive sheets and the cus- 
tomers did not know what lines we 
carried. It also proved another 
thought, that the territories are still 
too large, in that requests came 
again from our salesmen that they 
could not cover the same territory 
and do justice to all the lines. We 
now have nine territories and thir- 
teen men, as compared with three 
territories and six men of one year 
ago. The managers of the machine 
tool and supply departments do no 
detail work, but spend four days of 
each week in actual sales contact 
with the men, coaching and building 
them up, and without the men, ana- 
lyzing complaints and large accounts, 
accomplishing progressive results. 

WHAT PLAN ACCOMPLISHED 

Summing this whole program up, 
it has accomplished for us the fol- 
lowing, from August 1, 1924, to June 
1, 1925: 

1. An increase of 16 2/3 per cent 
in the number of calls. 

2. An increase of 12 per cent in 
the number of customers list. 

3. An increase of 71/2 per cent in 
the number of active accounts. 

4. An increase of 20 per cent in 
the number on customers list. 

5. An increase of 150 per cent in 
the volume of business. 

6. A reduction of selling costs of 
nearly 50 per cent. 
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Reamers 


Drills 


Cutters 
Taps & Dies 


demand it 


MORSE 
TOOLS 


Guarantee it 


Never Forget 


PRECISIO 


MIOIeSJe, 


TWIST DRILL & MACHINE co. 


NEW BEDFORD, 


MASS., U.S. 
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Do you know the famous 
Centennial Belt” is still at work? 


THE fam nus *“ entennial Belt” was a double belt, 60 
ink ee W and 170 feet long, that we made and ex 
hibited a the Centennial in Philadelphia in 1876. 

The ext year it was put in actual service, transmit- 
ting 650 to 700 horsepower on 24- he nuur-a-day service. By 
1902 this belt had run over etght million miles! Then 





it was cut down into one 36- hack belt and several 
smaller sizes. Today these belts are still running. The 
same cement that was applied in 1876 is still holdin 


Their leatl and pulley- 


her is still live gripping. The end 


of their usefulness is not vet in sig sht. 
There could be no finer demonstrati of the long-wearing 
lity f Ladew Belts They will full fill your transmission 
1 1 permanently. Send in the coupon for “The 
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BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 29 Murray Street, New York City 
Branches: Atlanta, Ga.; Boston, Mass.; Chicago, III; 

Glen Cove, N. Y.: Newark, N. J.; Philadelphia, Pa.; 
Pittsburgh, Pa.; San Francisco, Cal. 
----------- MAIL TODAY-—---=----- 
EDW. R. LADEW CO., Inc. 102-E 

29 Murray St.. New York, U. S. A. 
lease send me a copy ‘of ‘The Proof Book” 
and full information about Ladew Leather Pelting. 


Name 


Company. 


Address... 


























These Facts Will Help You Sell 


MONARCH BALL METAL 


The Only Bearing Metal with a Flux 


Flows as free as water. 
Saves 25 per cent in oil. 


Saver power, which means coal. 


& wh 


Gives a bearing surface as smooth as 
glass. 

Has twice the life of any similar metal. 
Will not shrink away from box or shaft. 
Prolongs the life of machinery. 

Lowest co-efficient of friction of any 
known metal. 

9. The only metal containing unheated flux. 


10. Considering its life, costs less than any 
similar metal. 


Sawn 


ad 


MONARCH METAL CO. 
119 South Lincoln St. Chicago, Ill. 











From a Local to a 
National Reputation 


A good thing is sure to 
be found out. Not many 
years ago we opened a: 
small plant to supply the 
Louisville trade with 
Wiping Cloths that had 
the entire approval of 
our local and state health 
departments. We called 
them “Blue Grass.”’ 


Today our enlarged plant 
is shipping Blue Grass 
Wipers to mill supply jobbers in many states, 
because their customers appreciate the soft, 
clean wipers with the safety guarantee. 





Don't risk a questionable source of supply. 
Write to the Louisville Sanitary Wipers Co., 
Inc., Louisville, Ky., for information of interest 
to mill supply distributors. 





WIPERS 


Can be one of your Best Sellers 














When the Mercury Goes Down— 


Cold, snappy weather 
brings a brisk demand for 
blotorches. Be prepared— 
stock up with Turner. Win- 
ters cold and wind makes 
no difference to Turner No. 
45 — it always functions 
100% in any weather. 


TURNER BLOTORC 


Turner is 400 degrees 
hotter because its patented 
Burner Baffle and heater plug gasify perfectly 
present day kerosene or gasoline. Its Automatic 
Safety Valve prevents pumping bursting pressure. 
Patented Shut-off and Cleaning Needles make it 
free from orifice troubles. Polished brass tank 
with its one opening above fuel line has no leaks 
from numerous soldered connections. Pistol Grip 


hts any hand. FEARLESSLY GUARANTEED. 


Order from your jobber 
Write us for new catalog 


Turner No. 66 Firepot is without equal. 


¢ [HE TURNER BRAss )? 


Newton St., 





No. 45—1 Quart 





Sycamore, Ill. 


The World's Largest Exclusive Manufacturers of 
Blotorches, Firepots and Brazers 























When writing to Advert 


isers please mention M1i_t Supp ies. 
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Charles Piez, chairman, Link-Belt Company, Chicago, has 
been reelected president of the Illinois Manufacturers’ Asso- 
ciation. 

Arthur E. Moreau, of J. J. Moreau & Son, 
Manchester, N. H., dealers in hardware 
is the mayor-elect of Manchester. 

W. W. French, advertising manager, Dodge Manufactur- 
ing Corporation, has been elected a director of the National 
Industrial Advertisers Association. 


1127 Elm street, 
and mill supplies, 


T. R. Coates has been appointed general manager for Can- 
ada by Henry Disston & Sons, Ltd., Toronto, the Canadian 
branch of the Philadelphia company. 


L. P. Eagan, formerly salesman in Cheyenne territory for 
the M. J. O’Fallon Supply Company, Denver, has been ap- 


pointed branch manager at Grand Junction, Colo. 

Benjamin E. Carl, western representative of The Morgan 
Bronze Co., Cleveland, Ohio, was in Chicago during the week 
of November 16, and was leaving for a several weeks’ busi- 
ness trip to the west coast. 

L. McKnight, formerly with the Pittsburgh branch of- 
fice of the Dodge Manufacturing Corporation, of Mishawaka, 
Ind., has been transferred to Cleveland, where he can be lo- 
cated at 832 Union Trust building. 

H. E. Thayer, sales manager of The Charles Parker Com- 
pany, Meriden, Conn., was a Chicago visitor during the week 
of November 9th, having come on to attend the convention 
and show of the Automotive Equipment Association. 

G. F. Preston has become associated with the 
zation of Louis Henes, San Francisco, 
number of machine tool 
been for several years 
territory. 

Ek. W. Buschman, formerly manager of the Indianapolis 
branch of the E. A. Kinsey Company, of Cincinnati, has 
joined the Florida real estate boomers, and is reported to be 
in charge of the Jacksonville office of the Hollywood Land & 
Water Co. 

Fred A. Geier has been elected president of the Cincinnati 
Rubber Manufacturing Co., Cincinnati, to succeed the late 
F. D. Scherl. Mr. Geier needs little introduction to the mill 
supply field, as he is also president of the Cincinnati Milling 
Machine Co. 

Charles S. Farquhar, treasurer of Chandler & Farquhar 
Company, has been elected president of the Lynd-Farquhar 
Company, of Boston, machine tool dealer, to succeed the late 
Robert J. Lynd. Howard L. Rich has been elected a 
president and director of the latter company. 

P. M. Brotherhood, formerly of the Manning, Maxwell & 
Moore organization, who resigned several months ago to 
open an office as a consulting engineer in New York City, 
has opened a Buffalo office. The latter will be in charge 
of Mr. Brotherhood’s son, P. M. Brotherhood, Jr., who was 
also a former Manning, Maxwell & Moore man. 


sales organi- 
representative for a 
manufacturers. Mr. Preston has 
in similar work in San Francisco 


vice- 


John A. Camm, for the past two years sales 
the W. F. and John Barnes Co., Rockford, Ill., manufac- 
turer of drilling machinery, has resigned. His resignation 
became effective on November 16. Mr. Camm, previous to 


manager of 








his association with the Barnes organization, 
of the Western Iron Stores Company, Milwaukee. 
J. E. 


Was president 


Finneran, formerly purchasing agent of the Buck- 
eye Steel Castings Co., Columbus, Ohio, has acquired a 
controlling interest in the Columbus Anvil & Forging Co., 
that city, manufacturer of anvils, and is now devoting his 
time exclusively to the latter organization. He has been 
with his former connection for more than two decades. 

J. V. Wedgwood, of Chicago, has been appointed district 
manager of The Republic Company to handle that company’s 
mechanical rubber items in the Chicago district. R. C. Ehr- 
lich has also been appointed a member of the Republic sales 
organization and will travel the states of Arkansas, Okla- 
homa and parts of Mississippi, Tennessee and Missouri. 

Prentiss L. Coonley, who resigned recently as vice-presi- 
dent of the Link-Belt Company and executive head of two of 
the subsidiary companies, has been elected vice-president in 
charge of administration of the Walworth company, of which 
his brother, Edward Coonley, is president. He will be in 
complete executive charge of the newly acquired Kelly & 
Jones Company, with headquarters in New York. 


H. E. P. Schultz, formerly in charge of the planning depart- 
ment of The Republic Rubber Company, Youngstown, Ohio, 
has been promoted to the position of direct factory repre- 
sentative in which position he will call upon original equip- 
ment buyers. Mr. Schultz has had a long experience in 
the mechanical rubber business, and particularly from the 
manufacturing end, having actually worked at the bench 
in the various departments of the plant. 

Colonel Frederick H. Payne, president of the Greenfield 
Tap & Die Corporation, has been elected a vice-president of 
the Associated Industries of Massachusetts, and Theodore W. 
Little, vice-president of the Walworth Company, has been 
reelected treasurer of the same association. Among the other 
manufacturers who are represented on the executive com- 
mittees are George E. Hall, president and general manager of 
The Boston Woven Hose & Rubber Co., and Frank H. Wil- 
lard, vice-president and general manager, The Graton & 
Knight Mfg. Co 

Oren O. Gallup, for over 22 years in the employ of the 
Simonds Saw & Steel Co. and for the past 15 years in direct 
charge of that company’s export department, on November 
2nd opened an office in the Woolworth building, New York 
City, manufacturer’s export representative. He will 
act for a group of manufacturers of allied but non-competing 
lines of goods, confining his activities to mill supplies and 
hardware lines. He has already completed arrangements 
with the Ohlen-Bishop Company, Columbus, Ohio, manufac- 
turer of saws, machine knives and other products; and the 
Wardwell Manufacturing Co., Cleveland, Ohio, manufacturer 
of saw sharpening sl Ms Other lines which he expects 
to handle include emery wheels, belting, axes, hatchets, ham- 
mers, taps and dies and similar products. Mr. Gallup is well 
known in export circles. He served two terms as president 
of the Export Managers Club of New York, and is at present 
secretary of the club. He is also chairman of the hardware 
advisory committee, appointed to cooperate with the Bureau 
of Foreign and Domestic Commerce in Washington. 
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Very Odd, Is It Not? 


—that some people think of advertising as a means of benefiting only the seller, 
when its basic function must be to render a necessary service to the buyer, else it 
could not exist. Merchandise lives or dies as it does or does not meet a human 
need. Advertising is subject to the same law of service. The real measure of 
its value is what it gives, not what it gets. = | 
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In the light of these truths, the marvelous growth of advertising in itself 
is an impressive demonstration of its essential character in our economic system. 





But you are not interested in all advertising any more than you are in all 
merchandise. That is one big reason why you have a highly specialized Busi- 
ness Paper in your field such as MiIL_ Suppiiges. It was born of your needs, 
not of any man’s desire to be a publisher. 


: How It Works for You 


What it does for you and your field editorially is self evident, but its 
aditorial service is just as vital. Instead of a buyer having to depend upon 
gossip, hearsay and driblets of information from this or that source, he gets 
it all between two covers. 





ee 





Timely, authoritative, comprehensive statements about needed materials 
pass in review as the advertising pages are turned. Contident judgment can be 
formed, and intelligent decisions made. 


HM) 
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: Yet advertising is not an added expense, but an improved distributive proc- 
ess, which takes the place of slower, more costly and less ethcient methods. 


That is why it pays to read advertising even more than it pays to advertise. 
= Especially if you read it in papers which have met the exacting requirements of = 
= membership in The Associated Business Papers, Inc. 


Se 


= All advertisers are vitally interested in the circulation of the mediums they 
employ, but the wise space buyer now places less stress on the amount of cir- 
culation, and more and more on the guality, which means the quality of the 
reader and the editorial appeal. As an executive of a well known advertising 
agency said: “If the business paper is intelligently and humanly edited, we 
know it will be read by the right people.” The wise advertiser today is studying 
the publication’s appeal, and giving credit to its years of service. 

High-powered salesmanship on the part of advertising departments has its 
day and place, but the heart of any publication lies in what is commonly called 
its “reading” matter pages, although the display advertising pages of MILL 
SUPPLIES, we are convinced, are as interesting to a majority of its readers as 
are the editorial pages. 
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= MILL SuppLies could not attain or retain membership in The Associated = 
Business Papers, Inc., without belonging to the Audit Bureau of Circulations. 
This latter membership guarantees the advertiser that the goods delivered are = 
up to the standard advertised. 


WLLL QUPPLLES 
537 South Dearborn Street, Chicago, Illinois 
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Factory Additions 











Hood Rubber Co., Watertown, Mass., will build additions 
to its factory at an estimated cost of $80,000. 

The Safe Cabinet Co., Marietta, Ohio, will build additions 
to its plant at an estimated cost of $1,000,000. 

The Turner Mfg. Co., Kokomo, Ind., is building a one- 
story addition at an estimated cost of $30,000. 

The Table Rock Furniture Co., Morganton, N. C., will build 
a new factory at an estimated cost of $170,000. 

The Hammermill Paper Co., Erie, Pa., will build an addi- 
tion to its mill at an estimated cost of $65,000. 

The Fafnir Bearing Co., New Britain, Conn., is building 
a factory addition at an estimated cost of $120,000. 

The Terre Haute Paper Co., Terre Haute, Ind., will build 
a three-story addition at an estimated cost of $65,000. 

The Lennox Furnace Co., Marshalltown, Iowa, is build- 
ing a factory addition at an estimated cost of $30,000. 

Liberty Foundry Co., 5000 Thirty-eighth street, St. Louis, 
is building an addition at an estimated cost of $35,000. 

The Champion Coated Paper Co., Hamilton, Ohio, is build- 
ing a one-story mill addition at an estimated cost of $200,000. 

The Monarch Marking System Co., South Torrence street, 
Dayton, Ohio, manufacturer of price marking machinery, is 
building a factory addition at an estimated cost of $75,000. 

The Chevrolet Motor Co., Buffalo, is building a one-story 
addition to its local branch plant at an estimated cost of 
$80,000. 

The American Brass Co., Waterbury, Conn., is building 
a three-story addition to its plant at an estimated cost of 
$80,000. 

The Oneida Community, Ltd., Niagara Falls, Ont., is 
building an addition to its factory at an estimated cost of 
$100,000. 

The W. T. Rawleigh Co., Freeport, Ill., plans to build a 
steam power plant at its factory at an estimated cost of 
$100,000. 

The Interstate Power Co., Dubuque, Iowa, plans to build 
an addition to its generating station at an estimated cost of 
$500,000. 

The Old Dominion Ice Corporation, Norton, Va., plans to 
build a new ice and refrigeration plant at an estimated cost 
of $100,000. 

The New England Smelting Co., 220 Union street, West 
Springfield, Mass., will build an addition at an 
cost of $30,000. 

The Kohler Co., Kohler, Wis., manufacturer of plumbing 
goods, plans to build a new brass foundry at an estimated 
cost of $75,000. 


estimated 


The Magee Sheet Metal Machinery Co., Detroit, is build- 
ing an addition to its Ypsilanti, Mich., plant at an estimated 
cost of $45,000. 

The Lummus Cotton Gin Co., Columbus, Ga., is building 
a new machine shop addition to its plant at an estimated 
cost of $50,000. 

The Goodyear Tire & Rubber Co., Los Angeles, is build- 
ing a four-story addition to its local branch at an estimated 
cost of $200,000. 

The Marland Refining Co., Ponea City, Okla., is reported 
to be planning extensions in its oil refinery at an estimated 
cost of $2,500,000. 

The Casey Boat Works, Fairhaven, Conn., may rebuild 
the portion of its shops recently destroyed by fire with loss 
estimated at $60,000. 

The Lehigh & New England Co., Allentown, Pa., will build 
a refrigerating plant and new terminal warehouse at an esti- 
mated cost of $1,000,000. 

The Fisher Body Corporation, Detroit, is reported to be 
planning additions to its Memphis, Tenn., plant at an esti- 
mated cost of $2,000,000. 
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The Bennett Lumber & Manufacturing Co., Sedwick street, 
Millvale, Pa., will build a new woodworking mill at an 
estimated cost of $50,000. 

Aurora Pump & Mfg. Co., Aurora, IIl., is considering plans 
for building a one-story addition in the near future at an 
estimated cost of $45,000. 

The A. O. Smith Corporation, Milwaukee, is now build- 
ing additions and making improvements on its works at an 
estimated cost of $500,000. 

Acme Cement Corporation, 8 West 40th street, New York, 
will build an addition to its mill at Catskill, N. Y., at an 
estimated cost of $150,000. 

The Olympic Portland Cement Co., Marietta road, Belling- 
ham, Wash., is said to be planning for additions at an 
estimated cost of $350,000. 

The Fox River Paper Co., Appleton, Wis., will build a 
new filter house and machine shop addition to its mill at 
an estimated cost of $50,000. 


The Chelsea Serew Co., Chelsea, Mich., manufacturer of 
serew machine products, is building a factory addition at 
an estimated cost of $35,000. 

The Aluminum Goods Mfg. Co., Manitowoc, Wis., is build- 
ing an addition to its branch plant at Two Rivers, Wis., at 
an estimated cost of $250,000. 

The Kuhner Packing Co., Muncie, Ind., is reported to be 
considering the building of a cold storage plant addition at 
an estimated cost of $200,000. 

The Portsmouth Auto Body Co., Portsmouth, N. H., may 
rebuild the portion of its factory recently destroyed by fire 
with loss estimated at $70,000. 

The Maytag Co., Newton, Iowa, manufacturer of wash- 
ing machines, has plans for an addition to include-a foundry, 
the estimated cost being $350,000. 

The Breese Brothers Co., 2347 Reading road, Cincinnati, 
is building a two-story addition to its sheet metal products 
plant at an estimated cost of $50,000. 

The South Side Malleable Casting Co., Milwaukee, has 
built a foundry addition at Fourteenth and Windlake ave- 
nues at an estimated cost of $90,000. 

Consolidated Gas, Electric Light & Power Co., Lexington 
building, Baltimore, will build a new steam-operated power 
plant at an estimated cost of $3,000,000. 

The Crown Chemical Co., Bound Brook, N. J., plans to 
make extensions in a recently acquired plant at Keyport, 
N. J., at an estimated cost of $100,000. 

The board of education, Midland, Pa., plans to have manual 
training equipment installed in a new high school to be 
erected at an estimated cost of $300,000. 

Coal & Oil Co., Fort Worth, Texas, is 
reported to have plans for additions to a recently acquired 
refinery at an estimated cost of $350,000. 

Lyons Artificial Silk Co., Sellersville, Pa., will build a 
power plant at its proposed new mill to be built at Penns- 
ville, N. J., at an estimated cost of $1,000,000. 

The Krischers Mfg. Co., 265 Cayler street, Brooklyn, N. Y., 
manufacturer of metal specialties, will build a three-story 
factory addition at an estimated cost of $85,000. 


Texas Pacific 


Conemaugh Iron Works, Blairsville, Pa., is planning to 
rebuild the portion of its foundry and machine shop recently 
destroyed by fire, the estimated cost being $250,000. 

The Jessup & Moore Paper Co., Commercial Trust build- 
ing, Philadelphia, plans to build an addition to its mills 
at Wilmington, Del., at an estimated cost of $200,000. 





New Factories 
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The City of Lockhart, Texas, plans to build a municipal 
waterworks at an estimated cost of $60,000. 

The United States Gypsum Co., 205 West Monroe street, 
Chicago, is reported to be planning to build a plant at 
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MARATHON 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
for countless other uses in machine shops, 
garages, repair shops, service stations, 
blacksmith shops and wherever men work 
in metals. 

Our specializ 
small, high ¢ 
25 to 50 per cent 


ation in the production of 
tors makes our prices 
the average. Your 
best investment year will be the 
purchase of a hon Grinder and 
Buffer. Write for Bull letin 












We fully co-operate with mill supply houses. 


MARATHON ELECTRIC MFG. CO. 
50 Island St., Wausau, Wis. 


Factory Maintenance with 


| Stow Flexible Shafts 





Drilling —Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


4” Size 


$28.00 


ELECTRICAL TOOLS & EQUIPMENT 
SOLD BY MILL SUPPLY JOBBERS 





| ‘Built om ' the Work! 
ShE Cucina 
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GtranD | | 
Flexible Shaft 
Grinding, | 
Polishing and i 
Buffing Machine j | 


Light weight, yet sturdy. Heat 
treated alloy steel gears. Every 
tool inspected and tested. New 
type of ventilating fan. Rugged 
motors. Fool proof switch. 
Pressure in direct line with 
spindle, avoiding bit breakage. 
Universal motors. Single speed 
and two-speed. 


The PIONEER Line includes 
heavy duty and Garage Special 
drills, center, surface and floor 
grinders. Send for catalog and 
jobbers’ prices. 


Louisville, Kentucky 





PIONEER ®rcrric DRILLS 





i 
Bearing Equipped, but cost 


— : Ball 
Louisville Electric Mfg. Co. » than the plain bearing 


no 
tools now 


is a Mighty 
Handy Tool i 


When once installed it 
becomes the most pop- 
ular machine in the shop. 


Several sizes 
Catalog Upon Request 
Manufactured by 


N. A. Strand & Co. i 
5001-09 No. Lineoln St. j 
Chicago, Il. 
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on the market. 


























1,” Size 
$58.00 if 3 





The Ciucinnati Electrical Tool Company 
1525 Freeman Avenue 



























never an expense—always a saving 





2256 West Ohio St. 





ALWAYS A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 
more contented if their tools are always keen and sharp. High quality 
work is impossible with dull tools. The 


BODINE TOOL GRINDER 
Portable —Electric 
svon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 

and saving time. 

The Bodine is made in % H.P. 
and % H.P. Equipped with bail 
oe bearings, heavy wheel guards, ad- 
tool rests, extra thick rubber covered cord. The Bodine is 
The price is reasonable. 





We will be glad to send you full particulurs on request. 


THE BODINE ELECTRIC CO. 
Chicago, Ill. 


ARE SERRE MOET enn 


(A.C. & D.C.) for both 110 volt 


WEIG HT 18 hipped on 10 
days’ trial, ANYWHE RE. 

Sell them to your customers. Write 
for Dealers’ Discount, mentioning 
this advertisement. 











; 614 Ib. 10 
line of _ portable electric Air days’ 
drills, grinders and buffers | Cooled t . 

é ; | 
is complete, including all , BALL ‘ : ; trial 
types, sizes and prices for | BEARING \ J — | 
every purpose. | Motor ‘ = -—— Pe 
| ea 
Write for complete catalog i $40.00 
and Jobbers’ proposition. | Net . a! 

; Retail 

| Soft Rubber Nozzle 

i Thi “MARVEL’ Portable Blower _is designed for blowing 

Cincinnati : i ust dirt out of MOTORS, GENERATORS, SWITC 
ee, Sie SOARDS, LOOMS. KNITTING and _ other TEXTILE 

’ MACHINERY, as well for GAS BLOW PIPES, GAS_ FUR- 

' NACES, etc. Has 20 feet high grade cable and armored plug. 

i Perfectly balanced. Has TOGGLE SWITCH in handle, oper- 

| ated by thumb. Gives 16” water column pressure. 

i Note the Metal Conduit carrying wires from motor to handle. 

| Motor « 






verates at 10000 R.P.M. on BALL BEARINGS. This 





Blower is % time and labor saver, and its mechanical and 

electrical des gives assurance of a very long life, with a min- 
z y § 

mur f attention 





Made with UNIVERSAL motors 


and 22 volts eer 


MANUFACTURED BY 


ELECTRIC BLOWER 
COMPANY 


352 Atlantic Avenue 


Boston 9, Mass., U. S. A. 














When 


writing to Advertisers please mention Mitt SuPpPLigs. 
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135th street and the East river, New York City, at an 
estimated cost of $200,000. 

The Eureka Paper Box Co., Los Angeles, plans to build 
a new factory at an estimated cost of $45,000. 

The Southwestern Sash & Door Co., Joplin, Mo., plans to 
build a new mill at an estimated cost of $45,000. 

United North & South Oil Co., Luling, Texas, plans to 
electrify its plant at an estimated cost of $175,000. 

The Buffalo General Electric Co., Buffalo, plans to build 
a new power substation at an estimated cost of $55,000. 
The Board of Public Works, Nashville, Tenn., will build 
new pumping plant at an estimated cost of $1,500,000. 


The Western Printing & Lithographing Co., Racine, Wis., 
plans to build a new plant at an estimated cost of $125,000. 

The St. Jeseph Street Railway Co., St. Joseph, Mo., will 
build a new power substation at an estimated cost of $99,000. 

The Crucible Steel Casting Co., 612 Clinton street, Mil- 
waukee, is building a new plant at an estimated cost of 
$450,000. 

The Akron Standard Mold Machine Co., Akron, Ohio, will 
build a one-story machine shop at an estimated cost of 
$50,000. 

Monumental Machine Co., 3505 Elliott street, Baltimore, is 
considering plans for a new plant at an estimated cost of 
$60,000. 

The board of trustees, University of Iowa, plans to have 
a new steam power house built at an estimated cost of 
$300,000. 

The Rathborne, Hair & Ridgeway Co., 2248 Laflin street, 
Chicago, manufacturer of wooden containers, is planning to 
build a mill at Jackson, Miss., at an estimated cost of 
$100,000. 


The Holly Sugar Co., Denver, Colo., plans to build a new 
beet sugar refinery at Torrington, Wyo., at an estimated cost 
of $1,300,000. 

The Viscose Co., Marcus Hook, Pa., plans to build an arti- 
ficial silk mill at Parkersburg, W. Va., at an estimated cost 
of $8,000,000. 

The J. M. Card Lumber Co., Chattanooga, Tenn., will 
build a new lumber mill near Mobile, Ala., at an estimated 
cost of $150,000. 

The Chelan Electric Co., Chelan, Wash., will build a hydro- 
electric generating plant on Lake Chelan at an estimated 
cost of $5,000,000. 

The St. Regis Paper Co., Toronto, Ont., plans to build a 
new pulp and paper mill at Cap Rouge, Que., at an estimated 
cost of $3,500,000. 

E. I. duPont de Nemours & Co., Wilmington, Del., is 
building a new plant near Clinchfield, W. Va., at an esti- 
mated cost of $400,000. 

The Elgin A. Simonds Co., 17 North Clinton street, Syra- 
cuse, N. Y., will build a new woodworking mill at an esti- 
mated cost of $100,000. 

The board of public service, City Hall, St. Louis, will build 
a new power service building with repair shops at an esti- 
mated cost of $800,000. 

The Michigan Artificial Ice Products Co., Hudson, N. Y., 
plans to build a new ice manufacturing plant at an esti- 
mated cost of $120,000. 

The Philadelphia Electric Co., 10th and Chestnut streets, 
Philadelphia, will build a new power substation at an esti- 
mated cost of $200,000. 

The International Harvester Co., 608 South Michigan 
avenue, Chicago, plans to build a new factory branch at an 
estimated cost of $250,000. 

The Todd Engineering, Drydock & Ship Repair Co., New 
Orleans, plans to build a repair plant and drydock at an 
estimated cost of $750,000. 

The Great Western Sugar Co., Denver, Colo., is reported 
to be planning to build a power plant at its sugar mill at 
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Minatar, Neb., the estimated cost of the project being 
$1,500,000. 

The Texas Ice & Cold Storage Co., 4008 Commerce street, 
Dallas, Texas, will build a new ice-manufacturing plant at 
an estimated cost of $45,000. 

The Percival Iron & Steel Co., 232 Aliso street, Los Ange- 
les, will build a new one-story machine shop at Vernon at 
an estimated cost of $350,000. 

The Illinois Cooperage Mfg. Co., 220 South State street, 
Chicago, is building a new one-story factory at Blue Island 
at an estimated cost of $65,000. 

The Connecticut Co., Waterbury, Cenn., will start at once 
on the construction of its new car barn and shops, which, 
it is estimated, will cost $400,000. 

The Lyons Clay Products Co., Brook, Ind., is consider- 
ing plans for building a new factory at Center Point, Ind., 
at an estimated cost of $150,000. 

The William McMillan & Son Co., Bedford, Ind., plans to 
build a new mill for cutting, grinding and polishing stone, 
the estimated cost being $300,000. 

The Pennsylvania Railroad Co., Philadelphia, will electrify 
its southern division between Philadelphia and Wilmington, 
Del., at an estimated cost of $750,000. 

The board of transportation, City of New York, will build 
new repair shops at the municipal railroad yards at Coney 
Island at an estimated cost of $1,700,000. 

The Georgia Southern Power Co., Atlanta, Ga., is con- 
sidering plans for a new electric generating plant at Dub- 
lin, Ga., at an estimated cost of $450,000. 

The Baash-Ross Tool Co., 5520 Boyle street, Los Angeles, 
manufacturer of oil well tools and equipment, will build a 
new plant at an estimated cost of $100,000. 

The Calumet Gas & Electric Co., 122 South Michigan boule- 
vard, Chicago, plans to build a new power plant at Michigan 
City, Ind., at an estimated cost of $6,500,000. 

The Standard Oil Co. of Indiana, Indianapolis, will build 
a new distributing plant at Keystone avenue and the Big 
Four railroad at an estimated cost of $200,000. 

The Moe-Bridges Co., 236 Broadway, Milwaukee, manu- 
facturer of electric lamps, will build a factory branch plant 
at Orlando, Fla., at an estimated cost of $50,000. 

The Central Lumber Terminal Co., 20 West Jackson boule- 
vard, Chicago, plans to build a new lumber mill at Mann- 
heim Station, Ill., at an estimated cost of $150,000. 

The Standard Sanitary Mfg. Co., Pittsburgh, has con- 
tracted for construction of a new factory distributing branch 
at Newark, N. J., at an estimated cost of $200,000. 

The board of education, Indianapolis, plans to have manual 
training equipment installed in a new high school which 
will be built soon at an estimated cost of $2,500,000. 

The Elizabeth Supply Company, Elizabeth, N. J., building 
supply dealer, is said to be planning to build a woodworking 
plant at Plainfield, N. J., at an estimated cost of $50,000. 

George Kern, Inc., 349 West Thirty-seventh street, New 
York, meat packer, plans to build a meat packing and refrig- 
erating plant on Eleventh avenue, and is arranging to use 
portion of a bond issue of $675,000 for the project. 





Increased Capital 








































The Pacific Lighting Corporation, 519 California street, 
San Francisco, is planning to increase its capital from 
$20,000,000 to $100,000,000, and to use a portion of the pro- 
ceeds to build plant additions and to extend its system. 

The Lufkin Rule Company, Saginaw, Mich., has increased 
its capital stock to $2,500,000, of which $2,000,000 is common 
stock and $500,000 preferred. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
| Who are Seeking Opportunities for Sales and Profit 











Not Hard To Sell 


Why not sell METALLO GASKETS and Valve Discs to the 


power plants and piping contr 


your territory? Other 
supply houses are do 


actors in y 
METALLO GASKETS (corru- 
gated copper and a s cord) are a positive protection 
against leaks and blowouts. They last for years in severe 
service. You are safe in carrying a complete stock because 
there is nothing in them to harden, rust or crumble. 












Write for distributors’ Prices 


METALLO GASKET CO., New Brunswick, N. J. 


| em linestieeeeneemnined 


and “push” the 
Skinner line of 
pipe repairs. 
They’re always creating new business—prof- 
itable business. Send for our proposition. 









M. B. SKINNER CO., MFRS. 
558 Washington Blvd., Chicago 


\ WizaRE=ay 
| BLE Sich 


Guaranteed to contain no rosin ‘ 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 


Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


Keyless 
Ball 
Bearing 


Drill Chucks 


Change in Price 
January Ist, 1926 


Ettco Drill Chucks Will Sell at 
Net List 


Dealers Ordering Now Can Make 
Double the Profit on This Line 


Fastern Tube & Tool Co., Inc. 


Hand No Key 594 Johnson Ave. Brooklyn, N. Y. 


Operated 
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The “Blakeslee” Non-Auto- | 
§ matic Water Jet Pump 


A simple and cheap apparatus for removing 
LF a water from cellars, flywheel pits and founda- 
tion or for emptying gas water tanks. The 
motive power is hi-pressure water from mains. 





No Freezing—No Valves or other Moving 
Parts—Noiseless, Economical, Fool Proof. 


Blakeslee Makes and Guarantees It. Wise 

4 = Dealers Sell It. Shrewd Men Buy It. 

if Write for Bulletin No. 28 with full information. 
Blakeslee Mfg. Co., 10 Q St., Du Quoin, III. 


Every mill supply house 
should stock and catalog— 
DAVIS VALVE 


SPE CLALTLES 
Pressure Regulators Float Valves 
Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves’ in the big catalog. 


Write for your copy and for the liberal dealer plan to— 


G. M. Davis Regulator Co. 


408 Milwaukee Ave.. Chicago 





Why the Schultz is a Successful Friction Clutch | 


It has but a few simple parts. 


Any workman can replace friction blocks 
and reassemble the clutch. 


Takes up slight mis-alignment of shaft- 
ing. 

Made in solid and split types. 

Cannot engage or dis-engage accidentally. 
Occupies relatively little space on shaft. 


Used successfully on hardest drives in 
many industries. 


isk for Catalog and Distributors’ Prices, 


A. L. SCHULTZ & SON 
Chicago, II. 


1675 Elston Ave. 









Manufacturers of 


AAA Swedish BAND SAWS 


For Wood and Metal. Best on Earth. Write for Jobbers’ Discounts, 


1552 Dickerson Ave. Detroit, Mich. 
DADODMADDOHHANDOHMOMOMMOH HHH VOO MM POPPI, . 





When writing to Advertisers please mention M1L_ SuPPLigs. 
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New Corporations 








Rawstron-Kelley Corporation, 110 Washington highway, 
Snyder, N. Y., $125,000, to manufacture rotary motors. 





Field Notes 
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Crane Co., Chicago, is building a new distributing branch 
at West Palm Beach, Fla., at an estimated cost of $100,000. 

Simmons Machine Tool Corp., Albany, N. Y., machine tool 
dealer, recently removed its offices from 188 Lafayette street 
to the Singer building. 

The Ferry Cap & Set Screw Co., Cleveland, recently placed 
a contract for the construction of an additional factory build- 
ing for warehouse purposes. 

H. Terhune, formerly with the Billings & Spencer Co., 
Hartford, Conn., has joined the sales organization of the 
Erie Foundry Company, Erie, Pa. 

Goodell-Pratt Co., Greenfield, Mass., has purchased the 
electric drill business of the A. F. Way Co., Hartford, Conn., 
and plans to further expand the line. 

The Union Manufacturing Company, New Britain, Conn., 
manufacturer of chucks, has appointed the Strong, Carlisle 
& Hammond Co. as its Cleveland distributor. 

Tool Equipment Sales Co., 18 South Clinton street, Chicago, 
has been appointed exclusive factory representative in Chi- 
cago, for the New Process Twist Drill Co., Taunton, Mass. 

The Norton Co., Worcester, Mass., manufacturer of grind- 
ing wheels, has opened a Pittsburgh branch office at 338 
Third avenue, in charge of Ralph O. Anderson, district mana- 
ger. 

Manufacturers Sales Co. of Ohio, 362 Colonial Arcade, 
Cleveland, has been appointed representative of Acme Man- 
ufacturing Co., Detroit, manufacturer of automatic buffing 
machines. 

Dodge Manufacturing Corporation, Mishawaka, Ind., has 
turned over its Seattle branch warehouse to the Buckner- 
Woodard Co., Inc., and is no longer maintaining a branch in 
that city. 

Blackmer Rotary Pump Co., has removed its general of- 
fices and most of its manufacturing operations from Petos- 
key, Mich., to its newly completed plant at 1809 Century ave- 
nue, Grand Rapids. 

Hendricks & Class, 30 Church street, New York City, have 
been appointed New York district sales agents for the Foster 
Bolt & Nut Mfg. Co., Cleveland, Ohio, 
bolts, nuts and cap screws. 


manufacturers of 


The Crumley-Sharp Hardware Company, 47 Walton street, 
Atlanta, Ga., is retiring from business, and has sold its en- 
tire stock to the King Hardware Company, which will close 
out the stock at special sales. 

The leather belting exported from the United States dur- 
ing the first nine months of this year represented a valuation 
of $1,395,980, which was an increase of 20.9 per cent over the 
corresponding period of 1924. 

Williams & Janney Company is the name of a new mill 
supply house which has established an office and warehouse 
at 1109 East Main street, Muncie, Ind. Thomas J. Williams 
and H. Lester Janney are the principals. 

The Mullins Body Corporation, Salem, Ohio, manufacturer 
of elevator buckets and sheet metal products, reported a net 
profit of $273,063 for the nine months ended September 30, 
against $251,106 for the corresponding period of last year. 

Brown & Zortman Machinery Co., 327 Second avenue, 
Pittsburgh, has been appointed Pittsburgh district sales agent 
for the Hilles & Jones Co. line of machine tools, part of the 
general line of the Consolidated Machine Tool Corporation 
of America. 

The Yale & Towne Manufacturing Company, Stamford, 
Conn., manufacturer of locks, hoists and other products, re- 
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ported for the first three quarters of this year net earnings 
of $1,830,363, of which $623,764 represented the net earn- 
ings of the third quarter. 

The Cap Screw & Nut Co., New York, has removed its 
offices and warehouse from its former location, 45 Lafayette 
street, to more commodious quarters at 290 Hudson street. 
The company is eastern representative of the Superior Screw 
& Bolt Mfg. Co., Cleveland. 

Notice has been received that on October 21, 1925, Arm- 
strong-Wolfe-Zimmerman Company, of Pittsburgh, mill sup- 
ply dealer, was declared bankrupt. The first meeting of 
creditors was called for November 10th. Watson B. Adair 
was appointed referee in bankruptcy. 

Lavelle Rubber Company, 320 West Illinois street, Chicago, 
has announced the removal of its former Milwaukee branch 
office to a new location, 215 Grand avenue, Wauwatosa, Wis. 
John B. Freye, vice-president and resident manager of the 
company, is in charge of the branch. 

Shadbolt & Boyd Co. is the new corporate name of the 
former Shadbolt & Boyd Iron Co., 129 West Water Street, 
Milwaukee. The change of name was made recently. The 


company deals in iron, steel, heavy hardware, mill and 
automobile supplies. Frank R. Ellis is president of the 
company. 


The fourth conference of the sales executives’ division of 
the American Management Association will be held at the 
Hotel Chase, St. Louis, December 3 and 4, in co-operation 
with the sales managers’ bureau of the St. Louis Chamber of 
Commerce. Discussions on pertinent sales management 
problems will be a feature of the conference. 

The Standard Gage Co., has been organized at Poughkeep- 
sie, N. Y., and will manufacture Johansson snap and plug 
gages and other devices, and will act also as sales agents for 
Johansson standard gages. The C. E. Johansson, Inc., divi- 
sion of the Ford Motor Co., Detroit, has discontinued manu- 
facturing the lines which the Standard organization will now 
make. 

Henry Disston & Sons, Inc., of Philadelphia, manufac- 
turer of saws, files and tools, has moved its Australian 
branch to a new two-story factory and sales building at 
Camperdown, Sydney, New South Wales. The branch is 
provided with complete equipment for manufacturing saws 
and knives from steel furnished from the home works in 
Philadelphia. 

The Republic Rubber Company, Youngstown, Ohio, an- 
nounces the appointment of two new salesmen to its organ- 
ization. S. W. Heard will have headquarters in Jacksonville, 
Fla., and will cover South Carolina, southern Georgia and 
Florida territory, and J. J. Chamblee will make his head- 
quarters in Birmingham, and will work Alabama, Louisiana 
and Mississippi. 

S. Horace Disston, vice-president in charge of sales, Henry 
Disston & Sons, Inc., Philadelphia, was elected president of 
the American Hardware Manufacturers’ Association at its 
recent annual meeting. E. C. Waldvogel, Yale & Towne 
Mfg. Co., Stamford, Conn., Frank L. Campbell, U. S. Chain 
& Forging Co., Pittsburgh, and F. H. MclIsaacs, The Kirk- 
Latty Mfg. Co., Cleveland, were elected vice-presidents. 

The Associated Machine Tool Dealers at a recent annual 
meeting, held at Cambridge Springs, Pa., elected the follow- 
ing officers: President, James R: Vandyck, Vandyck- 
Churchill Co., New York; vice-president, Charles P. Bush, 
of Charles A. Strelinger Co., Detroit; secretary, Tyler W. 
Carlisle of Strong, Carlisle & Hammond Co., Cleveland; 
treasurer, George H. Cherrington, of Brown & Zortman Ma- 
chinery Co., Pittsburgh. 

Charles M. Hoffman Company, Kansas City, Mo., has been 
appointed to represent the Oil Jack Company, Inc., New 
York in the southwestern district. The latter company has 
also announced the appointment of Fred ID. Sweet as mana- 
ger of its middle western territory with offices in the Wrigley 
building, Chicago. Mr. Sweet has been active in sales work 
for many years, having been at various times manager of 
the automotive equipment sales for the U. S. Rubber Com- 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 
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line will equ Nos. 208 and 32. 
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faction Guaranteed. 


Jobbers supply at factory prices 


CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICH, 





No. 32 Torch 
Ask for latest price 


6257 Beaubien St., 


Reducing Valves 
Are Standard 


Do You Cari; Them in Stock? 


Our new Catalog No. 62 shows a num- 
ber of new pressure regulators and 
valves. 24 pages of tables on proper 
valve sizes. A copy sent on request. 


MASON REGULATOR CO. 


BOSTON, MASS. 





The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the , 
screw under pressure and can’t loosen. The re-- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


No delay in shipment. Complete stocks of all 
sizes. Also made in brass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


| ECONOMY SCREW CORPORATION 


Ma acturers of Standard Round, Flat, Fillister and Oval Head Iron 
“a ‘Se ss Machine Screws, Brass Washers and Soldering Terminals. 


| 
5215 Ravenswood Ave., Chicago, Ill. 
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The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 

Carried in stock by all the leading 
mill supply jobbers. 


Write for catalog. 
Champion Blower & Forge Co. 


Lancaster, Pa. 





The ae 


SANDUSKY TOOL CO. yf 
142 Meigs St. 


Sandusky, Ohio 

(Ff Established 1868 

Ls Vanufacturers of 

| SELF-ALIGNING, STEEL- 
f SPINDLE HAND SCREWS: 
WOOD HAND SCREWS: 
IRON & WOOD BENCH 
SCREWS; SEMI-STEEL & 
WOOD PLANES; PLANE 
IRONS & MACHINE 
KNIVES; WOOD MAL.- 
LETS; COOPERS’ WOOD 
TOOLS; AND EYE, SHANK, 
& GOOSE-NECK HOES 


Write for Catalog oa | 














DEALERS 


AMERICAN 
There’s a good er one we 
margin of 
profit for you in selling 
AMERICAN belting. It is 
made from the best grade 
of oak tanned leather and is 
built for real service. The 
repeat orders you get will 
Prove its quality. 


AMERICAN LEATHER 
BELTING Co. 


Manufacturers of Leather 
Belting 

1455 West Congress St. 
CHICAGO 






















mm 
Genuine wrought iron modern soft 
steel for line pipe, tubing, casing, boiler 
tubes (seamless or lap welded) and all 
other classifications are now at your 
service. Quotations on any quantities 
will be furnished upon request. 


Light Rails 


All Foster Rails and Track Accessories (Frogs, 
Switches, Splices, Bolts, Spikes, Tie Plates, and 
Rail Braces) are fully guaranteed and shipped 
subject to your approval at destination. 

Use Foster’s Light Rails and Equipment for 
your mine trackage and save from 30 to 50%. 








F] 
LBFOSTERCO- 


PITTSBURGH PA.- NEW YORK: ’ 
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ee TRADE MARK 
SE- w-Up . 
Sockets and woe y 


One solid piece—Standard except the flat 
AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill 
has a tang. When the tang twists off or the 
shank breaks, the drill is useless in the ordi- 
nary socket. 

BUT—grind a flat (time 3 minutes) on the 
broken drill, slip it into a “Use-Em-Up” 
Socket, and it’s as good as a new drill. F 
Furnished in Sleeve orSocket Type. Specials 

made to order. 


Write for Jobber’s proposition. 


Lovejoy Tool Works 
328 W. Ohio St., Chicago 

















When writing to Advertisers please mention Mitt Suppuigs. 
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pany, sales supervisor of the Biflex Products Corporation and 
secretary and general sales manager of the Steel Products 
Corporation. 

The National Acme Co., Cleveland, reported net sales of 
$2,178,616 for the quarter ended September 30, as against 
$1,302,670 for the corresponding period of last year. For the 
first nine months of this year the company’s net sales amount- 
ed to $6,600,695, compared with $5,610,262 in the corre- 
sponding nine months of the previous year. Net profits after 
deducting bond interest and depreciation were $199,722 in 
the third quarter of this year as compared with a deficit of 
$177,398 in the corresponding period of last year. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 








SALESMEN WANTED 
WANTED—Salesmen calling regularly on mill and machin- 
ery supply dealers and jobbers to sell high grade line of 
grinding wheels as side line on commission basis. Have 
supplied largest distributors for over 30 years. Choice ter- 
ritory now open. Two small samples in case. Address A. 
Goodrich, Inc., 1500 West Madison Street, Chicago. 











WANTED—City Salesman with experience in selling Mill 
Supplies to factory trade. A good position open for the 
right man. Address The Patterson Tool & Supply Co., 
Dayton, Ohio. 








SITUATIONS WANTED 


WANTED—Sales Engineer desires position with manu- 
facturer or progressive jobber. Seven years mill and con- 
tractors supply sales experience. Specialized in mechanical 
rubber goods, steam specialties, pumps and oil engines. Would 
consider a quality line as factory representative on straight 
commission for Illinois. Employed but desire to make change 
January first. Address No. 840, care Mill Supplies, 537 S. 
Dearborn St., Chicago. 

WANTED—Mechanical engineer, 33, good personality, 13 
years’ experience in technical and practical fields—elevating, 
conveying, power transmission machinery, complete plant 
equipment, especially interested in anti-friction bearings, 
speed reducers and the more progressive types of machinery. 
Now employed on construction work; desires to return to 
sales field. Metropolitan, New Jersey or Eastern territory 
desired. Address No. 737, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 








OPPORTUNITY 





An established and highly successful corporation manu- 
facturing Mechanical Leather products desires traveling and 
city sales representatives throughout the East, South and 
Middle West. Our line includes Belting, Lacing, Packings 


and many specialties used by all industries. Liberal com- | 


mission—no drawing account. This opportunity demands a 


high caliber man who has integrity and personality. Leather | 


belting or leather specialty salesmen preferred. Reply giv- 
ing detailed information regarding yourself and your experi- 
ence. Address No. 839, care MILL SUPPLIES, 537 S. Dear- 
born Street, Chicago. 











FOR SALE 








FOR SALE—Stock of Guenther Governors, for steam 
engines by Mid Western Jobber. A-1 condition; no sacrifice, 
write for list and prices. Address No. 841, care MILL Sup- 
PLIES, 5387 S. Dearborn St., Chicago. 
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Dealers, 






Attention! 
Midget Mil Flex No. 3. 


is the only tool known that will install 
satisfactorily the new 

Ford 30-Minute Brake Bands 
The demand is increasing so rapidly that 
we need your assistance in supplying it. 


List price, Frames or Holders $4.80 a doz. 
Blades $9 a gross, less dealer’s discount. 


The Henry G. Thompson & Son Co. 
Established 1876 
New Haven, Conn. 






Midget Mil Flex No. 3 


Midget Mil Flex blades 6” long x 44” x .014”"— 
32 teeth 
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DIENER SAFETY FIRE APPLIANCES 


Approved and labelled by 
Underwriters Laboratories, Inc. 


7 \ ‘‘PROTECTION’’ 


Non-Explosive 
SAFETY CANS 


Diener Products are sold 
through the jobbing trade. 
Quality and good service are 
regarded a duty of first impor- 
tance to our distributors. 


Protection Safety Cans are 
popular and in strong demand. 





All industrial plants, garages, printing houses, clean- 
ing establishments and those using gasoline and in- 
flammable liquids in small quantities throughout build- 
ings require Protection Safety Cans. 


Write for Fire Appliance Catalog No. 25 


GEO. W. DIENER MFG. CO. 
400 N. Monticello Ave. Chicago, Ill., U. S. A. 











*“Torrid’’ Torches made 
by Diener give the great- 
est value to both con- 
sumer and to the dealer. 
They give complete sat- 
isfaction to the user and 
satisfactory profit for 


the jobber. 
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The Valve with the Reversible Disc & Seat 
close-grained nickel alloy 
—resists effectively the cut- 
that is one factor in the 
economy of Reverso Valves. 
side wears both disc and 
seat reverse and you have 
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Seat and disc of Nicu- 
lanium — a hard, tough, 
ting, wearing action of high 
temperatures and pressures, 
To this is added the re- 
versible feature. When one 
the life of another valve 
with no extra expense. 


But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F. 


: IROVERSO :—Iron body for 
150 lbs. pressure. Total tem- 
No. 780 perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 























Self Lubricating - Anti-Frictional 


Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Sole Manufacturers 
BRANCHES 


109 Broad St., New York 228 W. Fourth St., Los Angeles 
209 Broad St., Boston 2428 Riverside Drive, Minneapolis 














IM YERS 


re oun a - 


CeSHALiomocneee 
or SHALLOMecDEEP WELLS 
CISTERNS 




















Some dealers, plumbers, 
contractors and builders 
don’t know about Myers 
Self-Oiling Direct Water 
Systems, Electric House 
jj Pumps and Self-Oiling 
Nv Power Pumps for homes, 
farms, country. estates, 
| public and private insti- 
tutions. If you are among 
this number, we solicit 
your inquiry. Catalog and 
information on request. 
















DIREC Ty WATET TER SYSTEM 
FOR SHALLOW WELLS 





* 


‘ = 


Fresh Water 
Direct From 
WellorCistern 
to the Faucets 





THe F—-MYERS & BRO.Co.Ashliand Ohio. |: 


“ASHLAND PUMP AND HAY TOOL WORKS— |; 








When writing to Advertisers 


please mention Mizz Supp.ies. 
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BUY ADVERTISED PRODUCTS 


Classified Index to the Products of Advertisers in This Issue 


EY Index to Advertisements on Last Page 
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ABRASIV - PAPER AND CLOTH 


Packing Co. BOLLER TUBES 
Wausau Abrasive Co 


ber Co National Tube Co 





























ACC SSORIE S, AUTOMOBILE ie Metin entnielG BOILERS, TUBULAR AND WATER TUBE 
McRae & R rts Co. i é t ‘ selting Co. : é ‘ J 
by Henry Vogt Machine Co. 
The Wm. Pow ll Co. BE L TING, COTTON, SOLID WOVEN . eae aa : Saw . , 
AIR TANKS Stanley iting Corporation ' BOLTS, NU rs AND SCREWS 
Wm. B. Scaife & Sons Co. Victor Balata & Textile Belting Co. Standard Pressed Steel Co. 
ANVILS BELTING, IMPREGNATED BONES, TOTE 
lumbus Anvil & Forging Co Stanley Belting Corporation Mullins Body Corp 
Yost Mfg. Co BELTING, LEATHER _ BRACKETS, SINK 
APRONS, LEATHER Alexandet Chicago Nipple Mfg. Co, 
‘hicago Rawhide Mtg. Co. American 1 Belting Co, BRACKEI ‘*. WALL 
Edward R. Ladew Co,, Inc. Chicago 1] Mf. Co Bond Foundry & Machine Co. 
ARBORS Edward R. Co, Ine, Dodge Mfg. Corp. 
Morse Twist Drill & Machine Co. Moloney Belting Company The Hill Clutch Machine & Foundry Co 
BABBITT METALS W. S. Nott Compan) Link-Belt Company 
Dodge Manufacturing Corp yb R thmann & eg The Medart Company 
Tl} Chas. A. Schieren Co, r. B. Wood's Sons Co. 
The Medart Company “Sterling’’—Chas. Bond & Co Philadelphia * a 
Monarch Metal Co I. & Wiliams & Bone : BRASS GOODS, STEAM 
BARRELS, STEEL — . wai American Injector Co. 
Mullins Body Corp : 2 BELTING, LINK Detroit Lubricator Co. 
BARRELS, TUMBLING kh. a McRae & Roberts Co. 
Ro vakebovd IERURARS Ro aeenine oe BELTING, ROUND Penberthy Injector Co. 
soyersfore oundry & Machine 0. ‘ Belting Co Sherwood Manufacturing Co. 
BEARINGS, BRONZE Mfe. Co The Wm. Powell Co. 
The Bunting Brass & Bronze Co Scl en Co Sherwood Mfg. Co. 
Arthur Harris & Co, Edward R. Ladew Co., In The D. T. Williams Valve Co 
Sian Mesures: tai Re Be Witla 50718 BRONZE BARS, CORED AND SOLID 
Stewa Manufact ig Corp . 
E 3 ‘ ene BELTING, RUBBER The Bunting Brass & Bronze Co. 
ay BEARINGS, BRONZE, BABBIT rED Boston Woven Hose & Rubber Co Arthur Harris & Co. 
rhe Bunting Brass & Bronze Co. Diamond Rubber Co., Inc. M. L. Oberdorfer Brass Co 
BEARINGS, SHAFT, BABBITTED Hewitt Rubber Co. Stewart Manufacturing Corp. 
Bond Foundry & Machine Co The Mechanical Rubber Co BROOMS, FACTORY, W ARE HOUSE AND 
H. W. Caldwell & Son Co New York Belting & Packing Co RAILROAD 
Dodge Manufacturing Corporation The Republic Rubber Co. Indianapolis Brush & Broom Mfg. Co. 
ene er nee) casa ee NaS Ske BELTING, THRESHER The Joseph Lay Co. 
The Hill Cluteh Machine & Fuundry Co, ‘ . E ~ : 1] ae — 7 arm gs 
Link-Belt Company Boston Woven Hose & Rubber Co BRUSHES, BENCH, FLOOR, ETC. 
TI Medart Coma Edward R. Ladew Co., Ine. Indianapolis Brush & Broom Mfg. Co 
evaterd Banter Machine Co The Mechanical Rubber Co. : The Joseph Lay Co. 
: New York Belting & Packing Co. ?;wkETe oT Ww an 
Valley Tron Works The Republic Rubber Co BUCKETS, ELEVATOR 
r. B, Wood's Sons Co I. B. Williams & Sons H. W. Caldwell & Son Co. 
BEARINGS, SHAFT, BALL Victor Balata & Textile Belting Co. Link-Belt Company 








Chicago Pulley & Shafting Co -_ van, “Salem’’—Mullins Body Corporation 

b ‘ 5 BI LACTOR 7 — ates — 

Skayef Ball Bearing Co. Ginter saiets seve Mig pena Me BURNERS, GASOLINE AND KEROSENE 
BEARINGS, SHAFT, OILLESS BELTING, TWISTED Clayton & Lambert Mfg. Co. 

Arguto Oilless Bearing Co. Edward R. Ladew Pg Inc. BUSHINGS, BRONZE 
BEARINGS, SHAFT, ROLLER Victor Balata & Textile Belting Co. Bunting Brass & Bronze Co. 

Bond Foundry & Machinery Co BELTING, WATERPROOF Oberdorfer Brass Co 

Dodge Manufacturing Corporation kitesourdar Srathcrs: . = Stewart Manufacturing Corp. 























“The Reeves’’—Reeves Pulley Co. Si ietiicace ae . 72 STI DET wy 
Royeraford Boundry & Machine Co r,s esenegg Mote Bie od Co. ; CANS, OIL, SUPPLY 

BELT DRESSING Edward R. Ladew Co.. Inc. eee amet seeens : Bs > 2 CER 
Alexander Brothers Moloney Belting Company CANS, OILY WASTE 
Atlantic Manufacturing Co W. S. Nott Company Geo. W. Diener Mfg. Co. ‘ 
“Cantol Belt Wax''—E. C. Atkins & Co., Ine, Geo. Rahmann & Co. CANS, SAFETY, GASOLINE 
Chicago Rawhide Mfg. Co. Chas A. Schieren Co. . . sR: Hee . ~ . — 
Joseph Dixon Crucible Co. I. B. Williams & Sons Geo, W. Diener Mfg. Co. 
Edward R. Ladew Co., Ine Victor Balata & Textile Belting Co. CAR-MOVERS 
Mckinene Mek Pendle Wie: Oh, 1 BELTS, WELL DRILLING Advance Car Mover Co. 
P “hi SA. hin an = oar mate CO. Inc. Stanley Belting Corporation Appleton Car Mover Co. 
Stanley B elting Corporation Victor lata & Textile Belting Co. CASING, WELL 
Victor faiute & Textile Relting Co BENCHES (WORK), JEWELERS National Tube Co. 

BELT FASTENERS Lelman: Bros ; CASTERS, TRUCK 
The Bristol Company BENCH LEGS Bond Foundry & Machine Co. 
Clipper Belt Lacer Comps ny The Hill Clutch Machine & Foundry Co. Faultless Caster Co. 
Crescent Belt istener Co Standard Pressed Steel Co CASTINGS, GRAY AND MALLEABLE 
Detroit Belt Lacer Co, pi ca S ati CNRS REN sie 


etal é : BENDS AND COILS, PIPE 
Flexible Steel Lacing Co. Chicago Nipple Mfg. Co. A 


BELT LACINGS, LEATHER 


The Hill Clutch, Machine & Foundry Co. 
Illinois Malleable Iron Co. 





. Z BINDERS, LOOSE LEAF CATALOG Link-Belt Company 
Alexander Brothers — The Heinn Company Poole Engineering & Machine Co. 
Chicago Rawhide Mfg. Co - : . = 
‘Cocheco"—I. B. Williams & Sons Kalamazoo Loose Leaf Binder Co, CASTINGS, SEMI-STEEL 
Edward R. Ladew Co., Ine. Proudfit Loose Leaf c 0. : Bond Foundry & Machine Co. 
Chas. A. Schieren Co BLOCKS, CHAIN Poole Engineering & Machine Co. 
BELT LACINGS, METALLIC bag v men Mfe. C CATALOG BINDERS, LOOSE LEAF 
Clipper Belt Lacer Company ’ 7 x craigs ates The ej . anv 
Ty troit Be Lacer Co sina BLOCKS, PILLOW ng ere cc Geet Co, 
Flexible Steel Lacing Co. Bond Foundry & Machine Co. Proudfit Loose Leaf Co. 
The Bristol Company. Chicago Pulley & Shafting Co Pies sae Ma : aaa 
BELT SHIFTERS Dodge Manufacturing Corporation CATALOGS, SUPPLY HOUSE 
TB : Bp aay : The Hill Clutch Machine & Foundry Co, The Cuneo Catalog Service Co. 
B, Wood's Sons Co Link-Belt Company R. R. Donnelley & Sons Co 
BELT TIGHTENERS The Medart Company The Bluford Sharp Company 
Dodge Manufacturing Corporation Royersford Foundry & Machine Co. CEMENT, LEATHER BELT 
The Hill Clutch Machine & Foundry Co, Skayef Ball Bearing Co Alexander Brothers 
Link-Belt Company Standard Pressed Steel Co Ghisase R hide Mfe. C 
The Medart Company Valley Iron Works NCCC Oo Sar EAE as 
T. B. Wood's Sons Go T, B. Wood's Sons Co ae a “i 5. Williams & Sons 
pill. z 5 F “dwar t. Ladew Co., 1c. 
BELTING, BALATA BLOWERS Chas. A. Schieren Co, 
Victor Balata & Textile Belting Co. Champion Blower & Forge Co CEMENT, PIPE JOINT 
nar ene . . our a6) coder . Electric Blower Co. (forge, exhaust, ven- i ire - . 
Th Ps spcmihanteny Mery — STITCHED tilating) ii : Joseph Dixon Crucible Co. 
e Mechanical Rubbe oO. sims 3ros ’ , x . 
Victor Balata & Textile Belting Co. ma pe PORTABLE, ELECTRIC H. Ww la - — — 
a lacie ana y, ERS, Z .E, ELECT ; . Caldwe & Son Co. 
Boston W we Mas & wether Oe. Electric Blower Co. Link-Belt Company 
sosto ove se & Rubbe ). . ——a a 
The Diamond Rubber Co., Inc, BLOWERS, SANDBLAST CHAIN DRIVES, SILENT 
The Mechanical Rubber Co. Leiman Bros Link-Belt Company 


sen RS 





When writing to Advertisers please mention Mit. SuppLies. 











CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co 


CHEESE CLOTH 


thicago Sanitary Rag Co. 
The J. Milton Hagy Waste Works 
CHUCKS, Al ~— ATIC 
Eastern Tube & Tool Co., “Eastern.’ 
CHUCKS, rnc 
Eastern Tube & Tool Co., Inc., ‘‘Ettco,”’ 
Morse Twist Dr & Machine Co, 
Cl AMPS, BEAM, ADJUSTABLE 
Cl re M Co 
cL AMPS, BELT 
T. B. Wood's Sons Co, 
CLAMPs, “C” 
Armstr yn Bros. Tool Co. 
ywnie Mf; Co 
Th Eberhard Mfg. Co. 
J. H, Williams & Co. 
CLAMPS, PIPE, EXTENSION 
Chicago Nipple Mfg. Co. 
CLAMPs, PIPE REPAIR 
M. B. Skinner Co 


CLEANERS, 
Sherwood Mfg. Co. 


FLUE 





CLOSETS, FROST PROOF 
Jos. A Vogel Co. 
( LOT H, ABRASIVE 
Wausau Abras s Co 
CLOTHS, WIPING 


Chicago 
Louisville 
D. | 


Sanitary Rag Co., Inc, 
Sanitary Wipers Co., Inc, 
tobinson & Sons 

CLUTCHES, FRICTION 
Bond foundry & Machine Co, 
Chicago Pulley & Shafting Co, 
Dodge Manufacturing Corporation 
Edgemont Machine Co,, The 
Falls Clutch & Machinery Co 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
The Moore & White Co. 
“The Reeves'’—Reeves Pulley Co, 
A. L. Schultz & Son 
Valley tron Works. 
T. B. Wood's Sons Co. 

cocks, 

American Injector Co, 
McRae & Roberts Co, 
The Wm. Powell Co. 
The D. T. Williams Valve Co, 


cocks, BALL 
Detroit Lubricator Co, 
McRae & Roberts Co. 
COCKS, BATH 
Chicago Nipple Mfg. Co. 
COCKS, CORPORATION 
Powell Co. 
cocks, 
American Injector Co, 
Jenkins Bros, 
McRae & Roberts Co. 
“Ohio’’—The Ohio Brass Co, 
The Wm. Powell Co. 
; Sherwood Mfg. Co. 
j The D. T. Williams Valve Co, 
COCKS, STEAM AND SERVICE 
McRae & Roberts Co, 
The Wm, Powell Co, 
Walworth Company 
The D. T. Williams Valve Co. 
COGS, FOR MORTISE GEARS 
Poole Engineering & Machine Co, 
COILS AND BENDS, PIPE 
Chicago Nipple Mfg. Co, 
COLLARS, SHAFT 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co, 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co, 
Standard Pressed Steel Co, 
Valley Iron Works 
T. B. Wood’s Sons Co, 
COLLARS, SHAFT, 
Link-Belt Company 
COLUMNS, WATER 
Nason Manufacturing Co, 
COMMERICAL DROP FORGINGS 
Fulton Drop Forge Co 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
CONVEYORS, FOR ALL PURPOSES 
H. W. Caldwell & Son Co. 
Link-Belt Company 
COPPERSs, 
Chicago Solder Co. 
cou NTERBORES 
The Cleveland Twist Drill C 
Morse Twist Drill & Machine Co. 


COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Edgemont Machine Co., The 
Falls Clutch & Machinery Co. 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 


AIR 


The Wm, 
GAGE 


SOLDERING 


Wk. AA a sr el 


fee cre ee SNe 


MALLEABLE IRON 


Rie one 


Royersford Foundry & Machine Co, 
T. B. Wood's Sons Co. 


COUNTERSHAFTS, SMALL 
Birkle Machine Works. 
N. A. Strand & Co, 
COUPLINGS, SHAFT 


Chicago Pulley & Shafting Co. 

Dodge Manufacturing Corporation 

The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 

The Medart Company 

Royersford Foundry & Machine Co, 





Spiro—Bond Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood's Sons Co. 


COUPLINGS, SHAFT, FLEXIBLE 

Birkle Machine Works 
Bond Foundry & Machine Co. 
The Hill Clutch, Machine & Foundry Co, 

B. Wood’s Sons Co. 
cou PLINGS, SHAFT, 
Dodge Mfg. Corp. 
Edgemont Machine Co., The 
The Hill Clutch, Machine & Foundry Co. 
The Moore & White Co. 
The Medart Company 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 


COUPLINGS, SHAFT, MARINE 

Bond Foundry & Machine Co, 

COVERING, PULLFY 
Chicago Pulley & Shafting Co. 

CRAYONS, LUMBER 
Joseph Dixon Crucible Co. 

CUPs, LEATHER 
Chicago Rawhide Mfg. Co. 
Edward R, Ladew Co., Inc. 
The Watson-Stillman Co. 
CUPS, OIL AND GREASE 

American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
D. T. Williams Valve Co. 


CUPS, GREASE, MALLEABLE IRON 
Link-Belt Company 
CUTTERS, BELT 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co, 
CUTTERS, GASKET AND WASHER 


Edward R. Ladew Co., Ine. 


CUTTERS, GLASS 
American Saw & Mfg. Co. 
CUTTERS, MILLING 
ind Twist Prill Co. 
Morse Twist Drill & Machine Co, 
CUTTERS, PIPE 
Armstrong Bros. Tool Co, 
Greenfield Tap & Die Corp, 
Toledo Pipe Threading Machine Co. 
CYLINDERS, WATER, AIR OR GAS 
National Tube Co 
Wm. B. Scaife & Sons Co. 
DIES, THREADING 
Armstrong Bros, Tool Co, 
Greenfield Tap & Die Corp. 
Morse Twist Dril} & Machine Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co, 
DISCS, VALVE 
Jenkins Bros. 
Metallo Gasket Co, 
DOGs, 
Armstrong Bros. 
J. H. 


FRICTION CUT-OFF 


Clevel: 


LATHE 
Tool Co. 
Williams & Co, 


DRILLING POSTS 


Armstrong Bros. Tool Co. 
Lovejoy Too] Works 
DRILLS, ELECTRIC 


The Black & Decker Mfg. Co, 
Cincinnati Electrical Tool Co. 
Louisville Electric Mfg. Co. 
Stow Manufacturing Co,, Inc. 
N. A. Strand & Co. 
Wisconsin Electric Co, 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co, 
Lovejoy Too) Works 
DRILLS, TWIST 
Cleveland Twist Drill Co. 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co. 
Whitman & Barnes Mfg. Co. 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
“DROP-FO" VISES 
Fulton Drop Forge Co 
DROP FORGED VISES 
Drop Forge Co 
DROP FORGINGS, LICHT 
Fulton Drop Forge Co 
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DRUMS, CAST IRON 
The Hill Clutch, Foundry & Machine Co. 
The Medert Company 
B. Wovod’s Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
Sherwood Mfg. Co. 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
McRae & Roberts Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
D. T. Williams Valve Co. 
EXPANDERS, TUBE 
The Watson-Stillman Co, 
Lovejoy Too] Works 
EXPANSION TANKS 
Wm. B. Scaife & Sons Co. 
EXPELLERS, OIL AND MOISTURE 
The V. D. Anderson Co, 
EXTENSIONS, TAP 
The Allen Mfg. Co. 
EXTINGUISHER LIQUID 
Diener Mfg. Co. 
EXTINGUISHERS, 
Geo. W. Diener Mfg. Co. 
EYE SHIELDS AND FACE PROTECTORS 
Chicago Eye Shield Company 
FANS, VENTILATING, ELECTRIC 
Electric Blower Co. 
Marathon Electric Mfg. Co. 
FASTENERS, BELT 
The Bristol Company 
Crescent Belt Fastener Co, 
Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 


FEEDER VALVES. STEAM HEATING 
BOILER 


Geo. W. 
FIRE 


Nason Manufacturing Co. 


FILES 
American Swiss File & Tool Co. (Precision, 
diemakers’, toolmakers’, jewelers’, machin- 
ists’.) 


The Grobet File Corporation of America, 

Scandinavian Western Importing Co., Ltd. 

FILLERS, OILER 

Supply Co. 

FILTERS, WATER 

Wm. B. Scaife & Sons Co. 

FIRE FIGHTING DEVICES—UNDER- 

WRITERS’ APPROVED 

Geo. W. Diener Mfg. Co. 

FIRE PREVENTING EQUIPWMENT—UNDER- 
WRITERS’ APPROVED 

Geo. W. Diener Mfg. Co. 

FITTINGS, HIGH PRESSURE 

Henry Vogt Machine Co. 
The Watson-Stillman. Co. 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co. 
FITTINGS, HYDRAULIC 
Henry Vogt Machine Co, 
The Watson-Stillman Co, 

FITTINGS, PIPE, MALLEABLE 
Tilinois Malleable Iron Co. 
Walworth Company 

FITTINGS, PIPE, 
3onney Forge & Tool Works 
The Watson-Stillman Co, 
Henry Vogt Machine Co, 
FLENIBLE SHAFT EQUIPMENTS 
Stow Manufacturing Co., Ine. 
N. A. Strand & Co, 
FLOATS, COPPER 
The V. D. Anderson Co, 
Arthur Harris & Co, 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Foundry & Machine Co, 
The Medart Company 
Royersford rounary & Machine Co. 
. A Wood's Sons Co. 
FLUX, SOLDERING 
Chicago Solder Cc. 
FLY WHEELS, CAST IRON 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
T. B. Wood’s Sons Co. 

FORGE BLOWERS, ELECTRIC 
Electric Blower Co, 

FORGES, BLACKSMITH 
Champion Blower & Forge Co. 


FORGES, RIVET 


Champion Blower & Forge Co. 
Lovejoy Tool Works 


P, Wall Mfg. 


STEEL 


ane 
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UNIFORMITY HIGH SPEED OISTINCTION 








To the Jobber Who Is 
Planning a New Catalog 


The issuance of a new catalog is of 
such importance that careful consid- 
eration should be given to every line 
and item to be shown in it. 
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: We believe that Edgemont Friction 

HACK SAWS : Clutches have earned a place in your 

: new catalog. They have demon- 

“The Toots in Lhe Plaid Bor” : strated both their utility and their 

AMERICAN SAW & MFG. CO. SPRINGFIELD.MASS. BR saleability. The expanding type is 

HACK SAWS CREW DRIVERS - GLASS CUTTERS . standard equipment on many leading 

a aaa wen RE makes of machine tools. They con- 
SISSIES EESTSISETUTE TesesTsSTT 








tain no springs or delicate parts and 
engage easily and quietly. There is 
ample adjustment for wear. They 
are made in both expanding and 
plate types, in sizes from 8” to 24” 
diameter, covering practically all 


















RIO ar) 
IMPROVED 


anne 


a ” transmission applications. 
VULCAN” WRENCHES ° Asa ge = 
Edgemont Friction Clutches will give your 
They’re popular because they give customers a good opportunity to select the 


SUPERIOR SERVICE. Double- clutch or clutches that best suit their needs. 


ended, reversible jaws assure long 
life; proof-tested, certified chain Ask your catalog maker to show you 
provides safety in operation. 


N cia” Sent eal seni fee proofs of his Edgemont Clutch pages. 
> ~ $ > »? . . 
25 years. Literature: The Edgemont Machine Co., Inc., Dayton, Ohio 


dgemont 


Friction Clutches 


J. H. WILLIAMS & CO. 

“The Wrench People” 
BUFFALO 

New York Chicago 























WATER GAUGES 


and 
other quality 
Products 


Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks | 

Air Valves 

Ete. 


A Super-Fine 
Leather Belt 





Jy OLOneEy is leather belting of 
innate quality—made right by 
men schooled in the art of belt mak- 
ing. 

Only the choicest of steer hides are 
used, and only that part of the hide 
cut from the center of the backbone. 
This assures toughness and resist- 
ance to wear and tear. 























And the special currying process 
to which the hide is subjected gives 
you the flexibility so essential to real 
transmission satisfaction. 














Write for Catalog | 
Dealers carry Moloney Belting 
to insure customer-satisfaction 


Moloney Belting Co. 


124-138 N. FranklinSt. « CHICAGO 
PORTLAND, ORE. GREENVILLE, S.C. | ATLANTA, GA. 


| 

1] 

The McRae & Roberts Co. 

| 100-146 South Campbell Avenue | 
DETROIT, MICHIGAN 








“A Belt is No Stronger Than Its Weakest Lap” 
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FRAMES, HACK SAW 

E. «. Atkins & Co., In¢ 
FRAMEs, WALL 

Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
e«oyersford Foundry & Macnine Uo, 


T. B. Wood's Sons Co. 

FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co, 
Geo. W. Diener Mfg. Co 


Scandinavian Western Importing Co. 
The Turner Brass Works 

P. Wall Mfg. Supply Co. 

Yost Mfg. Co. 


GAGE GLASSES 


Jenkins Bros,, “Moncrieff.” 
Libbey Glass Mfg. Co, 

GAGES, HYDRAULIC 
The Watson-Stillman Co, 
GAGES, IRON, AMMONIA AND CHEMICAL 
Nason Manufacturing Co, 

GAGES, WATER 

Americen Injector Co. 


Detroit Lubricator Co. 

McRae & Koberts Co 

Nason Manufacturing Co. 

Penberthy Injector Co. 

The Penn Engineering Co. 

The Wm. Powell Co 

The D. T. Williams Valve Co, 
GASKETS 

Jenkins Bros. 

Hewitt Rubber Co, 

Metallo Gasket Co. 


New York Belting & Packing Co, 


GEARS 
Bond Foundry & Machine Co, 
H. W. Caidwell & Son Co. - 
Dodge Manufacturing Corporation 


The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
toole Engineering & Machine Co, (all kinds 
GEARS, KAWHIDE 
Rawhide Mfg. Co. 
GEARS, SPEED REDUCING 
Tne Hill Clutch, Machine & Foundry Co. 
Poole Engineering & Machine Co, 
GLASSES, GAGE 
Jenkins Bros., ‘‘Moncrieff.” 
The Libbey Glass Mfg. Co 
GOGGLES, EYE SHADES, ETC. 
Chicago Eye Shield Company 
GRAPHITE FOR ALL 
Joseph Dixon Crucible Co. 
GREASE, LUBRICATING 
Bond Foundry & Machine Co., “Bondeline” 
Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 
Waverly Oil Works Co, 
GRINDERS, BELT, 
DRI 


Uanicago 


PURPOSES 


ROPE AND MOTOR 
VEN 
Manufacturing Co., Inc. 
GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machine Co. 

Chicago P ulley & Shafting Co. 

Cincinnati Electrical Tool Co 

Louisville Electric Mf Co. 

Marathon Ele tric Mfg Co 

Royersford Foundry & Machine Co. 
Wisconsin Electric Co 


Stow 


GRINDERS, DISC 
The Crescent Machine Co 
GRINDERS, ELECTRIC 


The Black & Decker Mfg. Co, 
Bodine Electric Company 





Cincinnati Electrical Tool Co 
Louisville Electric Mfg. Co. 
Marathon Electric Mfg. Co 


Stow Manufacturing Co Inc. 
N. A. Strand & Co 
Wisconsin Electric Co. 
GRINDERS, TOOL, ROLLER BEARING 
Chicago Pulley & Shafting Co. 
GRINDERS, VALVE 

The Black & Decker Co 
Cin ati Electrical Tool Co 
Wiscou sin Sostrte Co. 

GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 

GUNS, OIL AND GREASE 
Bend Foundry & Machine Co. 
Royersford Foundry & Machine Co. 

HAMMERS 


Prentiss Vise Co “Cheney” 
MANGERS, BALL BEARING 

Chicago Pulley & Shafting Co. 
Skayef Ball Rearing Co. 
Valley Iron Works. 

HANGERS, DOOR 
F. E. Myers & Bro. Co. 

HANGE®S, PIPE 
Chicago Nipple Mfg. Co 
"Ball Joint’—The Penn Engineering Co. 


Ullinois Malleable Iron Co, 
Walworth Company 
HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Falls Clutch & Machinery Co. 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
[he Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co. 
Valley Iron Works 
T. B. Wood's Sons Co 
HEADERS, 
Chicago Nipple Mfg. Co. 
HEADS, EXHAUST 
Swartwout Company 
HEATERS, FEED WATER 
The Swartwout Company 
HEATERS, GLUE, STEAM AND GAS 
Nason Manufacturing Co. 
HELMETS AND RESPIRATORS 
igo Eye Shield Company 
HOIsSTs, CHAIN 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Too! Co. 
J. H. Williams & Co. 
HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 
HOSE, COTTON 
Boston Woven Hose & Rubber Co 
Diamond Rubber Co., Inc. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
HOSE, RU — 
Boston Woven Hose & Rubber Co 
Diamond Rubber Co., Inc. 
Hewitt Rubber Co, 
The Mechanical Rubber Co, 
) New York Belting & Packing Co 
The Republic Rubber Co, 
HYDRATLIC LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
The Watson-Stillman Co, 
INJECTORS 
American Injector Co. 
Penberthy Injector Co, 


PIPE 


The 


Chi 


The Wm. Powell Co. 
Sherwood Mfg. Co. 
JACKS, LIFTING 

Lovejoy Too] Works 

JOINTERS, WOODWORKING 
The Crescent Machine Co, 
Heston & Anderson 

JOINTS, EXPANSION, COPrER 


Arthur Harris & Co, 


KETTLES, STEAM JACKETED 


Arthur Harris & Co, 

KNIVES, MACHINE 
E. C. Atkins & Co, 

LACE LEATHER 
Chicago Rawhide ‘Mfg. Co. 
Edwar hk. Ladew Co., Inc. 
Chas. rw Schieren Co. 
I. B. Williams & Sons 


LACERsS, 
Clipper Belt Lacer Co, 


BELT 


Detroit Belt Lacer Co. 
LACING, BELT, METALLIC 

Clipper Belt Lacer Company 
Crescent Belt Fastener Co, 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
The Bristol Company 

TLADLES AND KETTLES, MELTING 


Mullins Body Corporation 
LAMP GUARDS 

Flexible Steel Lacing Co 

LATHES, WOODWORKING 
Greenfield Tap & Die 

LEATHER SPECIALTIES 
Alexander Brothers 
Chicago Rawhide a Co 
Fdaware . Ladew Co.,, Inc. 
W. s. Nott Company 


Corporation, 





LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
LEGs, BENCH 
Standard Pressed Steel Co 
LEGS, LIFT TRUCK PLATFORM 
Plimpton Lift Truck Corp 


LONGSCREWS 
Chicago Nipple Mfg. Co. 
LUBRICANTS, BALL 


Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
Waverly Oil Works Co. 


LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co. 


Me ese RG METNRNUT no Be ae. 
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McCullough Mfg. Co., Minneapolis, Minn. 

McRae & Koberts Co. 

The Wm. Powell Co. 

Sherwood Mfg. Co, 

The D. T. Williams Valve Co. 

MACHINE TOOLS 

The Crescent Machine Co, 

Greenfield Tap & Die Corp. 

Royersford Foundry & Machine Co. 
MACHINERY CLUTCHES 

Chicago Pulley & Shafting Co. 

Dodge Manufacturing Corporation 

Edgemont Machine Co., Inc. 

The Hill Clutch, Mac hine & Foundry Co. 

Link-Belt Company 

[he Medart Company 

The Moore & White Co, 

A. L. Schultz & Son 

T. B. Wood's Sons Co. 


MACHINES, BAND SAW, FOUNDRY 


The H. G. Thompson & Son Co, ‘“MilClark”’ 
MACHINERY, COAL HANDLING 
H, W. Caidwell & Son Co, 


Dodge Manufacturing Corporation 
Link-Belt Company 
MACHINERY, CONVEYING AND ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
Link-Belt Company 
Stephens-Adamson Mfg. Co. 
MACHINES, CUTTING OFF 
The H. G. Thompson & Son Co, ‘‘Milband” 
MACHINES, GRINDING AND POLISHLNG 
Bodine Electric Company 
Bond Foundry & Machine Co. 
Cincinnati Electrical Tool Co. 
Royerstord Foundry & Machine Co, 
N, A. Strand & Co, 
Wisconsin Electric Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 
MACHINES, METAL CUTTING 
Ee. C. Atkins & Co., Inc, 
MACHINES, VIPE CUTTING AND 
THREADING 
Greenfield Tap & Die Corp, 
The Oster Mfg. Co. 
Toledo Fipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Forndry & Machine Co. 
MACHINERY, WOODWORKING 
E. C. Atkins & Co. 
The Crescent Machine Co. 
Greenfield Tap & Die Corporation (lathes). 
Heston & Anderson 
MALLETS AND HAMMERS, RAWHIDB 
Chicago Rawhide Mfg. Co. 
MANDRELS 
Twist Drill & Machine Co, 
MATS AND MATTING, KUBBER 
Diamond Rubber Co., Inc. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
MERCHANDISE CONVEYORS 
Link-Belt Company 
F. E. Myers & Bro. Co. 
METAL, BEARING 
Dodge Manufacturing Corporation 
Bunting Brass & Bronze Co. 
The Medart Company 
Monarch Metal Co. 
Reeves Pulley Co 
Stewart Manufacturing Corp. 
MILE LEATHERS, ALL 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg Co 
Edward R. Ladew Co., Ine 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
MORTISERS 
The Crescent Machine Co 
MOTORS, ELECTRIC 
Bodine Electric Company 
Marathon Electric Mfg. Co. 
Wisconsin Electric Company 
MOVERS, CAR 
Advance Car Mover Co, 
Appleton Car-Mover Co. 
MULE STANDS 
Roud Foundry & Machine Co, 
Dodge Manufacturing ¢ ‘orporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
T. B. Wood’s Sons Co. 
ESTES, PIPE 
Mfg. Co. 
MAC an 
Corporation 
NUTS, WING 
Eberhard Mfg. Co. 
OIL PUMPS, HAND 
Sherwood Mfg. Co. 
OTL WELL ACCESSORIES 
Powell Co. 
OILERS, HAND 
P, Wall Mfg. Supply Co. 
OILERS, MULTIPLE FEED 
Detroit Lubricator Co, 
Sherwood Mfg. Co. 
OILING DEVICES 
American Injector Co. 


Morse 






KINDS 


Chicago Nipple 
NUTS, 
Economy Screw 


SCREW 


The 


The Wm, 
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“Industrial Type” 
Spur Gear Speed 
Transformers 


“Smith Type” 
Hill Friction 
Clatches 


“Cleveland Type” 
Collar Oiling 
Bearings 


There’s a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type” Hill Friction Clutches 
“Cleveland Type” Collar Oiling Bearings 
“Industrial Type”? Spur Gear Speed 
Transformers 
‘“‘Steelarm’’ Automatic Belt Tighteners 
Flexible Couplings 
Your customers’ wants mean more to us than “so 
much material”. A careful study is made by Engi- 
neering Experts skilled in Power Transmission prob- 


receive the accumulated experience of 
serving every kind of industry. 


‘ou 
century 


lems. 


“half a 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 
General Office and Plant, Cleveland, O. 
New York Office, 41 East 42nd St. 
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Swartwout Hydromatic Steam Traps 


This Swartwouttrap doesits work per- 
fectly, without trouble, without ex- 
pense. Illustration shows enlarged view 
of monel metalvalveand valve seat,both 
ofwhich arereversible and interchange- 
able, insuring perfect fit and long wear. 
Should be carried by every jobber. 








BUCKET 
Go clean 
water) 










(a DEMAND is constantly making the 
sale of Swartwout Steam Specialties more profitable 
to our agents. Back of this increasing demand stands 
consistent advertising, whole-hearted cooperation of our 
salesmen, prompt deliveries, and products of the very 
highest standard. 

High Pressure Bucket, Low Pressure Float and Return, 
Lifting and Vacuum Steam Traps. Cast Iron Exhaust 
Head, Steam, Oil and Air Separators, Air Traps, Water 
Level Control Valves, and the well known Swartwout 
All Service and Junior Feed Water Heaters. 


Swartwout 
Steam Specialties 


THE SWARTWOUT COMPANY 
CLEVELAND, OHIO 


General Offices: 18523 Euclid Ave.--Factories: Cleveland,O.-Orrville,O. 

















Range Boilers 
Expansion Tanks 


PITTER: 
“RAZED A 





Air Tanks Riveted 
Gasoline Tanks Welded 
Oil Tanks Copper Brazed 


KS 


WATER FILTERS and PURIFIERS 


For every industrial and domestic use 


Catalogues on Request 


Wm B. Scaife & Sons Co. 


Pittsburgh, Pa.—1st Natl. Bank Bldg. 
New York, N. Y.—26 Cortlandt St. 
Chicago, IIl.—38 So. Dearborn St. 


Plain or Galv’d 
All Sizes 














Mills and General Offices: 


HARVEY, ILLINOIS 
Chicago Phone: Pullman 6496 








+ Ne I EN RES RT NRE RASA NE ST 


Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Established 1891 









Chicago Warehouse: 
1023-1025-1027 West Jackson Blvd. 


Phone: Monroe 5356 and 5357 
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Detroit Lubricator Co, 

The Wm. Powe! 1 Co; 

Sherwood Mfg. Co, 

The D. T. Williams Valve Co. : 
>. 


= S, LUBRICATING 


ks ( 


Waverly Oil 





PACKING, AMMONIA 

Boston Woven Hose & Rubber Co 
Diamiond Rubber Co., Inc. 
Hollow a er Packing Co, 
The Mechanical Rubber Co, 
New York Belting & Packing Co, 
The Republic Rubber Co, 

PACKING, HYDRAULIC 
Alexander Brothers 
Chicago Rawhide Mfg. Co. 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co. 
Hollow Center Packing Co, 





Edward hk. Ladew Co,, In 
The Mechanics al Rubber Co. 
New York Belting & Packing Co. 


W. S. Nott Company 
Chas. A, Schieren Co, 
The Watson-Stillinan Co, 
I, B, Williams & Sons 
PACKING, PISTON 
Diamond Rubber Co., In 
Hewitt Rubber Co. 
Holiow Center Packing Co. 
The Mechanical Rubber Co. 
New York Belting & Packing Co, 
The Republi Rubber Co. 
PACKING, RUBBER 
Boston Woven Hose & Rubber ) 
Diamond Rubber Co., Inc. 
Hewitt Rubber Co. 
Hollow Center Packing Co. 
The Mechanical Rubber Co, 
New York Belting & Packing Co, 
The Republic Rubber Co, 





Bos 
Diamond ° 
“Jenkins '96”"—Jenkins Bros, 
Hewitt Rubber Co, 
Hollow Center Packing Co, 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
The Republic Rubber Co, 
PACKING, VALVE STEM 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co. 
Hollow Center Packing Co. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
The Republic Rubber Co, 
Sherwood Mfg. Co. 
PAINT, SILICA-GRAPHITE 
Joseph Dixon Crucible Co. 
PANS, TOTE 
Mullins Body Corp. 
PASTE, SOLDERING 
Chicago Solder Co. 
PEGS OR PINS, BELT LACING 
Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer Co, 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co, 
PIPE THREADING TOOLS 
Armstrong Bros. Tool Co. 
Greenfield Tap & Die Corp, 
Toledo Pipe Threading Machine Co. 
PIPE, HIGH PRESSURE 
The Watson-Stillman Co. 
PIPE, STEEL 
L. B. Foster Co, 
National Tube Co. 
PLANERS, WOODWORKING 
The Crescent Machine Co 
PLATES, BASE 
Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
PLATES, eee AND CEILING 
Chicago Nir ‘o 
The Penn Engineering Co. 
PLATFORMS, LIFT TRUCK 
The Plimpton Lift Truck Corporation, 
Standard Pressed Steel Co, 
PLIERS 
Bonney Forge & Tool Works 
4 LU GS, BR. ASS AND FUSIBLE 











Americ 
rset 
The D. T. iam 
The Wm. Powell Co. 
POLES, TUBULAR STEEL 


National Tube Company 








Ame an ey Company 
Arguto oll ss Bearing Co. 
Bond Foundry & Machine Co, 
H, W. Caldwell & Son Co 
Chicago Pulley & afting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co. he 

Falls Clutch & Ma 





hinery Co 
The Hill Clutch, Machine & Foundry Co, 


Link-Belt Company 

The Medart Company 

The Moore & White Co. 
Royersford Foundry & Machine Co, 


POWE a TRANSMISSION APPLIANCES 


A. L. Schultz & Son 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co, 
Valley Iron Works 
I. B. Wood's Sons Co, 
PRESSES, DRILL, JEWELERS’ SENSITIVE 
Leiman Bros, 

PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co, 

PRIMING CUPS 
Detroit Lubricator Co, 
McRae & Roberts Co, 
PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co, 
PULLEY COVERING 

Chicago Rawhide Mfg. Co, 

PULLEYs, BALL BEARING 


Skayef Ball Bearing Co, 






hicago Pulley & afting Co. 
PULLEYS, CAST IRON 

Birkle mi ‘~hine Works 

g3ond Fo iry & Machine Co, 


BH. W. valdwell & Son Co. 
Dodge Manufacturing Corporation 
Falls Clutch & Machinery Co 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 

f i Foundry & Machine Co. 
Valley Iron Works 
T. B. Wood's Sons Co. 

P veo LEYS, CONVEYOR 
H. W. Caldw & Son Co 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
T. B. Wood’s Sons Co. 
PULLEYS, FLANGE 

Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt ¢ vompany 
The Medart Company 
Reeves Pulley Co, 
Saginaw Mfg. Co, 
T. B. Wood’s Sons Co. 
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PUMPS, ELECTRIC 
The Goulds Mfg, Co, 
F. E. Myers & Bro. Co. 
The M. L, Oberdorfer Brass Co. 
PUMPS, GAS AND VACUUM 
Leiman Bros. 
PUMPS, HAND AND POWER 
The Goulds Mfg. Co. 
F. E. Myers & Bro, Co. 
The M. L. Oberdorfer Brass Co, 
PUMPs, JET 
American Injector Co, 
Blakeslee Mfg. Co. 
PUMPS, MINE 
The Goulds Mfg. Co, 
FEF, E. Myers & Bro, Co, 
PUMPS, OIL 
Detroit Lubricator Co. 
Leiman Bros, 
The M. L. Oberdorfer Brass Co, 
Sherwood Mfg. Co. 
PUMPS, TANK 
The Goulds Mfg. Co, 
F, E, Myers & Bro. Co. 
PUNCHES AND DIES 
Royersford Foundry & Machine Co, 
PUNCHES, SCREW 
Lovejoy Tool Works 
RADIATORsS, =i VERTICAL 


Nason Manufacturing Co, 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RAILS, STEEL 
L. B. Foster Co 


RANGE BOILERS 
Wm. B. Scaife & Sons Co, 


RASPS 
Scandinavian Western Importing Co., Ltd. 
RATCHETS 
Armstrong Bros, Tool Co, 
REAMERS 


Cleveland Twist Drill Co. 
Greenfield Tap & Die Corp, 
Morse Twist Drill & Machine Co, 








PULLEYS, FRICTION CLUTCH REDUCERS, SPEED 1 
Bond Foundry & Machine Co, The Hill Clutch, Machine & Foundry Co, , 
Chicago hipaa & Shafting 0 Poole Engineering & Machine Co, ; 
Dods Manufacturing Corporation eo eo ; 
fae Edgemont Machine Co. REELS: ABRASIV E TAPE 
ills Clutch & Machinery Co. Wausau Abrasives Co. 
The Hill Clutch, Machine & Foundry Co. RESEATING TOOLS, VALVE 
Link-Belt Company The Black & Decker Mfg. Co. | 
The Medart Company M. B. Skinner Co | 
The Moore & White Co. ROPE DRIVES 
Reeves Pulley Co. 
ae 3 H. W. Caldwell & Son Co. 
A. Li. a og Co. amg Manufacturing Corporation 
kay i bag e Hill Clutch, Machine & Foundry Co, 
T. B. Wood's Sons Co. Link-Belt Company 
PULLEYS, IRON CENTER The Medart Company 
Dodge Manufacturing Corporation T. B. Wood's Sons Co, 
The Medart Company ROPE, WIRE 
Reeves Pulley Co, Wickwire Spencer Steel Co i 
Saginaw Mfg. Co. ; 
T. B. Wood's Sons Co. RUBBER GOODS, MECHANICAL i 
PULLEYS, LOOSE Diamond Rubber Co., Inc, } 
Chicago Pulley & Shafting Co. Hewitt Rubber Co, i 
Dodge Manufacturing Corporation Jenkins Bros, ' 
The Hill Clutch, Machine & Foundry Co. The Mechanical Rubber Co, i 
Link-Belt Company New York Belting & Packing Co, | 
The Medart Company , The Republic Rubber Co, i 
Reeves Pulley Co, SAFETY , | 
Saginaw Mfg. Co. ’ ag > — _—s orate 
- nace ana Chicago Eye Shield Company 
Skayef Ball Bearing Co. The © “ = . 
T. B. Wood's Sons Co a Crescent Machine Co, 
3, s Sons . Jodge Manufacturing Corpor: 
PULLEYS, MOTOR ents gstssecisi 
Birkle Machine Works ; SAND BLAST OUTEITS 
Dodge Manufacturing Corporation Leiman Bros, | 
The Hill Clutch, Machine & Foundry Co, SAWS, BAND 
Link-Belt Company American Saw & Mfg. Co. 
The Medart Company E. C. Atkins & Co, H 
Reeves Pulley Co. The Crescent Machine Co. H 
Saginaw Mfg. Co. Heston & Anderson i 
T. B. Wood's Sons Co. Jesseph Saw & Tool Works 4 
PULLEYS, ROLLER BEARING The H. G. Thompson & Son Co, (metal cutting) ' 
Skayef Ball Bearing Co. SAWS, BAND, NARROW, WOOD CUTTING 
PULLEYS, STEEL E. C. Atkins & Co, 
American Pulley Company The H. G. Thompson & Son Co, 
Dodge Manufacturing Corporation SAWS, HACK (Blades) 
PULLEYS, STEEL RIM Ame rican Saw & Mfg. Co, | 
The Medart Company Ti ‘ Par ag oe Co. anac ; 
1e ; ompson n b | 
PULLEYS, STEP AND TAPER CONE ictor Saw Wwacka, Inc. ” " 
Dodge Manufacturing Corporation SAWS, HACK (Machines 
LAT B.C. Atkins & Co. ; 
avon pelics Ca SAWS, HAND 
wr Mit. Co, E. C. Atkins & Co. 
Wood's Sons Co. SAWS, SWING, CUT-OFF 
PULLEYS, WOOD SPLIT B. C, Atkins & Co. q 
iat t = = + ss The Crescent Machine Co. f 
cr igo Pull & Shafting Co. Heston & Anderson | 
acturing Corporation ill ieieancd oma H 
mCompany SAWS, CIRCULAR | 
aitas Ca, E. C. Atkins & Co. ; 
fg. Co. SCREENS, WIRE HY 
PUMP JACKS Wickwire Spencer Steel Co { 
Ids Mfg. ¢ o. e SCREWDRIVERS, ELECTRIC H 
ers & Bro. Co. The Black & Decker Mfg. Co, i 
PUMPs, AIR Cincinnati Electrical Tool Co, | 
Leiman Bros. N. A. Strand & Co, i 
im PUMPS, BOILER FEED SCREWDRIVERS, HAND | 
The M. L. Oberdorfer Brass Co, American Saw & Mfg. Co. ; 
\ 
— ee ee te ceenenree oul 
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December, 1925 103 


ee 

















Type Z 
By-Pass 


The Oil Dip Test 
For Gauge Glasses 


The severest test for gauge glasses is the oil dip 
test. This test used on Libbey High Pressure 
Gauge Glasses resulted as follows: 


Eight Libbey Gauge Glasses were dipped three 






By-Pass 


times in oil at 250 Fahr., then plunged at once into eee 
hr. All tubes stood. 
Se ee m BEFORE leaving the factory Ober- 
e oil was raised to ahr. an e same tubes 
allowed to come to that temperature. They were  dorfer Pumps undergo the most 
again transferred to the cold water and none of rigorous tests. Their construction and 
them broke. design provide for strength and simplic- 
The same tubes were then placed in an electrically ity. A size and type for all industrial : 
heated oven at 426 Fahr. and dipped in water at uses including water, oil or fuel supply. | 
35.6 Fahr. All tubes stood! Housing, shafting and gears are of non- | 
More and more supply houses are sell- late ~iadoe high-grade bronze. Electric, 
ing them because of this element of Gas Engine and Belt Drive, or as unit 
safety. If you're not selling them, write for your installation. 


for booklet. 


Desirable territory open for dealers, distributors 


and sales representatives. Write for our proposition. 
LIBBEY GLASS MANUFACTURING CO. , wipe 


M. L. OBERDORFER BRASS CO. 
Syracuse, N. Y. 


TOLEDO, OHIO 


HIGH ‘PRESSURE 
| GAUGE GLASSES 
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F LAKE GRAPHITE ~~ 


Dealers who sell Dixon’s Flake pick 
Graphite as a lubricant do not pubes 


Joint Compound 


worry about satisfying their cus- Stee Goalie 
tomers. They know that their % 


Waterproof 


: ‘ : Grease 

machines will give better and more a A | ype for 
economical service than if lubri- Disker: Braden 

cated with oil alone. Dixon’s Flake _ Belt : i 
Graphite reduces friction in steam cylin- ae ; E S 

ders and valves to the minimum, and thus = 2 very ervice 
lengthens the life of packing rings, pre- a eee 

vents scoring, reduces blowing, eliminates Will sand cctitnn 
oil from the exhaust, and saves coal. on items checked 











We will send Booklet 71C upon re- 
quest, as well as the booklets checked in 
the panel. 


JOSEPH DIXON CRUCIBLE COMPANY ! Bulletins on request 


Jersey City, New Jersey 


THE GOULDS MANUFACTURING CO. 
SENECA FALLS, N. Y. 
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When writing to Advertisers please mention M1Lt SuPPLiEs. 








104 


SCREW MACHINE PRODUCTS 
Ferry Cap & Set Screw Co, 
Link-Belt Company 
standard Pressed Steel Co 
SCREW PLATES 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co. 
SCREWS, CAP AND SET 
The Allen Mfg. Co. 
Ferry Cap & Set Screw Co. 
Standard Pressed Steel Co. 
SCREWS, LAG 
1icago Nipple Mfg. Co. 
SCREWS, MACHINE, BRASS AND IRON 
Economy Screw Corporation 
SCREWS, SAFETY SET 
Allen Mfg. Co, 
The Bristol Company 
Standard Pressed Steel Co. 
SCREWS, THUMB 
Economy Screw Corporation 
SEPARATORS, OIL AND STEAM 
The Swartwout Company 
The D, T. Williams Valve Co. 
SHAFTING 
Bond Foundry & Machine Co. 
Bliss & Laughlin, Inc, 
H. W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 
SHAPERS, WOODWORKING 
The Crescent Machine Co 
SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
T. BR. Wood's Sons Co 
SHIELDS, FACE AND EYE PROTECTION 
Chicago Eye Shield Company 
SHOVELS 
Wood Shovel & Tool Co. 
SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 
Morse Twist Drill & Machine Co. 
SOLDER, BAR AND WIRE 
Chicago Solder Company 
SOLDERING COPPERS, FLUX, PASTE AND 
SALTS 
Chicago Solder Company 
SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co. 
Poole Engineering & Machir Co 
Reeves Pulley Co 


cr 


SPROCKETS 
Link-Belt Company 
The Medart Company 
A. L. Schultz & Son 
STANDS, EMERY WHEEL 
Bond Foundry & Machine Co, 
STEAM SPECIALTIES 
American Injector Co. 
The V. D. Anderson Co 
G. M. Davis Regulator Co 
Detroit Lubricator Co. 
Metallo Gasket Co. 
Nason Manufacturing Co 
The McRae & Roberts Co 
The Wm. Powell Co. 
Walworth Company 
The Swartwout Company 
The D. T. Williams Valve Co. 
STEEL 
Bliss & Laughlin, Inc. 
STOCKS AND DIES 
Armstrong Bros. Tool Co. 
Greenfield Tan & Die Corp 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
STRAINERS 
American Injector Co. 
The Swartwout Company 
STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
I. B. Williams & Son 
SWAGES, UPSET 
E. C. Atkins & Co., Inc. 
TABLES, SAW 
The Crescent Machine Co 
Heston & Andersor 
TABLES, STEAM 
Nason Manufacturing Co, 
TANKS, PRESSURE 
TAPE, FRIC 
n Hose & Ru 
TAPER PINS 
Morse Twist Drill & Machine Co 
TAPPING ATTACHMENTS 
Eastern Tube & Tool Co., Inc., “‘Ettco,.”’ 
TAPS 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co, 
THUMB SCREWS 
The Eberhard Mfg. Co 


TION 
Boston Wove ‘ or 


TILING, RUBBER, INTERLOCKING 
New York Belting & Packing Co. 
TOOLS, BORING 
Armstrong Bros. Tool Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
The Grobet File Corp. of America, 
Greentield Tap & Die Corp. 
Scandinavian Western Importing Co., Ltd. 
J. H, Williams & Co, 
TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Greenfield Tap & Die Corp. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
TOOLS, SAW 
E. C, Atkins & Co., Inc. 
TOOLS, SCREW CUTTING 
Greenfield Tap & Die Corp, 
TOOLS, VALVE RESEATING 
The Black & Decker Mfg. Co 
M. B. Skinner Co. 
TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
The Turner Brass Works 
P, Wall Mfg. Supply Co. 
TORCHES, ENGINEERS 
P, Wall Mfg. Supply Co. 
TRANSMISSION, VARIABLE SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co, 
The Swartwout Company 
TRAPS, STEAM 
The V. D. Anderson Co, 
G. M. Davis Kegulator Co. 
Nason Manufacturing Co. 
D. T. Williams Valve Co. 
The Swartwout Company 
TROLLEYS 
Lovejoy Tool Works 
TRUCKS, LIFT 
The Plimpton Lift Truck Corporation. 
TUBES, BOILER 
National Tube Company 
TUBING, RUBBER 
New York Belting & Packing Co. 
TUBING, STEEL 
National Tube Co. 
TURNBUCKLES 
Brownie Mfg. Co 
The Eberhard Mfg. Co, 
UNIONS, BRASS AND IRON 
Illinois Malleable Iron Co. 
Walworth Company 
VALVE LEATHERS 
Chicago Rawhide Mfg. Co. 
Edward R, Ladew Co.,, Inc. 
VALVE-UNIONS 
Nason Manufacturing Co, 
VALVES, AIR 
The Penn Engineering Co. 
VALVES, BALANCED, FLOAT 
Mason Regulator Co. 
VALVES, BLOW OFF 
Jenkins Bros, 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company 
VALVES, CHECK 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company 
VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
VALVES, GATE, GLOBE AND ANGLE 
Illinois Malleable Iron Co, 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, HIGH PRESSURE 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Henry Vogt Machine Co, 
The D. T. Williams Valve Co 
Walworth Company 
The Watson-Stillman Co 
VALVES, HYDRAULIC 
Jenkins Bros. 
The Wm. Powell Co. 
Henry Vogt Machine Co, 
Walworth Company 
The Watson-Stillman Co 
The PD. T. Williams Valve Co 
VALVES, POP SAFETY AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Company 
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VALVES, PRESSURE REGULATING 
G. M. Davis Regulator Co. 
Mason Regulator Uo, 
Walworth Company 
VALVES, PUMP, RUBBER 
Diamond Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 
VALVES, QUICK OPENING 
Nason Manufacturing Co, 
VALVES, RADIATOR 
Detroit Lubricator Co. 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Company 
The D. T. Williams Valve Co. 
VISES, BENCH, WITH CLAMP 
Bonney Forge & Tool Works 
VISES, DRILL PRESS 
Yost Mfg. Co. 
VISES, DROP FORGE 
Fulton Drop Forge Co. 
VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
The Fulton Drop Forge Co., “Dropfo.” 
The Chas. Parker Co. 
Prentiss Vise Co. 
Walworth Company 
Yost Mfg. Co 
VISES 
Yost Mfg. Co, 








PATTERN MAKERS’ 


VISES, PIPE 
Armstrong Bros. Tool Co, 
Greenfield Tap & Die Corp. 
The Chas. Parker Co. 
Prentiss Vise Company, 
Toledo Pipe Threading Machine Co 
Walworth Company 
Yost Mfg. Co. 
VISES, WOODWORKERS’, RAPID ACTING 
Prentiss Vise Company, 
Yost Mfg. Co. 
WASHERS, BRASS 
Economy Screw Corporation 
WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
Edward R, Ladew Co., Inc. 
WASHERS, RUBBER 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co. 
WASTE, COTTON AND WOOL 
Shicago Sanitary Rag Co. 
The J. Milton Hagy Waste Works 
WATER CLOSETS, FROST PROOF 
Jos, A. Vogel Co. 
WATER FILTERS AND SOFTENERS 
Wm. B. Scaife & Sons Co, 
WATER LEVEL CONTROL 
Nason Manufacturing Co. 
WHEELS, GRINDING 
E. C, Atkins & Co., Inc. 
New York Belting & Packing Co 
WINCHES 
A. I. Schultz & Son 
Stephens-Adamson Mfg. Co 
WIPING CLOTHS, MACHINERY 
thicago Sanitary Rag Co. 
The J. Milton Hagy Waste Works 
T.ouisville Sanitary Wipers Co., Ine 
D. Robinson & Sons 
WIRE AND WIRE CLOTH 
Wickwire Spencer Steel Co., Ine, 
WIRE ROPE 
Wickwire Speneer Steel Co. 
WIRE SOLDER 
Chicago Solder Co. 
WOODWORKERS, VARIETY 
Crescent Machine Co, 
WRENCH SETS 
Armstrong Bros. Tool Co. 
3onney Forge & Tool Works 
J. H. Williams & Co, 
WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, OPEN END 
Armstrong Bros. Tool “Co 
Bonney Forge & Tool Works 
Brownie Mfg. Co, 
J. H. Williams & Co, 
WRENCHES, PIPE 
Armstrong Bros, Tool Co, 
Bonney Forge & Tool Works 
Greenfield Tap & Die Corp. 
Walworth Company 
J. H. Willams & Co. 
WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tool Co. 
J. H. Willlams & Co. 
WRENCHES, SOCKET 
The Allen Mfg. Co. 
Armstrong Bros Tool Co. 
The Black & Decker Mfg. Ce, 
Bonney Forge & Tool Works 
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Our Specialties are sold to Jobbers Only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
Strotie: L 
and 
tronges 


HANGER EVER MADE 


TE 


@ Note the ball and socket 
joint. 
@ Hanger can swing in any 


direction. 


@ Not necessary to remove 
hanger to raise or lower 


pipe. 


Write for 
“Our Silent Salesman” 
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The Penn Engineering Co. 
Philadelphia, Pa. 












Unanimously Elected 


At the Poll of Public Opinion 


_ TTS Pre ; 


NASON M'F’G.ce 
NEW YORK. 





Nason ne 


Valve Water Feeder 





It maintains the water level in house heating boilers, 
thus providing priceless insurance. Write us. 


NASON MANUFACTURING CO. 
Steam Specialty Specialists Since 1841. 
71 FULTON STREET NEW YORK 











— 
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For cleaning and polishing 
there is nothing better than 
FIDELITY BRANDS 


fe Fifty-three Years of sin- 
Ff IDELipy. cere effort to furnish 
the highest quality of 


as TERS wan 


Mg W. material and service to 
ANCTNOMMD the Mill Supply Trade. 


, PPOUS Parent orice # 





We solicit your inquiries for Cotton Wiping 
Waste, Journal Box Packing, Wiping Rags, 
Cheese Cloth, Prepared Wool and Grease. 


The J. Milton Hagy Waste Works 


Videlity Mills 








Philadelphia, U. S. A. 





THE COLUMBUS 
ANVIL & FORGING CO. 





The Famous “Arm & Hammer” 


Wrought Iron Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 
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| PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 





TELEPHONES 


TOR PULLEYS 


‘Bivxxe Macsine“Works 











456 N. Union Ave., Chicago 





MONROE 
7053 ——— ee KOT NC “ae 
7054 








— 





AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 


Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 
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LEIMAN BROS. 
| 


Rotary 
Air . 


PRESS)” 





ADDRESSER 
FF 


[ABELLER | SEALER 


USED FOR 


Fuel oil burners 
Gas appliances 
Sand blasts 

Gas pumping 
Bottle filling 
Agitating solutions 
Aerating 





« ER 
7S 





Pumps 


Widely used for 
operating automatic 
vices—mechanical 







Factories of every sort use air 












Vacuum cleaning 
and hundreds of 
other uses. 


USED BY 





Get into communication with us 


and carry a few machines in 


: fe pumps and dealers will find these stock and we will help you to Tailors 

. raptens Monti hkl rota air pumps to be repeaters find customers and repeat cus- Machinists 
pthc cmap te enmgptin” —many dealers enjoy nice incomes gga tig cm ee — Platers 

in other cases with from repeat orders from makers of ive “tes ome Ag alten Dh re Electrotypers 
air blowing or pres- various devices who use air pumps pl pis ge A nas aon gy cigar Printers 
sure. and place their orders ir h as watic. Bloate averinak this but Jewelers 

We show onlyafew them. Try a canvass on this—i ROTARY AIR Pump crake: and ask ws about repre- Dentists 
uses, but supply wil) pay you. Noiseless and smooth running. A senting us and handling our Plumbers 
dealers often find delight to the user and a friend jeieuictee Homes 
experimenters who maker for you, : Asylums 
should be told about Buildings 

the possibilities of Illustrated LEIMAN BROS. 60 HV6 LISPENARD ST. Makers of good machinery and in almost every 
air. Catalog Free NEW YORK or 35 years kind of shop. 











Merely for Protection 


PENBERTHY 
AUTOMATIC 


INJECTORS 
Are Worth Their Cost 


No one who has ever had experience with them doubts their 


reliability and sure-fire operation. Give them steam and water 
and the Penberthy will do the rest—no one ever worried about 
water into th 


getting e boilers where a Penberthy is part of the 


equipment 





Engineers all over the world know the Penberthy Injector—they 


They are absolutely automatic and 





are used in every cou 











they ays operate— icularly when you need them the most. 
We will be glad to send you particulars. Write now. 
eee Safeguard Automatic 


EoTH Water Gage 


iD} 
DAT 


NBR 





Reg. U. S. Pat. Off. 


PENBERTHY 


INJECTOR CO. 


1240 Holden Ave., Detroit, Mich 


Windsor, Ont. 











Canadian Plant, 

















Why Not Sell the Best? 


Your 
Customers 





Large users of vises are buying DROPFOS. The 
more they know about the value of drop-forged 
materials the quicker they swing to DROPFO— 
the drop-forged vise. 


Another feature that appeals to vise users is the 
Wedgelock swivel base. Setting the jaws on the 
job with the main handle automatically locks the 
swivel base. Or it can be locked separately if a 
stationary vise is desired. 


These advantages are selling DROPFO vises from 
one end of the country to the other. 


Jobbers are invited to send for prices and terms. 


THE FULTON DROP FORGE COMPANY 
Canal Fulton, Ohio 
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Circular Cut Files 


CC 





Grobet Circular Cut Files are made by F. L. Grobet, the 
maker of the celebrated Swiss Files. 


yy . Grobet Circular Cut Files are “a 
SAS 8 made of a hard crucible Bak 
<nnnsi,e steel and have deep milled teeth. <=> 


wr En, 


Grobet File Corp. of America 
64 Reade Street, New York 





Chicago Warehouse: 345 W. Austin Ave. 


“VLR” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 


Sold Extensively by 
Will Supply Houses 


Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 





Pa. 


Factories: Easton, 











@ “BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


TURNBUCKLES 


Strong and durable. Furnished 
either plain or galvanized. 


BROWNIE NOS 


Ask your jobber or 
write us for a catalog. 


BROWNIE MFG. 
Co., INC. 











New 12 page Bulletin illustrates many radical ad- 
vantages in use and design. 

Sold 
Houses. 
tors, Dealers and Agents. 


PUT] e 7, 7 rs 
Y/ Soy 4 4 Lf fh tT / 7 
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Industry’s Chief Asset-—36 Sizes 
Material Handling Minimized 


- 


almost exclusively through Mill Supply 
Most attractive propositions for Distribu- 


Write today. 


The Plimpton Lift Truck Corp. 


Elmcourt, Stamford, Conn. 



































The handle and bowl of the Emco 
Melting Ladle are made in one 
single casting. The handle cannot 
work loose from the bowl. 


Made of the finest malleable, 
Emco Ladles will not crack or break 
under the wear and tear of daily 
service. 


Packed one dozen to a Box. 


The Eberhard Manufacturing Co. 


2734 Tennyson Rd. Cleveland, Ohio 
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TALK ABOUT 
PULLEY 
GRIP! 


STANLEY SOLID 
WOVEN COTTON 
BELTING grips the 
pulley up to its rated 
capacity tighter than 
any other belt (data 
available in test by 
Mellon Institute). 
Illustration is a 
“Stanley Triple’ in 
London, England. 
Load is intermittent, 
jumping from 25 to 
60 horsepower. 





The load is carried 
with practically no 
slip. 


Catalog space prepared 
by our advertising de- 
partment. Write! 


Stanley Belting 
Corporation 
15 North Jefferson St. 
CHICAGO 
320 Broadway 


“a NEW YORK CITY a 
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rills that went into 
Portable Electric 


re is roma 


about “The D 


Three Black & Decker 
stage properties ever attempted~-the cha 
of the Opera.” 
On this one job more than ten thousand holes were bored by three Black & Decker Drills. 
Black & Decker Portabl 
diameter 15% feet. It weighs 1900 Ibs. and is trimmed with mic Screw Drivers, Electric Socket Wrenches, 
k four men five weeks to build. Electric Toppers and Electr rinders are 
sold by the leading Mull Supply. Machinery 
Plumbing, Sheet Metal, nd 


the chandelier 
le of glass prisms 2! 


ures Corporation, 


The height of 
more than a mi! 


14 Black & Decker 
This is merely another instance of the im 
imaginable line of endeavor. 


Black & Decker Mfg- 


BRANCH OFFICES 
BOSTON NEW TORK SAN FRANCISCO ATLANTA DETROIT BALTIMORE 
PHILADELPHIA sr. LouTs DALLAS CHICAGO MINNEAPOLIS CLEVELAND 


BUFFALO 


ectric Drills A Black 
as shipwrecked, salvaged, 
the Movies.” 


Drills were use 
ndelier which 


is 16% feet. The 
nd 450 feet of glass beads, and it too! 


The Universal Pict through wh 
Portable Electric Drills regularly at 
portance of Blac 


“JHE BLACK & DECKER MFG.CO. 
TOWSON, MD» U.S.A. 


Co., Limited, 
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Two Black & Decker Quarter-Inch Portable Electric 
Drills and one Black & Decker Five-Eighths Inch 
Portable Electric Drill were used in the construction 

of the huge chandelier shown above. 
Arctic regions 


rill went to the 
e have learne 


& Decker Portable Electric D 
and is still gone strong, and now WI 
d in constructing une of the most expensive and elaborate 

rt in the story of “The Phantom 


plays so important 2 pa 
¢ Electric Drills, Elec- 


publish this information, are using 
y use No other e. Electric Supply Houses. 
you CAN BUY THEM ANYWHERE 


in almost every 
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Toronto, Ont- 
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December 12th Advertisement 
in The Saturday Evening Post 
Is Shown Opposite 


Black & Decker an- 
nounce that the 1926 
Saturday Evening 
Post campaign will 
consist of full pages in 
color. 





The Post advertise- 
ments will be repro- 
duced in advance in 
Mill Supplies, same as 
they have been this 
year. 





The Universal Pictures Corporation pur- 
chased its Black & Decker Portable Electric 
Drills from a Mill Supply Jobber. It has 14 
Black & Decker Drills at present and will 
probably buy more as time goes on. 


The use of Black & Decker Electric Drills 
by Universal Pictures Corporation indicates 
the wide spread usefulness of these tools—you 
cannot afford to overlook any class of busi- 
ness. 


It is also significant that the Universal Pic- 
tures Corporation is using Black & Decker 
Portable Electric Drills only. 


Watch MILL Supp.uigs for 
January for our next 
advertisement in the 

Saturday Evening Post 
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OILLESS BEARINGS. | 
WAMNE At NETLON pT ate | 
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\W HEN Arguto Oilless 
' Bearings go into a 
shop bearing troubles go 
out, and with them goes 
the fire hazard, the oil 
can, and many other 
annoyances that attend 
the short, greasy life of 
metallic bearings. 





If you use high speed over- 
head shafting, ask us what 
you can expect from an in- 
stallation of Argutos. 

Arguto Oilless Bearing Co. 


Wayne Junction Philadelphia, Pa. 
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The Steel nut is tap- 
ped thru and the brass 
shell holding the 
steel nut allows the 
advantages of nickel- 
plating over brass. 


Cross Section of new Fer- 

ry Patented Acorn Nut 
showing how the steel 
hexagon nuts fits snugly 
into the brass shell. 


| 








And Now— 


A new size Ferry Non- 
Corrosive Acorn Nut 





The above illustration 
shows actual size and di- 
mensions of the new size 
Ferrv Patented Acorn Nut. 














- 
% 
i 


| \ Toppedas 

desired 
This shows the actual 
size and dimensions of 


The Ferry Patented Acorn 
Nut illustrated above. 











bine newly added size 
non-corrosive Acorn 
Nut, patented by Ferry, isa 
steel nut with non-corro- 
sive brass shell over it. The 
illustration above shows 
clearly how it is assembled. 


The shell is shaped like any 
acorn nut, but instead of 
being solid, it is hollow at 
the top. This makes a far 
lighter nut but one equal in 
strength to the solid nut. 


Its great advantage is the fact 
that it takes nickel plating 
without rusting. It is fur- 
nished either in brass, nickel- 
plated barrel finish or nickel- 
plated polished and buffed. 


These Ferry Acorn Nuts are 


unusuallyadaptablefor bump- 
ers, radiator fronts, motors 
and many other places. They 
will actually save you money 
over the ordinary acorn nut. 


They are made up to both 
SAE and USS specifications. 
Furnished in two sizes of nut 
as illustrated. The %" dia. 
nut comes-tapped %", 5/16", 
%", 7/16" and 4". The 45/16" 
dia. nut comes tapped 4%", 
5" and %". These sizes 
carried in stock. Any thread- 
ing up to % " can be supplied 
at very little additional cost. 


The high quality of material 
and workmanship can only 
be appreciated by compari- 
son with ordinary acorn nuts. 


Write today for samples and prices 


THE FERRY CAP & SET SCREW COMPANY 


2151 Scranton Road 


Cleveland, Ohio 


FERRY 
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